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y onth’s Supply 
Steel Defers 
to Shutdowns 


Out in Lowest Week 
Since Fall of 54 


> 
By Martin L. Whitmyer 
Staff Writer 

RS that auto production 
d be hampered by the steel 
were dispelled last week as 
| ear manufacturers’ reported 
had sufficient quantities on 
to carry them re at 
‘Teast 30 days. 
. Ohrysler Corp. was iepeated to 
a large enough inventory to 
through its 1956 model run; 
"Ford Motor termed its inventory 
s ont to get through another 
days; General Motors listed 
| inventory as “adequate,” 
American Motors and 

er- said the 
would have no immediate 
on them. 
d, which closed its '56 
run. two weeks ago, will 
sufficient steel in store to 
t its ‘57 run, it was reported. 
pered by extended shut- 
duo to the July 4 holiday 
) Several assembly plants 
the industry, car out- 
it dropped to a year’s low of 67,- 
last week. It marked 
oo weekly output of cars 
the week ended Oct. 29, 1954, 
the industry turned out 68,- 


e 


r a loss of from one to 
three days of assembly opera- 
last week, it appeared unlikely 
the manufacturers this month 
uld equal June’s output of 430,- 
cars. June’s car assemblies 
88 percent below May’s 471,- 
units and 33.8 percent under 
} 649,391 cars turned out during 
” @ year ago. 
Z week’s car output was 46.4 
below Automotive News’ 


* 


t under the 134,101 
out during the same 
of 1955. 

cut in car output last 
registered at GM, where 
Oldsmobile and Pontiac 
plus all home plants 
"down Monday through 
‘ Cadillac closed the 
days, and Chevrolet 
on Page 46, Col. 3) 


Top Cars 


registrations for five 
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Total Big Three . 
AMERICAN MOTORS .... 








60,361 





Total Little Three 
Total Cars, U. S............... 3,191,706 


GM, Ford Only Makers 
To Up Output Shares 


PITE a 25.03 percent cut- 
back from the record-breaking 
first half of 1955, U. S. automobile 
manufacturers turned out 3,191,706 
cars during the first six months of 


Nutshell Quotes 
On ‘Good Faith’ 


WASHINGTON. — A quick pic- 
ture of opposing viewpoints on 
factory-dealer relationships, as 
they could be affected by the pro- 
posed O’Mahoney day-in-court bill, 
was embodied in these bits of tes- 
timony before a House subcommit- 
tee last week: 

Frederick M. Sutter, 
vice-president : 









NADA first 


Make 1955 Pos.| but we cannot permit this to 
Chev. 593,411— 2 | become a legal requirement, for 
Ford 600,913— 1 | a time may come when it will 
Buick $11,805— 3 | be to our advantage to act in bad 
Plym. 280,239— 4 | faith toward one or more of our 
Olds. 236,781— 5 | dealers and we must not have 
ae 120,985— 8 | william H. McGaughey,’ vice- 
‘Cadillac  62,317—10 | president of American Motors 
—— ee A Corp., who opposed the bill, said: 
9 Stude on “If quality of dealer service 
Nash | Gaels to the customer is to be main- 
| Hudson. 18,769—15 | Continue to evaluate the dealer’s 
8 Packard 21,453—14 | Performance and to weed out the 
$8 Imperial 5,643—17 dealer who lowers the accepted 
| Cont? or gives the business a 
- Mise. 21,482 black eye because of unethical 

All trade practices. 

eee “Otherwise ... a cult of medi- 
= ocrity will be bred in the auto- 
on Page 40 


motive distribution and service 
field.” 


Each Car Maker's Share . . 


First Half Output—'5é6 vs. ‘55 


Ist Half 


8,072,119 


SD enact nehetatontnate 17,787 
Nash ......... 42,574 
KAISER MOTORS noe 
es leila teins ie etc e. “ iaaieidl 
SI fats c5-ToaeensendabanenoposGuee,  ~caameliies 
S-P CORP. 59,226 
Packard . 12,875 
Studebaker 
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Ist Half 





Pet. of 
lst Halt 
Total 






793,026 
111,753 









1.79 79,895 1.88 —0.09 

3.40 179,188 4.20 —0.80 

763 422,190 9.92 —2.29 
1,150,526 






312,310 
4,030,469 











1.89 105,205 247 —0.58 
0.56 34,023 80 —0.24 
1.33 71,182 1.67 —0.34 
onthe 5,799 0.13 —0.13 
soanees 1,021 0.02 —0.02 
alien 4,778 O11 —O.11 
186 115,677 2.72 — 0.86 
0.40 43,320 1.02 — 0.62 
1.46 72,357 






- 226,681 
100.00 4,257,150 


> * 






this year to record the third high- 
est first-half production in the 
history of the industry. 
Although there was a decline 
in output throughout the in- 
dustry, Chrysler Corp., Mercury, 
Pontiac and the Little Two man- 
ufacturers suffered the greatest 
“percent-of-industry” losses dur- 
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Celler Slated to Press 


For ‘Good- 


Faith’ Vote 


After Today’s Hearing 


GM, Ford and U. S. Agencies Are Due to Take Stand; 
NADA Officials Dispute Effects of Bill 
With Ford Dealer Witnesses 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Hearings on} 
the controversial O’Mahoney 
“day-in-court” bill were scheduled 
to end today (July 9) before the | 
Celler Antitrust subcommittee in | 
the House. 

Still to be heard were spokes- 
men for the Department of 
Justice, the Federal Trade Com- 
mission, General Motors Corp. 
and Ford Motor Co. 


By extending the hearings 


| through today, the subcommittee | 


reversed itself on an earlier deci- 
| sion cancelling the extra day of 
| testimony. 


* x * 


Democrat and chairman of the 
subcommittee, is nonetheless ex- 
pected to push for floor action at 
this session. 

Two days of hearings last 
week were enlivened by succes- 
sive clashes among witnesses, 
attorneys and lawmakers over 
possible effects of the O’Mahoney 
measure. 

In general, NADA witnesses sup- 
ported the bill, while Ford dealers | 
and a factory spokesman were! 
sharply opposed. 

Several dealer witnesses who 
said they were against the bill) 
charged NADA with failing to ex- | 





ing the first half. 

Largest first-half production on 
record was last year’s 4,257,150 
cars. Second highest was the 3,- 
256,010 units rolled from the as- 
sembly lines during the January- 
June period of 1953. 


7 of the 18 makers — Plym- 
outh, DeSoto, Dodge, Chrysler, 
Mercury, Pontiac, Nash, Hudson, 
Studebaker and Packard—showed 
percent-of-industry declines from 
55, while four General Motors 
divisions — Buick, Chevrolet, Cad- 
illac and Oldsmobile — and three 
Ford Motor Co. units — Ford, Lin- 
coln and Continental — showed 
increases. Kaiser Motors, which 
built 0.13 percent of the total first- 
half production last year, is not 
in operation this year. 


Despite a loss of 3.78 percent- 
(Continued on Page 4, Col. 4) 


plain ramifications of the meas- | 


EP. Emanuel Celler, New York | 


|ure. NADA witnesses hotly denied 


| the accusation. 
= * 


\OnN7 THE nies day of hearings 

week, the House law- 
dentine were told that dealers 
| would face dire days if the bill 


| were not passed. 
| Frederick M. Sutter, NADA 
| viee-president, and Dodge-Plym- 
| outh dealer in Columbus, Ind., 
predicted that if the bill is not 
| enacted into law, “you will soon 
see coercion in some areas.” Con- 
ditions generally, he warned, 
would become the worst in the 
history of the 


industry. 
Sutter accused Ford Motor Co. of 
(Continued on Page 42, Col. 1) 


U.S. to Sue GM; 
Seeks GMC Split 
As ‘Bus Monopoly’ 


ASHINGTON. Herbert 
Brownell, U. S. attorney gen- 
eral, last week announced that the 
Government would file an anti- 





| trust suit against General Motors 


| Corp. charging “unlawful activities 
which have given it (GM) a mo- 
nopolistic position in the manu- 
facture of buses.” 

The suit, Brownell said, is 
confined strictly to buses and 
does not affect the auto divisions. 
It will be a civil action asking 

(Continued on Page 8, Col. 5) 


Inside Automotive News... . 


House investigation. 
Page 9. 


Safety factors in auto design subject of new 


Automotive Washington, 


Dealer Dumas Milner’s profits exceed last year. 


Page 33. 
Reply from a “stupid 


Page 4. 
Writer-salesman still 


New-car 


jerk.” Letterbox, Page 12. 
Ford Dealer Policy Board outlines procedures. 


trying. Page 2. - 


and prices, Page 40. Auctions, Page 34. 


Page 15. Turnings, Page 14. 





Used-Car Sales : Slip, Stocks Rise 


By Robert M. Lienert 
ssociate Editor 
HE iuatcaal market, a_ bell- 
wether of sales all year long, 
has begun to taper off a bit, 
according to dealer reports. 
Co: 


, stocks of un- 
sold used units held by fran- 
39.7 days. - on duly i, 
according to ive News 
estimates. 


This compares with a 30.5-day 
supply as of June 1, which had 
represented a reduction from 
the May 1 figure + days. 

* 


7s year’s low point for used- 
car inventories was established 


Apr. 1, with a count of 27.3 days. 
The high point was a 43.6-day 
supply on Jan, 1. 


The increased number of days’ 


inventories in the face of un- 
~usual demand. 
The growth from June 1 to July 
1 ran counter to the pattern 
ed a year ago. In 1955, 
used-car stocks declined for three 
months in a row following a May 
1 count of 336 days’ supply. 
As a result, when the July 1 
count last year showed a 27.4-day 


supply, it represented a reduction 
of 62 days’ supply over a 60-day 
period, 

This year, stocks have grown by 
6.8 day's #0 supply in the comparable 


peri 


wus a 30-day supply is con- 
sidered the desirable top limit 
on used-car inventories, the aver- 
age has been within that boundary 
on only two occasions this year— 
on Feb, 1 and on Apr. 1. However, 
few dealers seem to see anything 
alarming in this a 
Dealers this month reported to 
Automotive News that their July 
1 stocks ranged from 21 to 90 
days. A total of 55.5 percent 
(Continued on Page 4, Col. 2) 
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Telephones Prospects, Seeks Bird Dogs .. . 





Writer-Salesman on Firing Line 


Eprror’s Nore: There have been 
many accounts criticizing auto 
salesmen for not selling, for fail- 
ing to realize they are operating 
in a “buyer’s market” and many 
other sins of omission. In an 
effort to get an objective view 
of what an auto salesman faces 
today, Automotive News assigned 
one of its staff — a depression- 
day vacuum-cleaner salesman — 
to try selling automobiles. 

+ a * 
By W. C. Lockwood 
Staff Writer 

ETROIT. — The second day of 

“auto selling” reached 27 
people — 25 by phone and two in 

person. In these 
conversa- 
tions (the great 
majority were 
women), it was 
attempted to 
plumb “second” 
car attitudes and to see whether 
first loyalty rested with make or 
pocketbook. 

The pocketbook, at least in the 
minds of these poeople, had the 
edge. As a matter of fact, there 
seemed to be an unexpressed belief 
that today’s cars are all good and 
choice seems to narrow down to 
taste and price. 

Take the case of Mrs. M. R. F. 
Her family owned a 1953 medium- 
priced make with 26,000 miles on 
it. 

“We're very happy with it,” she 
said. “Just the other day I asked 
my husband when we were going 
to get a new car, but he said he 





Suspend Auto Excise 
Till ’57, Potter Asks 





wasn’t going to do anything about 
it for a while.” 
* * + 

- THE conversation, it was 

found that the present car was 
the third they had owned of that 
make and each had been kept for 
an average period of three years. 

In other words—based on the 
past — the F's should be ready to 
reenter the market but were re- 
strained by apparent satisfaction 
with the present car. 

The car was paid for. “Mrs. 
F,” she was asked, “if you could 
get a better price on another 
car, would you take it or would 
you prefer to stay with your 
present make despite a higher 
deal?” 

“W-e-l-1,” she replied hesitantly, 
“I guess we’d take the best price. 
We’re only human, you know.” 

+ od + 

HEN there’s the case of Mrs. 

M. She said her husband 
worked in one of the Big Three 
plants and they owned a 1955 car 
of that make. However, she com- 
mented that it was the first they 
had owned, 

“We always bought another car 
because we could get better deals 
on them. You see my brother-in- 
law is a car dealer,” she said. 
“However, this time we felt we had 
to switch because my husband was 
being criticized by his bosses at 
work for not driving their car.” 

Most of the women said they 
would like a second car, but 
seemed to doubt that their hus- 
bands would get them one. The 
most unusual view of a second 
car came from a Mrs. C. The 
family owned a 1953 Mercury 
which was a “tag” job. He 
worked for Continental division. 


“I'd love to have a car of my 
own to run around in,” she said, 
“but I’m scared to suggest it. I’m 
afraid my husband might agree 
and then want me to go back to 
work. I don’t want one for that, 
no sir.” 

About seven of the families 
reached were dependent on auto 
factories for their livelihood, and 





Cincinnati Dealers Aroused .. . 





$100 ‘Bird Dogs’ Stir Row 


CINCINNATI. — A court fight is| agency, and $25 for any which 
that purchaser 


developing, apparently, to settle the 
“referral plan” controversy, which 
has new-car dealers stirred up in 
Cincinnati. 


Under the 


Testing Power Steering— 

Chrysler Corp. engineers use two steer- 
ing wheels to get precise answers on the 
effort needed to park a car. The special 
wheel mounted on top of the regular 


steering wheel is linked to electronic 
recording equipment on the seat and 
floor. Engineers found that a car 


equipped with fuiltime power steering 
could be parked with one-sixth os much 
effort as with regular steering, saving 
as much work as would be done in lift- 
ing a@ 10-pound sack of potatoes into 
the car 100 times. 





might send in 
under the same arrangement. 


Prospects are told they can pay 
off much or perhaps all of the cost 
of their new cars. And some buyers 
say they actually have. 


Both the Cincinnati Automobile 
Dealers Assn. and the Better Bus- 
iness Bureau printed warnings 
about the plan in recent weeks, 
however. And now the CADA is 
taking a direct step to try to kill 
off the practice, although the 
dealer using the plan is a CADA 
member. 


The CADA board, at a meeting 
late last week, went on record as 
Saying the plan violates the “in- 
tent” of the state dealers’ and 
salesmen’s licensing law, that it is 
not in the public interest and 
“that it will result in complica- 
tions unfavorable to all automo- 
bile dealers.” 


However, the licensing law is 
vague. And the courts cer- 
tainly will have to decide if the 
situation becomes a dealers’ fight 
to the finish. 


Fire Hits Fisher Ford 

HAZLEHURST, Ga. — Fisher 
Ford Co, here was destroyed by 
fire June 26. The loss, estimated 
at more than $100,000, was partly 
covered by insurance. Four new 
cars in the display room and 
two new cars in for repairs were 
destroyed. 


all—including Mrs. M. noted above 
— were driving their own makes. 
* * * 


A= that would discuss the pos- 
sibility of switching quoted 
price as the objection. Mrs. P. 
said that her family owned two 
cars — a Cadillac and a Chevrolet. 
The latter was three years old. She 
was asked if she had ever driven 
a Plymouth. 

“No,” she replied, “not for a long 
time.” 

Would she be interested? 

“Uh-uh,” she said, “with 25 
percent off, we'll stick to GM.” 

Only one person called did not 
own a car. Would she like to? 
“Why, yes,” she said, “I'd like to 
but I can’t drive and I’m too old 
to learn now.” (She was, she said, 
75). 

Only two of those called were 
in no mood for conversation. One, 
a Mrs. H., owned a 1955 Pontiac 
but “I’m out of work and too 
nervous and upset to talk.” 

Mrs. E. was short and snappy. 
“No, I’m not in the market for a 
ear. I’ve got a 49 Chevrolet and 
I intend to keep it. It’s giving 
good service.” Bang went the re- 
ceiver. 

+ * * 


OF THOSE car owners reached by 
phone, all — except Mrs. E. 
with her ’°49 — owned either '55s 
or ‘’53s, with the ‘55s in the 
(Continued on Page 46, Col. 1) 


Air Crash Takes 


Lives of 9 in 


Auto Industry 


DETROIT. — Nine of the 128 
victims in the recent air tragedy 
involving United Airlines and TWA 
planes over the Grand Canyon were 
connected with the auto industry. 
They were: 

Cart J. Snyper, 59, vice-president 
and director Chrysler Corp. He was 
returning to Detroit from the 
funeral of an 
uncle. 

Perer WHYTE, 
15, son of Ray M. 
Whyte (Chevro- 
let - Oldsmobile), 
Detroit. He was 
returning from a 
visit to the Coast, 
given as a re- 
ward for doing 
well in school. 

Donato F. Kexu, _ 
46, assistant gen- O. J. Snyder 
eral counsel, Ford Motor Co., and 
Teo M. Kusiniec, 37, Ford senior 
staff attorney. They had been or- 
ganizing Ford’s Aero Neutronic 
Systems, Inc., on the Coast. 

Russet, A. SuHevps jr., 31, senior 
research engineer, Bendix Aviation 
Corp., and Nort GorresMan, 30; 
Bendix researcher. They were re- 
turning from a business trip. 

Fioyp A. Nixon, 45, manager of 
plant operations, R. L. Polk Co. He 
had been visiting the Los Angeles 
Polk plant. 

Sraniey J. Weiss, 36, mechanical 
engineer, Detroit Arsenal. He was 
returning from a business trip. 

Joun Mu tpoon, 56, president, 
Motorama Engineering, Inc., Dear- 
born, a firm that makes scale car 
models for auto firms. He also was 
a sales engineer for Cogsdill Twist 
Drill Co. 
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Queen of the Show— 





Audrey Lowell, queen of the National Truck, Trailer and Equipment Show in tos 
Angeles, is shown with the Studebaker Transtar ¥-ton truck that helped her win the 
title. Judged on beauty and driving ability, Audrey was the only finalist to make 
through the “straight driving” test with a perfect score. 





Highway Toll Soars Anew, 
Breaks Record for May 


CHICAGO. A record high 
traffic toll in the United States 
loomed closer as the National 
Safety Council announced that 
May recorded the most traffic 
deaths for that month in history. 

The May toll was 3,170 — up 
4 percent from May of last year. 
The previous high for the month 
was 3,100 in 1952. 

The total of traffic deaths for the 
first five months of the year rose 
to 14,720 — higher than for five 
months last year by 9 percent 
and also a new high for the period. 

The council said May was the 
15th consecutive months to show 
an increase over the corresponding 
month of the previous year. May 
also was the fourth of the five 
months of this year to set a new 
record or equal an old one. 

The soaring traffic death toll 
cannot be attributed solely to in- 
creasing travel, the council said, 
because deaths this year have gone 
up faster than mileage. Mileage 
information for the first four 
months, the latest available, shows 
a 6 percent travel increase, while 
the fatality increase for the same 
period was 10 percent. 

Thus, the four-month mileage 
death rate (deaths per 100 mil- 
lion miles) was 5.9—a gain of 
3 percent over the four-month 
rate last year. 

Of the 45 states reporting in 
May, 20 had decreases in deaths 
from last year, one reported no 
change, and 24 recorded increases. 

For the five-month period, 10 
states reported decreases, two had 
no change and 33 had more deaths. 
The 10 states with fewer deaths 
for five months were: Rhode 
Island, Minnesota, Kentucky, 
Nevada, Connecticut, Tennessee, 
Maryland, Nebraska, Illinois and 
Texas, 

While the nation as a whole 
showed a 4 percent increase in 
deaths during May, the situation 
was better on urban streets where 
reports from 575 cities showed a 


Business Barometer 


Auto Production — 80,151 cars, 
trucks in week vs. 155,653 year ago. 
Business Failures — 249 in week 
vs. 231 year before. 
Store Sales — Up 
6 percent from year before. 
Output 11,748 
million kilowatt hours, up 12.2 per- 
cent from year before. 4 
Leadings — 799,461 cars 
in week, an increase of 5,034 cars 
from year before. 
Gasoline Stocks — 180,725,000 
barrels, a decline of 762,000 barrels 


Registrations — 2,- 
548, 710 in 1956 to date vs. 2,840,- 


532 year ago. 
New-Truck Registrations—376,- 


566 in 1956 to date vs. 344,108 year 
ago. 

Used-Car Prices — $854 aver- 
age in July to date vs. $864 in June. 

Wholesale Prices — 113.8 per- 
cent on 1947-49 index vs. 114 percent 
week earlier. 

é: Qe 


Common Stocks 
July June 
3 27 
Am. Motors. 6% 
Chrysler 64% 
Ford 56% 
GM 45% 
S-P 7% 


Average 36.02 





decrease of 1 percent. For the 


five-month period these same cities 
had an increase of 6 percent in 
deaths, compared with the nation 
wide increase of 9 percent. 

Of the 575 cities reporting in 
May, 107 had decreases, 369 
showed no change, and 99 re- 
ported increases. For the five- 
month period, there were 185 
dec! 196 with no change, 
and 194 with increases in deaths, 
In May, 429 cities of the 5% 
reporting had perfect records. The 
three largest were Providence, 
(248,700); Wichita (215,400) and 
Des Moines (178,000). For five 
months, 218 cities still had perfect 
records, the three largest bes | 
Reading, Pa. (109,300); Uti 
Y. (101,500), and Madison, 
(96,100). 

The three leading cities in each 
population group at the end of 
five months, ranked according to 
the number of deaths per 10,00 

(Continued on Page 6, Col. 5) 

+ 
Uniform Code 
Target of Study 
Set by Governors 

WASHINGTON. — A study of 
ways and means to obtain uniform 
motor vehicle laws and their em 
forcement, along with development 
of state and community-wide pro 
grams for safety education, will be 
launched shortly by the Governor's 
Conference. 

A special committee will be ap- 
pointed by Gov. Thomas B. Stanley 
of Virginia, new conference chait- 
man. It is believed there is a gow 
possibility that Gov. Abraham 
Ribicoff of Connecticut will & 
selected to head the committee. 

The National Highway Users 
Conference has offered its services 
and cooperation to the 
Committee on Uniform Laws. 

The NHUC said the governors 
action in urging uniform motor 
vehicle laws is in line with it 
own long campaign to achieve that 
goal in the states. The NHUC, in 
cooperation with the Americal 
Assn. of Motor Vehicle Adminis 
trators, has distributed 
laws workbooks, with which — 
can compare their existing 
with the uniform code. The books 
have been used in all the states 
and in many cases have 
the adoption of uniform laws 
NHUC said. 





Sorenson Opens 
MILLTOWN, Wis.—Sorenson Mo- 
tors, Inc., a used-car and 
operation, has opened here. © 
are Curtis C. Sorenson, 
Foldie M. Sorenson, Le sll 
and Neal Reynolds, secretary-treas 
urer. : 
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Dealers tell me 


By John 0. Munn 




































: SE are crucial days for auto- 
3 mobile dealers. In fact, they are 
historic days. We are on the verge 
of having national legislation passed 
that will be beneficial to the public 
as well as dealers and manufac- 
turers. 

I am referring, of course, to the 
O™Mahoney bill which has passed 
the Senate with a 75 to 1 vote. 
Hearings on this measure have 
been conducted by the House 
Judiciary Committee. 

I hope no dealer will be confused 
when the call comes after these 
hearings from NADA or any state 
or local-association and that he will 
instantly and unreservedly wire his 
congressman to support it. 

Now don’t get confused. After the 
Congressional hearings last fall, 
when the inequities of this trade 
were revealed to the world, no 
fewer than 30 Congressmen pre- 
sented bills intended to be helpful 
to dealers. 

These legislators should have 
our thanks and good will for their 
efforts. Many of these bills will 
die in the committee, so we need 
give them no consideration. All 

. attempted to overcome some of 
our difficulties rather than strike 
directly at the cause. Some of 
them required government. regu- 
lation or control. 


Avoid Confusion 
O'Mahoney bill or, as it is 
known in the House, the Celler 
bill, the official title being HR-11360, 
I am particularly anxious to iden- 
tify to avoid confusion. 
This, and only this bill, is under 
discussion now. This is the bill 
you should refer to when you 


long, most of the words being nec- 


terms of the bill. 
The bill itself (Section 2) simply 



























or manufacturer can bring a suit in 


States to recover damages sus- 
tained by reason of the failure of 
either party to act in good faith in 
complying with the terms of the 
franchise or in terminating or not 
renewing franchises. 


This simply restores to the auto- 
mobile dealer a day in court if he 
feels that such termination un- 
fairly jeopardizes his equity. He 
waived this right when he signed 
his contract heretofore. This bill 
does not bring government control 
or regulation. In fact, no Federal 
commission or bureau will be es- 
tablishedr No changes or interfer- 
ence has been invoked with our free 
enterprise system. 

It simply eliminates from our 
trade forever—force and coercion 
—the threat “you do it or else.” 
I don’t see how anyone, including 
the manufacturers, can possibly 

object to this bill. All the dealers 
are asking for is a day in court 
that is automatically granted to 
everyone else by our Constitu- 
tion. 

This is the time in all the history 
of this trade to center on one bill— 
the O’Mahoney Bill, S-3879, already 
passed, and its companion bill, the 
Celler Bill, HR-11360, which is ex- 
pected to be brought on the floor of 
the House and be voted on before 
adjournment now scheduled for 
next Monday. So don’t get confused 
or confuse your Congressman by 
referring to the wrong bill. 

You will doubtless hear or al- 
ready have heard a lot of criticism 
for dealer bills introduced in Con- 
gress. Much of this criticism is 
valid. The Justice Department and 
the Federal Trade Commission, as 
well as the National Independent 
Automobile Dealers Assn., a farm 
organization and most of the auto- 
mobile manufacturers have testified 
against them. Remember this testi- 
mony is on other bills that can be 
discussed later on. 

> - 


Concentrate on One 


HE bill before us now is the one 
up for vote in the House that I 
have been so careful to identify. 
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gressman so he won't be confused 
with the many other bills that 
have been discussed. 


This bill is less-than 500 words 


Canadian Dealers 
Urged to Employ 


Sounder Policies 


ST. ANDREWS, New Brunswick. 
—A return to sounder and more 
honest business practices was urged 
at the Atlantic Provinces Automo- 
bile Dealers Convention here. 
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easy credit policy, Cooke said deal-| 0 ous = sen deal tt > te has | telecast, according to the bureau. stallment financing must be in- 
1. ap ets should not sell cars on low will find the ing Some bad examples cited included | cluded within the 10 percent of 
tanley downpayments because it was not We. = is oman t a two post card gimmicks. One car-| permissible interest. Several large 
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nots’ can afford to go all out to do a written above, permission has oe 
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cava Index in the future to cash in on his trading.” volume was off 
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Be ready for the call and then 
phone, wire or write your Congress- 
man. Dealers tell me they feel it an 
insult to their intelligence when 
someone, in self interest, urges them 
to do otherwise. 


FPR wee 


See eee meee ew eee 
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essary to set forth definitions of the 


provides that an automobile dealer 
‘the District Courts of the United 
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Public Relations Tools .. . 


. WASHINGTON. — The NADA 
has issued “New Good Will 
Builders, a kit of public relations 
tools” designed for dealers, 


These are sample ads prepared 
by the NADA public relations 
committee. In a letter to local- 
dealer associations, Walter M. 
Kiplinger, NADA director of 
promotions, said mats are avail- 
able for the ads listed. 

He added that they are adapta- 
ble for use on radio and television. 
Kiplinger said NADA believed that 
the ads will “prove to be tremend- 
ous goodwill builders for dealers.” 

One ad, entitled “The Shape of 
Integrity” stresses the NADA Code 
of Ethics, an “outline of the 
Dealer Turns Horseman— responsibility for high ethical 
head: of Gene Teague | Standards and integrity assumed 
exhibits his by members (of NADA).” 
In this advertisement, the code 



















































Gene Teague, 
Chevrolet, Stayton, Ore., 
champion parade horse at an Oregon | ; 
horse show. Teague’'s riding costume in- | is displayed and readers are re- 
cludes a western-style shirt featuring em- | minded that ‘where you see this 
broidered Chevrolet emblems. | code signed and displayed, you find 
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Unauthorized Charges Cited... 


‘Usury’ Suit Wins Car 


By Inez H. McDuff 
Staff Correspondent 

LITTLE ROCK, Ark.—An Evans- 
ville (Ind.) resident has received 
clear title to a 1954 car in Pulaski 
Chancery Court due to Chancellor 
Guy E. Williams voiding a condi- 
tional sales contract as usurious. 

George A. Schuster, a former 

Little Rock resident, had sued 

Universal CIT Credit Corp. for 
annulment of a sales contract for 
a 1954 Ford which he had pur- 
chased from Union Motor Co., 

North Little Rock. 

The suit charged that Schuster 
was required to finance the unpaid 
balance through Universal CIT, and 
that he also was required to take 
out a life insurance policy for 
$121.65, an accident insurance policy 
for $2.50 and to pay $237.50 for in- 


Chicago’s BBB 
Checks 89,550 
Ads in a Year 


CHICAGO. — The Chicago Better 
Business Bureau has reported that 
approximately 89,550 auto advertise- 










surance on the car, written through 
Service Fire Insurance Co. of New 
York. 

Purchase price of the car was 
$2,194.07, and there was a trade-in 
allowance of $400. With finance 
charges for 30 months, the total 
amount of the note which Schuster 
executed to Union Motor Co., which 
then transferred the note to Uni- 
versal Credit, was $2,433. 

Chancellor Williams ruled that 
both Universal CIT and Service 
Fire Insurance Co. are subsidiaries 
“of the same corporation and 
should be considered as a single en- 
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(The Arkansas Insurance Depart- 
ment several months ago ordered 
Service Fire Insurance Co. to re- 
fund a part of the premiums paid 
by 60 percent of its 25,000 policy- 
holders in Arkansas because risks 
had been misclassified.) 
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Of Texas County Dealers another, he’s playing politics. . . . 


TEXAS CITY, Tex. L. B. 
Welsh (Chevrolet) has been elected 
to head the Galveston County Au- 
tomobile Dealers Assn. for the 
coming year. 

Other officers are C. W. Kennard 
(Oldsmobile), vice-president, and 
Mack Wright (Ford), secretary- 
treasurer. All the officers are 
Texas City dealers, 








pussyfooting. . 
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Used-car volume continues to show an increase 


being urged to back new,Sunday closing: ordinance 


(Il.) law which was upheld by state supreme 
court... . Report is that Lincoln and Continental 


The Trials of An Association Manager. (from 
the Savings Bank Life Insurance News): “If he 
talks on a subject, he’s trying to run things. .. . 
If he’s silent, he’s dumb or has lost interest... . 
If he’s usually at the office, why doesn’t he get 

ignorant 


. If he appears more cordial to one member than 


“If he tries to explain both pros and cons of something, he is 
. . If he’s well-dressed, he thinks he’s a big shot... . 
If he isn’t, he isn’t a proper representative of our important in- 
ustry. ... If he takes a vacation, he’s been on one all year... . If 
he is on the job a short time, he is inexperienced. . . . If he has been 
there a long time, we need new ideas and it’s time for a c 
Applications invited.” I suppose the same thing applies to editors, 


NADA Offers Dealers 
Ad Series in Mat Form 


the highest standards of business 
behavior, courtesy, and community 
service.” 


Another ad uses the NADA seal 
as a keynote and ads in the series 
point out the “difference in used 
cars,” the. superior service availa- 
ble in a franchised dealership, the 
pride of auto ownership, the com- 
plexity of a modern auto and its 
need for quality parts, the part 
new-car dealerships play in the 
community and the care of autos 
given by new-car dealer specialists. 

One of the advertisements tells 
the pitfalls of extended terms. 
“The thrifty buyer pays at least 


months,” the ad stressed. 
Why? Three reasons were listed: 
1. Your total costs will be lower. 
2. You will build trade-in value 
in your car. 


3. In personal emergency, you 
will be in a good position to bor- 
row additional money on your car. 

4. You will establish a superior 
credit rating. 


A cartoon showed the “long haul 
over the hump” in buying a $2,200 
ear for 25 percent down on 36- 
month terms. 


After six payments, the cartoon 
showed that the buyer owed $475 


buyer was at the 
hump” or even. 
Then in the descent 


“we can give you as 
as anyone else, but the 
downpayment the longer you pay 
and the more you pay.” 

The last ad was called a “mes- 
sage in the public interest.” The 
public was told that new-car 
dealers were “here to advise on how 
to be wise in choosing the right car 
and the right payments.” 


3 Minn. Dealers to Get 


City Council licenses committee has 
recommended renewal of the used- 
ear licenses with a “warning” for 
River-Lake Motors (Chrysler-Plym- 
outh), Pentel Pontiac and Dupont 
Motors, a used-car lot. 

Police license inspectors said they 
have received “full cooperation”” 
from the operators of Pentel and 
River-Lake. 


Morton Elected 


DETROIT. — J. Wesley Morton, 
president of Morton Motor Co., Inc. 
(Hudson), New Bern, N. C., has 
been elected NADA director for 
North Carolina. 



























Ford: dealers, but service 


in June . . . Chicago dealers are 


it’s patterned. after Evanston 


merged into one division, as it 


or bull- 


‘ too. 
—Perte Wemuorr, Editor, 
Automotive News 
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4 
Aimed At Better Communications .. . 


Dealer Board Policies 







GM, Ford Only Makers 
To Up Output Shares 


(Continued from Page 1) 













































































































Spelled Out by Ford 


DEARBORN. — Ford Motor Co. 
has issued a brochure on the au- 
thority, responsibilities, policies and 
procedures of its Dealer Policy 
Board. 

The background of the estab- 
lishment of the board, on au- 
thority, of the executive commit- 
tee, was given. The was 
defined as: “To establish better 
communications and iniproved re- 
lations between dealers and com- 
pany.” 

Members are Benson Ford, chair- 
man; Walker A. Williams, vice- 
chairman; Arthur S, Hatch, mem- 
ber, and Thomas J. O'Neil, associ- 
ate. Duane D. Freese is executive 
secretary. 

Responsibilities were outlined as: 
“To familiarize itself with problems 
of dealers in so far as they are re- 
lated to company policies and re- 

lationships and endeavor to solve 
or bring about the solution of these 
problems. 

“The board will consider any 
idea, suggestion, complaint or ques- 
tion that may be presented by 
any dealer and will from time to 
time solicit the opinions of dealers 
relating to subjects or problems of | 
current importance.” 


“Although formed to function 
primarily in the field of living re- 
lationships between the company 
and its dealers,” the brochure 
added, “the Dealer Policy Board 
will review also any termination 
of that relationship that may be- 
come necessary.” 

Under “Policies and Procedures” 
it was explained that no sales 
agreement shall be terminated by 
the company “except upon prior ap- 
proval of the Dealer Policy Board.” 

The board, the brochure said, will 
give consideration to a termination 
by the company “only if such ter- 
mination shall have been recom- 
mended by the general manager of 
the car division concerned.” 

After receipt of such a recom- 
mendation, the board, according to 
the brochure, will notify the dealer 
concerned and inform him that he 








Michigan Officials 
Study Testimony 
In Story Case 


LANSING.—A hearing was com- 
pleted last week on charges that 
Story Oldsmobile of Lansing sold 
new Cadillacs without having a 
Cadillac franchise. 


Lee C. Richardson, director of 
driver and vehicle services, said, “it 
will take us several weeks to go 
over the record and prepare a rec- 
ommendation to the secretary of 
state.” 

Meanwhile, James M. Hare, sec- 
retary of state, was said to be 
weighing a dismissal of the charge 
against Story on the ground that 
the section of the state vehicle 
code under which the case was tried 
is unconstitutional. 

Karl A. Story, president of the 
dealership, and Frank Crippen, 
sales manager of the firm, testified 
that eight Cadillacs were purchased 
from Ryder Car Rental System in 
Miami and were considered used 
cars. 

Under the Michigan vehicle code, 
@ new-car dealer may not sell -new 
cars of any make except those he is 
licensed to sell. Penalty for viola- 
tion may be suspension or revoca- 
tion of license. Story’s attorney is 
contending that the law is uncon- 
stitutional. . 

Walter Linsell, in charge of car 
distribution at the Cadillac plant, 
testified that the eight Cadillacs 
were delivered to Story on the au- 
thorization of Ryder Car Rental 
System. 


Howe Names Three 


RUTLAND, Vt.—Howe Scale Co. 
has announced the appointments of 
A. R. Haskins as branch manager 
in Chicago, Robert N. Elliott as 
branch manager in Cleveland and 
Russell A. Anderson as branch 
manager in Minneapolis. 


may appeal in writing within 15 
days. 

“In the event that the dealer shall 
request a conference with respect to 
such recommendation, the chairman 
of the Dealer Policy Board will es- 
tablish the time and place of the 
conference and so advise the dealer 
in writing,” the brochure explained. 

A dealer will be allowed to bring 

&@ partner, a principal stockholder 
or other business to the 
conference and they may be ac- 
companied by an attorney. Car 
division or company representa- 
tives also may be “invited” by the 
board. 


The brochure said that the board 
shall decide the dealer’s fate “as 
soon as practicable after the con- 
ference.” 


said their stocks were good for 
30 days or less. 


A month earlier, stock reports 
ranged from 10 to 90 days’ supply, 
but far more dealers — 73.7 per- 
cent of those reporting — said they 
could sell out everything in 30 
days or less. 

A year ago on July 1, some 73.3 
percent of the dealers reporting 
put their used-car supply at or 
below the 30-day level.’ The range 
was six to 57 days. 

Dealers generally are not con- 
cerned over the slowup in used- 
car sales; rather they are pleased 
that the market stayed strong as 
long as it did. They expect a 
leveling-off in retail used-car sales 
from now until tradeins start roll- 
ing in on ST- model transactions. 


OLESALE auction operators 

from scattered locations have 
begun to report softening markets. 
Other operators say that prices 
have begun to drop slightly on 
clean autos, with cutbacks being 
particularly sharp on late models 
and luxury cars. 

One auction operator last week 
said, “The ‘55s (are) difficult to 
sell at prices asked and dealers 
have more invested in them than 
can be realized at wholesale. 

“Cadillacs are in the same cate- 
gory.” 

On Automotive News’ index of 
average wholesale auction prices 
‘a the overall average 


last week, 
dropped $10 to $854. It was the 
first setback in seven weeks’ 
time. 


Only the three oldest models 
listed on the index escaped re- 
trenchment. The price of 50s went 
up $13 to $266; '49s gained $6 to 
$188, and ’5is advanced $3 to $347. 

Setbacks on price were as fol- 
lows: ’56s, down $5 to $2,178; '53s, 


down $5 to $739; '52s, down $7 to 





Here's Sales Score 
For May 


New-car registrations, all 
states: 
1956 Pos. Make 1955 Pos. 
1—147,942 Chev. 149,948 1 
2—123,114 Ford 137,192— 2 
3— 50,770 Buick 711,250— 3 
4— 46,341 Plym. 62,653— 4 
5— 42,069 Olds. 53,637— 5 
6— 33,012 Pontiac 48,748— 6 
I— 26,117 Merc. 34,350— 7 
8— 20,355 Dodge 26,498— 8 
9— 13,539 Cadillac 12,922—10 
10— 10,456 Chrysler 13,677— 9 
1l— 9,712 DeSoto 11,195—11 
12— 17,970. Nash 10,085—12 
18— 17,382 Stude. 9,596—13 
14— 4,144 Lincoln 3,042—16 
15— 3,684 Hudson 4,786—15 
16— 3,368 Packard 5,583—14 
17— 165 Imperial 1,197—17 
18— 182 Cont’ 
8,147 Misc. 4,995 
Total All. Makes 
560,014 304 








Used-Car Sales Slip 


First Easing in Market Finds Stocks Up 
To Nearly 40-Day Supply 


(Continued from Page 1) 


age points at Chrysler Corp., the 
Big Three had 96.25 percent of 
total industry output during the 
first half on 3,072,119 assemblies. 
That is a 1.57 percentage-point 
improvement over the first half 
of 1955, when GM, Ford and 
Chrysler produced 4,030,469 cars. 
Their production share last year 
was 94.68 percent. 

American Motors Corp. and 
Studebaker-Packard Corp. turned 
out 119,587 cars during the first 
half of this year for 3.75 percent 





ee 


Golf Champ— 


of total industry output. During 
Raymond P. Scott (Oldsmobile), presi-|the same period of '55, those two 
dent, Philadelphia Automobile Trade | makers, plus Kaiser, turned out 


226,681 cars for 5.32 percent of total 


Assn., and George Gardner (Dodge) pre- 
industry assemblies. 
* + 


sent the William B. Herbert Golf Trophy 
to Bob Rosenfeld (Ford). Rosenfeld won 
the 42-year-old cup by shooting 42-38 in 
the annual PATA President's Cup Golf 
Tournament. 


* 


M, WITH a production of 1,729,- 

362 and 54.18 percent of total 
industry output during the first 
half, showed -.the biggest gain, 
while Chrysler Corp., which made 
the biggest advancement of any 
manufacturer in '55, declined the 
most in the first six months of this 
year. GM’s share this year com- 
pared with 49.02 percent on 2,086,- 
917 cars last year. 

Chrysler Corp.’s four divisions 
turned out 793,026 cars and 18.63 








$497; '54s, down $26 to $1,091, and 
‘55s, down $60 to $1,529. 

The loss on '55s was extensive 
enough to establish a new low for 
that model. 


slipped to 473,909 cars and 14.35 
percent of total industry assem- 
blies this year. 

Plymouth showed the biggest 
decline as it lost 2.29 percentage 
|points from its '55 standing. The 
division turned out 243,541 cars for 
7.63 percent of total output this 
year, as against 422,190 units and 
9.92 percent last year. 

- * * 


” 


Auto Air Conditioners 
‘Hot’ Item in Tulsa 

TULSA, Okla. — An upsurge in 
sales of auto air conditioners has 
been reported. by Tulsa dealers. 
Sales are up considerably from last 
summer, while the sale of units 
with new cars is reported at an all- 
time high. Units for earlier models 
also are in demand. 

DeSoto-Plymouth Hudson and 
Nash dealers report a demand of 
better than 50 percent for air con- 
ditioning units with new cars. One 
in 10 is the ratio reported by Buick 
and Studebaker, one in 15 by Dodge. 

Ford dealers find the demand in- 
creases with the price of the car. 
Only one in 25 wants a cooling unit 
with a new Ford, one in five with a 
Mercury and about nine out of 10 
with a Lincoln. The situation is 
about the same with Cadillac and 
Oldsmobile. Most being sold in this 
area run from $300 to $600 installed. 


Atlanta Dealers 
Adopt NADA-BBB | 
Advertising Code 


ATLANTA. — The “Standard of 
Advertising Principles” drawn up 
by NADA and the Assn. of Better 
Business Bureaus was adopted 
unanimously at a meeting of the 
Atlanta Automobile Assn. 

The standards condemn certain 
advertising phrases and practices 
as false, misleading, in bad taste or 
unethical in content or intent, 


Association president Joe West- 
brook (Dodge-Plymouth) told the 
group that adherence to the prin- 
ciples will help dealers “regain and 
retain the respect and goodwill of 
the public.” 

He read a letter from R. C,. Som- 
erville, Chrysler Corp. executive 
director of markets, which stressed 
the corporation’s determination to 
work closely with dealers in main- 
taining high standards of advertis- 
ing, merchandising and selling. 

Arnold Mitchell (Oldsmobile) dis- 
cussed the General Motors quality 
dealer program and said he believes 
“implicitly that the factories mean 
business” in their efforts to stamp 
out bootlegging, false advertising 
and other unethical practices. 

Milton Daniel (Ford) declared 
that Ford Motor Co. and most Ford 
dealers have discovered the public 
is returning to the retailer who has 
a reputation for fair dealing. He 
said the adoption of the ad code 
“should point the way toward im- 
proved business practices for all 
dealers in the Southeast.” 


* * 





ODGE built 108,545 cars for 

3.40 percent of total industry 
output this year, as compared with 
179,188 cars and 4.20 percent last 
year; DeSoto dropped from 79,895 
and 1.88 percent last year to 57,070 
and 1.79 percent this year, and 
Chrysler division declined from 
111,753 and 2.63 percent last year 
to 64,753 and 2.03 percent this year. 
Percentage-point losses were 0.60 
for Chrysler; 0.09 for DeSoto, and 
0.80 for Dodge. 

GM’s biggest improvement was 
made by Chevrolet, which turned 
out 878,892 cars during the first 
half of this year for 27.54 percent 
of total industry output. During 

the same period of 1955, the divi- 


Buick turned out 322,271 cars and 
|10.10 percent of total production 
|this year, compared with 425,057 
| and 9.98 percent last year; Oldsmo- 
bile captured 7.90 percent on 252,- 
241 cars this year, as against 7.71 
percent and 328,413 units last year, 
and Cadillac built 84,376 cars for 
2.64 percent this year, compared 
with 82,201 units and 1.93 percent 
last year. Cadillac’s first-half. out- 
put also marked a new high for 
that division, breaking the former 
high established during the first 
half of last year. 

Pontiac was the only GM divi- 
sion to show a decline this year. 
It produced 191,582 cars for 6 per- 
cent of total industry output dur- 
ing the first half of this year, com- 





last year. 


5.16 points. 


ORD 
Mercury division 


* * 


MOTOR, with only 


year. 


dustry assemblies. 
Ford division produced 701,501 


Auction Holiday 


Because of ‘Independence Day, 
no Aptco Auto Auction was held 
in Detroit Wednesday. Publica- 
tion will resume in next week’s 
edition of Automotive News. 


percent of total industry output | 
during the first half of '55, but | 


cars for 21.98 percent of total 
output and jumped 0.96 percent. 
age points over '55, when it as- 
sembled 894,947 cars but cap. 
tured only 21.02 percent of total 

industry production. 

Lincoln climbed 0.35 percent 
points with a production of 27,437 
cars and 0.86 percent of total in- 
dustry output this year, compared 
with 21,676 cars and 0.51 percent 
last year. Continential, which built 
only three cars during. the first 
half of 55, jumped 0.02 Percentage 
points over a year ago. It turned 
out 1,029 cars during the first half 
of this year. 

+ * + 
pesecurr assembled 138,881 
cars for 4.35 percent of total 
industry assemblies this year, ag 
compared with 233,900 cars and 5,49 
percent last year. Its loss was 1,14 
percentage points. 

AMC won the production race 
between the two smaller makers 
with a production of 60,361 cars 
during the first half and 1.39 
percent of total industry output. 
S-P turned out 59,226 cars for 
1.86 percent of total industry 
output. AMC lost 0.58 percentage 
points from ’55, and S-P, 0.36. 

Nash assembled 42,574 cars for 
1.33 percent of total industry out- 
put this year, compared with 71,- 
182 cars and 1.67 percent last year, | 
Hudson turned out 17,787 cars for 
0.56 percent of total output this 
year, compared with 34,023 cars 
and 0.80 last year. 


Studebaker assembled 46,351 cars 
for 1.46 percent of total industry 
assemblies this year, compared 
with 72,357 cars and 1.70 percent 
last year. Packard dropped from 
43,320 cars and 1.02 percent of total 
output last year to 12,875 cars 
and 0.40 percent this year.—(Mas- 
Tm™N L. WuHiTmM YER.) 





pared with 312,310 cars and 7.34 
percent of total industry output 
Pontiac showed a 1.34 
percentage-point loss, while Buick 
was up 0.12 points; Cadillac rose 
0.71 points; Oldsmobile jumped 
0.19 points, and Chevrolet climbed 


its 
showing 
a percentage-point decline from 
55, turned out 868,848 cars and 
27.22 percent of total industry out- 
put during the first half of this 
During the same period of 
1955, the company built 1,150,526 
cars for 27.03 percent of total in- 








Barr Becomes 
Chief Engineer 
‘Of Chevrolet 


DETROIT. Appointment of 
Harry F. Barr as chief engineer 
of Chevrolet was announced last 
week by E. N. 
Cole, newly ap- 
pointed general 
manager. 

The Barr ap- 
pointment heads 
a list of promo- 
tions in the Chev- 
rolet engineering 
department, fol- 
lowing the eleva- 
tion of Cole from 
chief engineer to 
general manager. 

Barr and Cole both were with 
Cadillac before they joined Chevro- 
let in 1952. They directed the 
development of the short-stroke 
V-8 engine introduced by Cadillac 
in 1949. At Chevrolet, working 
under Cole, Barr led the develop- 
ment of the V-8 engine introduced 
by Chevrolet two years ago. 

After graduation from the Uni- 
versity of Detroit in 1929, Barr 
joined Cadillac as a laboratory 
technician. 

Other promotions announced by 
Cole were: 

E. J. Premo as executive assist- 
ant chief engineer to succeed P. 
A. Collins, who has reached the 
retirement age of 65, Premo joined 
Chevrolet in 1935 as a detailer. 

R. F. Sanders to succeed Barr as 
assistant chief engineer in charge 
of car chassis design, el 
from staff engineer. He entered 
the auto industry after graduation 
from Michigan State in 1929. He 
came with Chevrolet in 1934. 

H. H. Schroeder as assistant 
chief engineer in charge of car 
and truck body design. Schroeder 
joined Chevrolet in 1939 as @ de- 
signer. 

M. S. Rosenberger, chief experi- 
mental engineer, to become 
ant chief engineer in charge of e* 
perimental -test operations. gra 
berger started with Cadillac 
1927 and was named chief a 
mental engineer at Chevrolet 


1953. 
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Pontiac Sets World 
24 Hour Endurance Record ! 


AVERAGES 118.37 MILES 


Says famed driver, Ab Jenkins: “‘I was confident from the beginning we'd 
break all stock-car records. Pontiac is the easiest-handling and the 
safest car I have ever driven!” 


A 1956 Pontiac traveled 24 hours at the amazing average 
speed of 118.375 miles per hour to break every known exist- 
ing stock-car record for speed, endurance and safety! 


Pontiac—with its blazing “go”’ of Strato-Streak power— 


was driven day and night under NASCAR supervision by . 


Ab Jenkins, 73-year-old world-famed race driver and safety 
expert, at the Bonneville Salt Flats, Utah, June 26. On its 
first try, this single-entry Pontiac covered 2,841 miles in the 
24-hour period, topping all previous official speed and 
endurance stock-car marks! Here’s undeniable proof of 





PER HOUR FOR 2,841 MILES 


First 100 miles was run at an average spéed of 126.02 M.P.H. During 
the day, temperatures on the blistering flats rose to 130°, yet Pontiac 


used only one quart of oil in the entire run. 


safety and dependability far beyond the demands of 
today’s drivers! 

And for even further proof that Pontiac’s Strato-Streak 
V-8 is America’s most modern and efficient power plant, 
remember this—Pontiac delivered more miles per gallon 
than any other “eight’’ in any class in the 1956 Mobilgas 
Economy Run! 


Ab Jenkins, safety consultant to Pontiac Motor, 
is available for law enforcement safety programs. 


ONLY PONTIAC HOLDS BOTH PERFORMANCE 
AND ECONOMY RECORDS! 





PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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‘Shop’ Managers Advised .. . 





Dealers Get Economy Pointers 


By Maynard M. Gordon 
News Editor 

ANSING. — Incompetent man- 

agers and useless expenses made 

the profit records of new-car dealers 
much worse than they should have 
been in the first half of this year. 

That was the concensus of six 
dealer participants in a business 
management panel at the 35th an- 
nual convention of the Michigan 
Automobile Dealers Assn. 

The used-car, parts and bump- 
and-paint departments all are 
areas where inefficient super- 
visors cost dealers money, 
speakers agreed. 

A local Ford dealer, Bill Burgess, 
suggested that advertising funds 
are wasted on sponsorship of non- 
employe baseball teams, sporadic 
radio spots and highway signboards 
in poor locations. 

* + * 
Anta Lansing dealer, Bud 
Kouts (Chevrolet), said opera- 








tion of the used-car lot is the differ- 
ence between making money and 
breaking even. 

He warned against retention of 
cars over a 60-day period and 
scolded dealers who water their 
used-car records. 

Have your salesmen keep wash- 
out sheets on every deal and go 
through their washouts daily,” he 
said. “Keep the lot clean, give 
written appraisals and cut down 
on your used-car advertising—no 
one can find it in today’s display 
ad sections, anyway. 


“If the tradein is worth recondi- | 
tioning, do it right. If it’s a dog, it’s} 


a dog and get rid of it.” 


Laverne Marshall (Nash), Flint, | 


reported the following reasons for 


one of the highest replacement) 


parts sales showings in the U. S.: 
1. A realistic quota sales system, 
with a daily record of volume. 
2. Customer followup after the 
warranty period; giving used-car 





purchasers a free lube and a tour 
of the service facilities. 

3. A “sharp” bump shop manager, 
who gives free estimates and fol- 
lows up by calling estimate recipi- 
ents a week or 10 days after their 
visits. 


* * * 


k= BROWN (Dodge-plymouth), 
Detroit, declared that the parts 
department requires the best man 
available, because this is the phase 
of the business which suffers the 
most. 


“In 80 percent of the Chrysler 
Corp. dealer liquidations the past 
year,” Brown said, “their parts in- 
ventories carried too much non- 
moving merchandise. The difference 
between an average parts man and 
the best available is well worth it.” 

Brown recommended an annual 
parts inventory, disposal of all 
parts over three model years old, 
use of regular inventory cards, or- 


dering in $100 quantities and a 90- | 








day turnover on parts for the cur- 
rent model. 

“If you have to pay an annual or 
semi-annual bonus to get or keep a 
good parts man, you'll be doing 
yourself a lot of good,” the De- 
troiter said. “Most dealers are not 
detail-minded enough to run a parts 
department efficiently without a 
topnotch parts man.” 


* * * 


URGESS told how he transferred 

a monthly expenditure of $600 

for service advertising into employ- 

ment of two additional: men—one 

for cleanup and jockeying cars and 
the other for followup. 

“Giving the customers better serv- 
ice helped boost our service sales 
from $33,000 a month to $40,000 in 15 
months,” he said. 

Similarly, Burgess reaped in- 
creased used-car sales by cur- 
tailing advertising and instituting 
cash bonuses for salesmen. 

Burgess said he uses no give- 
aways and sponsors a softball team 
of employes as an employe relations 
booster. His main emphasis 
advertising-wise has been on insti- 
tutional — selling the name and 
product. 

A unique salesmen’s compensa- 


ARMSTRONG'S “OUNCE OF PREVENTION” 
TAKES ONLY 10-SECONDS 10 PROVE! 





Greatest Safety Demonstration in Tire History 





Provides You With Easier, Faster, Bigger Sales! 





BACKED BY THE MOST 
SENSATIONAL ADVERTISING CAMPAIGN 
IN ARMSTRONG HISTORY! 


Simply show your- 
@ customers that with 
any other tire braking 
tends to compress tread 
ribs into a dangerous, 
smooth, slippery surface 
... like the edges of your 
customer’s own fingers 
when he makes a fist! 
Ordinary tires lose their 
vital grip on the road — 
and skid! Your customer 
sees this in a moment! 





be 


When you place Arm- 
@ strong’s “Ounce of Pre- 


vention” Safety Discs between 
his fingers, he realizes that with 
Armstrong Tires no amount of 
pressure can close the gripping 
edges. For, no matter how hard 
he squeezes, his fingers can’t 
come together! And when you 
oint out the actual discs 
tween the ribs of your dis- 
play tire . . . mister, he’s sold 
on ARMSTRONG! 


Armstrong pre-sells your prospects with full pages in LIFE, 


POST, FARM MAGAZINES. Dramatic TV and Radio spots. 
Local newspapers and painted boards. A company financed 
budget program. So feature the tire that makes it easy for 
you to “up-grade” to a longer profit sale — ARMSTRONG! 


ARMSTRONG (/(4n Miracle TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 








ey 


tion plan which has boosted hig 
sales 21 percent over the first hai¢ 
of 1955—with “good profits’ —was 
described by Don Naylor (DeSoto. 
Plymouth), Ann Arbor. 


* * * 


AYLOR’S salesmen work under 

the following monthly plan: 
$140 base and $350 guarantee; $39 
for first four Plymouths; $35, four 
to six Plymouths; $50, six to eight 
Plymouths; $75, eight or more; $49 
first two DeSotos; $60, two to four 
DeSotos; $90, four or more; one to 
five used cars, 3 percent of differ. 
ence; five to eight used cars, 4 per. 
cent; eight or more, 6 percent. 

Naylor said that in the 16 months 
since the plan has been in effect, 
only one of his five salesmen had 
to be paid $7 to make his $350 guar. 
antee. 

Naylor furnishes his salesmen 
demonstrators in an attempt to 
hang onto better salesmen. How- 

ever, he forbids the men from 
making long trips in their demos, 

He requires that every new-car 
salesman work the used-car lot one 
day a week and cover a door-to. 
door route a half-day a week. 

A followup. idea which has pro- 
duced many repeat customers for 
Naylor provides that every new-car 
salesman must call on his prospects 
30 days or so after delivery. 

“You’d think the men would shy 
away from such calls,” Naylor said, 
“but our men have become en- 
thusiastic to make them, and now 
this has become the best builder of 
service customers and repeat sales 
of all our programs.” 

* * = 

WAattee insists that his sellers 

know the product from bumper 
to bumper. He fines late-comers to 
the morning sales meetings $1, the 
kitty invested every six weeks in 
an all-expenses-paid night out for 
the top current salesman. 

Naylor keeps house deals to one 
or two a month. His salesmen aver. 
age six new-car sales and five used- 
car sales apiece monthly. 

Ed Gage (Oldsmobile), Ferndale, 
urged dealers to take over direction 
of every department and conduct a 
day-to-day hunt for unnecessary 
frills and expenses. 

Gage suggested a hand-toe- 
mouth basis for parts and ac- 
cessories, paying cash for bills 
and requiring cash for all service 
jobs, employment of a trustworthy 
business management manager 
and confinement of business state- 
ments to dealership operations 
only. 

Moderator of the panel was Jim 
M . son (Dodge-Plymouth), Fern- 
dale. 


Highway Deaths 
Top 55 by 9%; 
May Record Set 


(Continued from Page 2) 


registered vehicles, were: 
Over 1,000,000 Population 
Detroit 


San Francisco 





Wichita 
Rochester, N.Y. ........-:.cseseeee 0.9 
Providence 1.0 





Pueblo, Colo. ................. 

Charleston, W. Va. .........:.-::-0 
25,000-50,000 

Battle Creek, Mich. ...........+-« 

Las Vegas, Nev. .........-- 

Billings, Mont, ...........::--::0-0- 
10,000-25, 














Hollywood, Fia. ........... a) 
Mt. Clemens, Mich scans 
Ashwell Retires 
GRESHAM, Ore. — Phil Ashwell, 
sales manager for Gordon _ 
(Dodge) has completed 40 years : 
the automobile business and h@ 


retired. 
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More advertisers 

place more linage in 
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THE INQUIRER 
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Advertising linage is the final measure 
of a newspaper's sales power 





Che Philadelphia Anguirer 


Constructively Serving Delaware Valley, U.S.A. 
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Exclusive Advertising Representatives: West Coast Representatives: 

NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 Andover 3-6270 : Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 


= BE 






































~ ence AUTOMOTIVE NEWS, JULY 9, 1956 


2,815,000 During Last Half... 
Lima (O.) Court Rules 


U.S. Prediets 6 Million Cars in °56 | "archive tow eset 
e aad r e te S l tO COLUMBUS, O.—The municipal 
court at Lima, O., has declared 
WASHINGTON.—A Department, port, with a 62 percent increase | current labor deadlock), the pros-| unconstitutional the Ohio law 
of Commerce survey of major in-| over 1955. pect .. . appears to be that steel| which requires a new-car dealer 
dustries estimates that 2,815,000! Truck-trailer production con-| output in the second half .. . is| to file with the State Bureau of 
automobiles will be produced in|tinues at a very high level, the expected to be at high levels, al- Motor Vehicles a copy of the sell- 
the last six months of 1956 with| department said, with indications | though below the record-breaking | ing franchise of the manufac- 
the major portion in the last|that 1956 could top previous years,|Tate of the first half (approxi-| turer. 
quarter. | A an total of 75,000 is esti- a 63 ST ae eck a = a) sone San <iaes © 
: mated. LUMINUM: ipments of mi used-car dealer, 
Dog <i nen seo = Other industries given in the| Products and ingot to consuming charges filed against him—to the 
fourth best in the industry’s | Survey included: industries were at record levels in effect that he had failed + bag. oo 
history. Street: If no serious checks in — half. Some ee a ieee Siler a uae eab--anden teak, tie 
The Commerce Department said output develop (reference to the cuatiat, tak shiguante. soue in-| court said the law violates the 








that dealer inventories are contin- | ‘ . ‘ . crease in the fourth quarter and| Ohio Constitution and the Four- 
uing to come down at the “tradi- | Ford Defeats GM result in a new record year, at| teenth Amendment to the U. S. 
tional rate” for this time of the; BAST PROVIDENCE, R. I. —/least 10 percent above 1955. Constitution. (The amendment 


eae ie At the 46th annual outing of the Copper: Copper consuming in- eS cee it uae 
It was reported that indications; Rhode Island Automobile Dealers| dustries are not expected to | “.0™ S0Fidge the rights of lw. © 

are that the 1956 inventory will be| Assn. at the Metacomet Golf Club| consume as much copper in the citizens). 

normal” for the 1957 introduc-|in East Providenée, the “Ford” second half? as tn the first. 

tions. Truck production will con-/ softball team defeated the “Gen- . S prove but will be less than fourth 

tinue strong in the last six months/| eral Motors” team, 12-0. A lunch-| Songly influenced by the auto | quarter, 1955. 


of the year with total output of| eon, sports program and dinner| ®"4 residential construction in- Macuine Too.s: Shipments of | 
1,150,000 predicted. |\were arranged by Julius L.| dustries, brass mills probably | cutting type machine tools in the 

The Commerce Department |Abrams, Frank Kohl, Ellis L.| will produce at a reduced rate in | second half of 1956 are estimated 
said that heavy duty trucks lead | Hawks, Charles Ford and Romeo! the third quarter. Fourth quar- | at $395 million, an increase of $18.6 
the way, both domestic and ex- | Asselin. ter brass mill business will im- | million: over the first half. Ship- 

















“There’s no slack season for me!” 











I don’t depend 
on automobile 
sales alone — 










































Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 















ACCEPTED LINE EASY FINANCING VAST MARKET 


Stewart Mobile Homes ...seen and Stewart Coaches are recognized by all Nearly two million Americans are residents 
bought everywhere... are accepted as well-known trailer financing firms. Re- of mobile homes. In 1955, approximately 


one of the very best manufactured to- quirements as to sturdiness, long life, high 96,000 coaches were sold at a retail 
day. A complete line of coaches, with resale value, and backing by a well sales figure of nearly $400,000,000. 
merchandising aids that back you up, will established financially responsible manu- Why. don't you share in this great market? 
assure you, as an exclusive Stewart dealer facturer, have been fully met. For qual- Be a franchised Stewart dealer and cash 
in your area, of real sales potential. ified dealers, we can arrange financing. in on plus profits month after month. 





For details, write, STEWART COACH INDUSTRIES, INC. 
oe Department AN e Bristol, Indiana 








Tm 














ia 


ments in the second half approxj. 
mated $327 million. It is estimateg 
that second half, 1956, new orders 
for such tools will approximate 
$480 million, as compared to an 
estimated $506 million in the fipgt 
half. New orders placed in the 
last half of 1955 were estimate 
at $557 million, 


Cuemicats: Although some dip 
may occur in the third quarter, 
strong volume sales pickup is ex. 
pected in the last quarter, 1956, 
July to December sales total jg 
estimated at $11.6 billion, about 
matching volume for first half 
1956, and last half, 1955. : 

Rubber: Lower production of 
passenger cars ... has reduced 
domestic rubber consumption 
below the 1955 record rate and 
for 1956 a 5 percent decline js 
likely from the 1,530,000 long 
tons consumed last year. At the 
end of April, manufacturers’ in. 
ventories of passenger car and 
truck tires were notably higher 
than last December’s level. 

GENERAL SERVICE Equipment: 
Sales of pumps, compressors and 
fans and blowers in the first half 
1956, were 10 to 15 percent above 
comparable 1955 sales and it jg 
expected that this trend will con. 
tinue for the remainder of the 
year. 


U.S. to Sue GM; 
Seeks GMC Split 
As ‘Bus Monopoly’ 


(Continued from Page 1) 

that GM be divested of its bus 
manufacturing division. 

The action alleged that this divi 
sion “over-whelmingly dominateg 
this field.” Industry estimates of 
GM’s share of this market range 
from 80 to 90 percent. 

= * + 


HE suit was recommended by 

Stanley N. Barnes, former head 
of the antitrust division in the 
Justice Department. He now is a 
judge of the U. S. Court of Appeals 
in California, his home state. 

Brownell said there was no 
political significance in the 
action against GM. 

Last March, Barnes suggested 
that GM could stop the trend 
toward economic concentration by 
giving up one or more of its au- 
tomobile divisions. For example, 
Barnes suggested that GM could 
set Oldsmobile up as an inde 
pendent company or divest itself 
of Frigidaire, or its truck or fi 
nancing divisions. 

Harlow H. Curtice, GM presi- 
dent, at that time called the sug- 
gestion “nonsense” and said then 
that GM has violated no antitrust 
laws. 

Last week, GM officials said the 
company would have no comment 
“at this time” on the U. S. suit. 





Mullery Heads 
Chicago *57 Show 

CHICAGO. — Don C. Mullery, 
vice-president, Chicago Automobile 
Trade Assn., has been named exect- 
tive committee chairman of the 
1957. Chicago Automobile Show te 
be held Jan. 5-13 in the Interna- 
tional Amphitheater. 

Mullery is head of Broadway- 
Ford, Inc., here. C. J. McCorkle, 
CATA president, has announced 
that Mullery’s committee will be 
composed of James F. McManus jr. . 
(Chevrolet); Jerry H. Cizek (Chrys 
ler-Plymouth); Walter A. Gerwig 
(Buick); Max S. Evans (Oldsmo- 
bile) and Walter Schroeder: (Stude- 
baker). Edward L. Cleary, CATA 
executive vice-president, will con- 
tinue as show manager. 


Anderson Folds 
Seattle Dealership 


SEATTLE.—M. O. Anderson, 1947- 
48 president 
NADA, ann 
plans last 

to liquidate his 
DeSoto- Pl 
dealership here. 


Anderson, who 





also holds a Pack 
ard  distributor- 
ship and @ 
baker deal 


said he was not 
M. O..Anderson in a to. 
discuss future plans. 
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AUTOMOTIVE WASHINGTON 
Legislators to Study 
Automotive Design 


By William Ullman 

Washington Correspondent 
en Roberts investigation of automotive safety begins in 
the House next week. Scope of the hearings will be 
practically limitless.. By the first of next year, the subcom- 
mittee must report to Congress on the safety factors in auto 
design as well as the human causes of highway accidents, 


such as alcoholism, youth and 
old age and fatigue. Law- 


makers also will study pro- 
motion of uniform traffic laws, 
law enforcement and highway en- 
gineering. 

As if this were not enough, the 
new Highway Act authorizes the 
Department of Commerce to spend 
$200,000 in making a duplicate 
study. This one will be conducted 
py the Bureau of Public Roads 
over the next two years. 

Rep. Kenneth Roberts, Alabama 
Democrat and chairman of the 
House safety sub- 
committee, an- 
nounced that he 
saw nothing 
wrong with dup- 
licate investiga- 
gations as long 
as the studies 
saved lives on 
the highways. 
Anway, he added, 
his own probe 
was the first to 
be ordered. 

The House group plans to go 
into auto design very thoroughly, 
and will get its technical infor- 
mation from Detroit specialists 
and members. of the Society of 
Automotive Engineers. But while 
law makers can study car design, 
they are not sure that the Con- 
stitution permits them to do any- 
thing about it. 

Roberts, a 43-year-old attorney, 
said the question of whether Con- 
gress can legislate auto design 
and specifications is one of the 
most important constitutional 
problems ever faced by legislators. 
The chairman’s personal opinion is 
that Congress does have the right 
to specify safety features on cars 
driven over interstate highways. 

* * * 

Bumper Question 
construction of car bumpers 
is one of the things that 
worries Roberts. He will seek 
expert testimony on whether 
bumpers and bumper supports are 
as strong as they should be, as 
well as whether the steel used in 
bumpers today is as tough as the 

pre-war variety. 

Public Roads is interested in 
answering the question: “Does 
speed kill?” 

Good cases have been made for 
both sides of this question, with 
the accident insurance com- 
panies producing statistics to 
Prove speed is dangerous and the 
auto makers handing out figures 
t prove it isn’t. 

Deputy Public Roads Commis- 
sioner Theodore Holmes doesn’t 

the answer right now, but 
he hopes his study will settle the 
controversy. 

By now, the auto industry must 
be getting used to congressional 

ations, and double-barreled 

Ones in particular. This year, De- 
troit witnesses have been hopping 
back and forth between the Mon- 
foney and Klein subcommittees, 
Unveiling their distribution policies. 

the rest of the year, sales 

Managers can relax, whle vice- 
President in charge of design and 
Production take over in the capital 


William Uliman 


There is = evidence that 
rs will enjoy congressmen 
Peeking into their affairs any more 
distribution chiefs liked 
” in factory-deagler rela- 
Certainly, any attempt by 
to legislate automotive 
. will arouse new bitterness 

Production circles, 

The possible exception could. be 
American Motors President George 
, who usually manages to 
¢ a commercial along with 
Congressional testimony. 
. he testify at the safety 
oe he is likely to continue 


tions, 


H 


“ 


his dissertation on the advantages 
of “monocoque” body design. 
os + a 


Short of Funds 


a the industry looks 
forward to the two investiga- 
tions, however, the Bureau of 
Public Roads probably will have 
to ask auto makers for the loan of 
technical personnel to help it com- 
plete its studies. 

Bureau officials are aware that 
$200,000 won’t go far in a study 





of this scope and that it will 


the relationships among wages, 


take additional help from fac- | prices and profits. 


tories, colleges and private re- 
search foundations to do the job 
right. 

For its study of human factors 
in accident causation, it will have 
to add physicians and psycholo- 
gists to its staff. 

* 


* * 


Tax-Cut Try 


Qaaros John Sparkman, Ala- 
bama Democrat, has introduced 
an eleventh-hour bill to cut income 
taxes of small corporations. The 
measure,.Sparkman explained, 
would reduce taxes of all corpora- 
tions earning less than $375,000 a 
year. 

At current rates, corporations 
pay 30 percent of their first $25,- 
000 of net income and 52 percent 
on all over that amount. 

The Sparkman bill would tax 
firms only 5 percent of their first 
$5,000 of income, and range up- 
ward gradually to a 55 percent 

tax on income exceeding $160,000. 

Sparkman is chairman of the 
Senate Small Business Committee. 

+ * * 


Probe for ’57 


eS is drafting plans| About 72 percent of all families 
now for a 1957 investigation of |had some sort of liquid assets| mu 


Auto makers and other indus- 


in the probe on why prices have 
to go up when wages go up. 

If companies are finding more 
efficient production methods all the 
time, some congressmen believe 
that prices don’t necessarily have 
to climb along with wage hikes. 

* * * 


U. S. Market Changes 


4 ge: June issue of the Federal 
Reserve Board’s monthly bul- 
letin is filled with valuable infor- 
mation for dealers on the changing 
characteristics of the U. S. market. 

Here are some of the facts about 
1955 consumers: 

Thirty-six percent of U. S. fami- 
lies now earn $5,000 or more a 
year. 

Incomes are rising most rapidly 
among young people ‘under 24. 

In the South, about half of all 
families had incomes of less than 
$3,000. 

Savings and other liquid as- 
sets rose last year, with bank 
accounts up $8 billion. 


9 


besides currency. This is an in- 
crease, 

Unskilled and service workers 
and farm operators were the only 
groups which failed to share in 
last year’s $16 billion increase in 
personal income, 


Scat Skeeter! 
Bert Smith Blitzes Pests 


With Old Car 


ST. PETERSBURG, Fla—When 
hordes of mosquitos completely 
halted business on the Bert Smith 
Oldsmobile Inc., used-car lot, Jack 
Henderson, sales manager, ordered 
a counter attack. 

An old car was fitted out as the 
“Bert Smith Rocket Skeeter Con- 
trol Car” by attaching a tank con- 
taining anti-mosquito spray to the 
intake manifold. The spray came 
out of the exhaust as thick fog. 

The car was used to spray the 
area until the mosquitos were 
cleared away and business picked 
up. Then it was used to create 
good will with neighbors by spray- 
ing their places. 





More than 100,000 persons read AUTO- 
OTIVE NEWS every week! 





The painstaking, scrupulously precise use of quality control makes U.S. Peerless® 
the quality separator preferred by perfection-minded engineers. You will find 
these microporous rubber separators on the Lincoln Continental Mark II, 

and in submarines of the United States Navy —as well as in many other automotive 
and industrial applications where dependability must be absolute. Build up your 
battery business and protect the goodwill of your trade by making sure the batteries 
you stock are equipped with U.S. Peerless Separators. Electrical Wire & 

Cable Dept., United States Rubber, Rockefeller Center, New York 20, N. Y. 
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Television’s incredible statistics can 
be even more bewildering in this 
record year—if you don’t watch them 
very carefully all the time. 


Take the question of measuring* a 
program’s popularity. Do you count 
the total audience—the number of 
people who tune in during the course 
of a program (including those who 
tune out after sampling it), or do 

you measure the average audience 
—the number of people who watch it 
during the average minute? 


Without a single family changing 

a minute of its viewing behavior you 
can arrive at a surprisingly different 
set of figures. 


The total audience** measurement 
can produce the most astronomical 
numbers. But the average audience 
concept has far greater value for a 
sponsor. Because it is a much more 
accurate index of the number of 
people who have seen an advertising 
message, it has clearly gained more 
acceptance in the industry. 


The clearest single fact about the 
1955-56 television season to. date is 
that on an average audience basis 
CBS Television broadcast 7 of the 10 
most popular programs at night and 
8 of the top 10 in the daytime. 


Moreover, its average program had 
a 12% larger rating at night and 

a 64% larger rating during the day 
than the second ranking network. 


A record that continues to establish 
CBS TELEVISION as the 
world’s largest advertising medium. 


* All data based 


‘ on NTI Averages: 


October 1955 
through April 1956. 


** On this basis too 


CBS Television 
comes out ahead 
with 6 of the top 10 
nighttime programs, 
8 of the top 10 
daytime programs, 
and averages both 
day and night 

one million more’ 
viewers than its 
closest competition. 
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1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar o soline and oi! taxes, collected by states and federal 
governments, Cae to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Orderly Cleanup of the ‘56s. 
Warranted by Outlook 


— the first new models from a major maker are a 
quarter of a year away, many dealers already are) 
moving into the cleanup with clearance sales. 

Obviously many dealers have been discouraged with the 
*56 run and want to write them off as soon as possible. And, 
too, each dealer knows best his own particular business | 
situation. 

On the other hand, we’ve heard a number of cockeyed | 
rumors from dealers relative to the new models. Some fear 
that their factories may try to pull a fast one and get out) 
early with new models. The reasoning is that the first maker | 
out will have easy going selling against the old models of | | 
' the competition. 

This logic we find faulty. What factory is in a position to| 
pull a fast one like that on its dealers? We'll give odds that | 
no factory wants to cut its own throat with such surprise, 

Another report we've heard is that dealers will have to) 
clean out the ‘56 models early because the.’57s will represent 
such changes, appearance-wise, at least, that no dealer can | 
afford to have ’56s on hand when the ’57s arrive. 

We'd like to make a little bet, though, that dealers will 
. have cont a. dropping in after the ° 

are left. 

“This goes back to auto pricing. If the ’57s are as attractive 
as many think they are going to be, they will command a 
higher price and the ’56s will represent bargains in com- 





parison. 

Don’t misunderstand us. We are not urging dealers to 
hang on to the "56s for s ation purposes. Dealers are in 
business to sell mercha , rather than hold it for specu- 
lation. 


On the other hand, there is nothing in the cards which |. 


should throw dealers into panic selling of merchandise three 
months before they will have fresh merchandise to sell. 


{4 


‘7s are out to ask if i 





Events 


Dealer Conventions 


July 26-28—Annual Summer Meetin - 
tomotive Trade Assn. Managers, Genie 
min Franklin Hotel, Seattle, 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn, of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W, Va. 

Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House, York Harbor, 
Me. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota ‘Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Assn.. Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Oct. 4-5—25th Annual State Convention, 


Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City, 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 
Assn., Fort Harrison Hotel, Clearwater, 
Fla. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 —illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. !1-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov, 13—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

s 


Dealers Assn., 


Auto Shows 


Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 
Dec. 816—National Automobile 

Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 419-26—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Colli- 
seumrm Bidg., State Fair Grounds, Albu- 
qureque, M. 

Feb. 9-16—Milwaukee Auto Show. 

ao a 


General 


July 418-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

oe 19-24 — 10th Annual Convention, 

ational Congress of Petroleum Re- 
oe. Shoreham Hotel, 


Show, 


Interna- 


Washington, 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 


Edgewater Beach Hotel, Chicago. 
Sept. 21-29 — International Commercial 
‘Motor ‘Transport Show, Earls Court 


‘London, England. 
(See CALENDAR, Page 29, Col. 5) 


30 Years Ago... 


The Big Stories 


Dodge dealers in the United States delivered 173,373 cars and 
trucks during the first half of 1926, a gain of 52,669 cars, or 43.6 per- 
cent, over the same period of 1925. The figures are the highest in the 


company’s. history. 


Although the number of :cars-exported from the U. 8S. decreased 
from 23,152 in April to 22,120 in May, their value in the latter month, 
$17,423,826, represented’a gain of $214,577, the Department of Com- 


merce announced. 


With a ‘world population of 1;748 million for 1925, there now is an 
automobile owner in every group.of 71 persons, or a total of 24 million | 
owners, according to the Department of Commerce. The U.S. has the 
greatest number of automobiles, and also the highest ratio of such 
vehicles to population, with one to every six persons. Hawaii has | 
one to every 11, and Canada one to 13, and Afghanistan has one to | 


every 1,200,000 persons. 
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‘Stupid Jerk’ Speaks Up 


| 


| began 
| factory representatives, sales man- 
|agers, salesmen and service man- 
lagers all had something to say 


| 











| Weak Link of Industry.” 


| enthusiastic about the article, 









Automotive Cartoon 


Of the Week 


“Il suppose now you want to wait and see 
what the ‘57s look like.” 








Letterbox 
‘Salesmen’s Pay 


This is an open forum for the discussion of any subject of interest to our 
readers. and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 













| pay plan the article described 

whereby the salesman had received 
only $18.36 for selling a’ $3,500 car, 
already had been scrapped and 
salesmen now were receiving a min- 
imum of $35 per deal. Other incen- 
tives had been added also, such as 
$50 suits or cash prizes to top 
sellers. 


It was made clear these new 
benefits were not the result of the 
article, but already has been put 
into effect apparently between the 
| time the story was written and the 
| time it appeared in print. 

A few days ago, the other 
dealer said: “I sure was mad 
when I first read the article and 

recognized our plan and the sales- 
man who must have given you 
the information. After thinking 
about it, however, I knew you 
were right, and I hope the article 
wakes up some of these dealers 
who think their salesmen are 
expendable. 

“We don’t feel that way about 
our men. We don’t underestimate 
the salesman’s importance to the 

organization. We try to find the 
pay plan that is most satisfactory 
to the men as a whole. 

“The salesman you talked with 
was disgruntled because he 
doing a good job. He had some mis- 
conceptions about our firm, and he 
was blaming his failure com 
on our ‘pay plan. 

“We talked with him and pointed 
out that during the first five months 
of this year our firm earned 
30.4 percent of what it earned in 
the same period last year. ; 

“Management earned 67.1 per 
cent, and salesmen earned 815 
percent of their total 
for the comparable period 


year. 

“These figures gave him an 
tirely different viewpoint, @ eo ss 
happy to say he has buce a 
to work and is now complet 
isfied. With his.increased 8 
the factory-deater bonus pial 
adds ‘$20 to $40 to his 
mission. for each new-c 
will make close to $500 th 
—E. C. Basu, your 
reporter. 


If you have ever wondered 
| whether people in the auto industry 
|really read your magazine, I can 
tell you they do. 

The June 4 issue was still warm 
from the mail bag when my phone 
ringing. New-car dealers, 


about the article on page one en- 
titled, “Salesmen’s Pay Is Termed 


Each caller in turn was highly 


saying things like, “It sure is the 
truth;” “Glad you had the cour- 
age to write it and your editor 
the daring to print it;” “We've 
had this coming to us for a long 
time;” “Hope it will do some 
good,” etc. 

There were two dealer-readers, 
however, who were less than en- 
thusiastic about the article. It seems 
leach of them had recognized his 
own pay plan, and while not deny- 
ing the facts to be true as printed, 
felt that this reporter had talked to 
the “wrong” salesmen. 

One of the dealers declared the 


—From the files of Automotive News. 
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BENDIX POWER BRAKES ARE A PERFORMANCE-PROVEN SALES FEATURE 





POWER BRAKES 


First in the field- 
now standard of the 
industry ! 


The first practical power brake to be put on the market was 
developed and produced by Bendix. Today Bendix* Power 
Brakes are specified by practically every car manufacturer 
in the industry. 

This industry-wide acceptance of the most revolutionary 
development in braking since Bendix four-wheel brakes is 
convincing evidence of Bendix foresight in research and engi- 
neering. And the fact that today more Bendix Power Brakes 
are in use than all other makes combined demonstrates con- 


BRAKES + POWER STEERING + POWER BRAKING 
e CONSTANT VELOCITY UNIVERSAL JOINTS 
e HYDRAULIC REMOTE CONTROLS 


clusively the ability of Bendix to produce as well as to plan 
ahead for the industry’s requirements. 

Available in low pedal or high pedal designs to meet 
individual manufacturers’ requirements, Bendix Power 
Brakes are a potent source of customer good will from the 
first mile to trade-in time. 


BENDIX sivrsicn SOUTH BEND ssorana 


Export Sales and Service: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


*REG. U.S. PAT. OFF. 
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TURNINGS 


John T. Benedict 


Engineering Editor 


Dropping Roof Squeezes 
Seat Cushion Height 

Despite opposition among seating 
engineers who still favor tradi- 
tional bench-type “chair - height” 
seating arrangements, there are 
signs of an early trend to sports- 
car type seats in cars intended for 
everyday family use. 

Citing progress toward lower 
cars as the root cause, a leading 
stylist recently pointed out that 
seats are evolving from the 
straight-back, arm-chair type to a 
design that is lower to the floor and 


TA 


More than Two Million 
Eaton Axles in Trucks Today. 


EATO 


B PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts «Rotor Pumps e Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater Defroster Units « Snap Rings _ 
Springtites eSpring Washers eCold Drawn Steel eStampings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 





necessitates a more horizontal posi- 
tion of the legs. 

Contacts among seat and body 
engineers tend to confirm this view. 
In many quarters, there is a lament 
that, with reductions in cushion 
height, seating comfort may be 
added to the list of styling conces- 
sions. 

Some charge that the “low sil- 
houette” styling trend may be car- 
ried too far. In the extreme view, 
it is feared that the public ulti- 
mately may be offered a means of 
transportation that is not only diffi- 
cult to get in and out of—but lacks 





, 


costs. 
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ground clearance, seat cushion 
height and headroom. 

It has been said that minimum 
low for passenger cars may fall 
within the range of 48 to 54 inches. 
Many hope the chariot will not 
swing that low. They would like to 
see common sense and a sense of 
practicality halt the dropping roof- 
line at the 55 to 58 inch level. 

If the family car goes lower than 
this, there are many who may feel 
that, with all the talk about form 
following function, we still may 
have a glaring example of function 


following form. 
* * a 


Rust Inhibitor, Oiliness 


Lube Research Goals 


- PLOTTING the probable direc- 
tion of lubricant developments, 
it is well to remember that the re- 
fining of base petroleum stocks has 
just about reached a “point of no 
additional return.” It is considered 
unlikely that refining alone can 
proceed much further in bringing 
improvements on petroleum oils. 
Present additives and deter- 
gents generally are doing a good 
job. The two remaining problems 
are rust and oiliness. In motor 





Scholarship Winner— 
17, of Houston, was 


Joyce Streusand, 
named winner of a $100 scholarship 
awarded by the Texas Independent Auto- 
mobile Dealers Assn., Inc. Miss Streusand, 
who plans to enter the University of Texas, 
receives the award from J. M. Vickers, 
association president. 


ently is recognized—with the 
basic cause being the short-run 
average driving in which a typi- 


oils, a severe rust problem pres- | cal “trip” isn’t even of sufficient 


EATON 2-SPEED AX 






1. Drivers have available the right gear ratio for road, 

load, and traffic conditions. 
2. Trucks make more and quicker trips with full payloads, 
at lower cost per mile. 
Engines run within their most efficient and economical 
speed range, reducing wear on both engine and 
vehicle; holding down operating and maintenance 


4, Trucks stay on the job—earning; not in the repair shop 
—costing. 
5..1ruck life is increased by extra thousands of low-cost 


6. Eaton 2-Speed equipped trucks are worth more at 
trade-in time. ; 





AXLE DIVISION 
MANUFACTURING COMPANY 





" CLEVELAND, OHIO 


| farm near Hinsdale, Il. 





duration to bring the engin 
to design operating temperature, 

An effective rust inhibitor jg 
badly needed in motor oils. It jg 
anticipated that this additive yjtj. 
mately may appear as a non-fa 
acid type of corrosion inhibitor, 

The entire petroleum industry 
also is searching for a good “ojjj. 
ness” additive to boost the oilinegs 
factor of motor oils. The goal ig an 
effective oiliness additive (9 
than fatty acids) that will last for 
the life of the oil. 

Farther in the future are the 
entirely new types of motor oily 
Chemically different from pregent. 
day lubricants, these may be 
di-esters — which potentially are 
particularly effective for providing 
lubrication at extreme opera‘ 
temperatures in the range of 400 to 
500 degrees Fahrenheit. 

+ + * 
A PETROLEUM expert recently 
predicted that eventually aj 
cars will have automatic chassis 
lubricators—or else be designed go 
there will be “no place that needs 
lubricating.” 

With further reference to chassis 
lubricants, he indicated that at 
present there is not much research 
being done on the chassis lubri- 
cants for the simple reason that the 
suppliers don’t think such —lubri- 
cants “are going to be around. much 
longer.” 

It is anticipated that this issue 
will be resolved as new-car de- 
signs appear in the next several 
years ... after which the oil com- 
panies may expect to find them- 
selves gradually going out of the 
chassis lubricant business. 

There is, however, considerable 
research under way to develop im- 
proved differential gear lubricants, 
Increased powed outputs, with 
added torque loads on the differ. 
ential have been a major headache 
to more than one company in re- 
cent years. 

Improved rear axle lubricant ad- 
ditives seem to be in the offing, as 
new additives are reported under- 
going extensive tests by the car 
manufacturers and the oil industry, 

A particularly troublesome aspect 
of the differential lubrication ques- 
tion is said to be the problem of 
developing an effective grease for 
some of the mechanical-type torque- 
bias differentials which are expected 
to see increased usage in passenger 


cars and trucks in coming years. 
* * * 


Industry Standard 


For Turbine Rating 


A NEED for standard methods of 
rating and agreement on terms 
used to define performance and 
pawer output has become apparent 
now that a number of companies 
have disclosed experiments on auto- 
motive gas turbines and various 
combinations of the free-piston en- 
gine with a turbine. 

Arthur F. Underwood, who heads 
GM research staff’s mechanical de- 
velopment department, recently 
pointed out that there is some dif- 
ference of opinion on the question 
of rating power and performance of 
a gas turbine and gasifier. 

It has been proposed that a spe- 
cial committee of the SAE take 
this matter into consideration 
before various companies make 
their individual choices. In addi- 
tion to the important question of 
nomenclature, Underwood advises 
that the test code answer such 
questions as: 

(1) How is gas horsepower to be 
measured? (2) What determines 
the maximum horsepower 
(3) How should efficiency of the 
turbine be rated? 

(4)How should turbine torque 
multiplication be determined? () 
What temperature and barometric 
corrections should be made to the 
ee horsepower. valust e 

t is imperative tha 
be reached on industry standards 
for these fundamental points as the 
experimental powerplants move 
along toward production status. 

Then, too, there’s always the 
question of deciding on @& 
formula for boosting actual meas 

ured outputs into the higher range 
of advertised values. 


Zoning Change. Aids 1H 
CHICAGO.—The DuPage ‘County 
Board of Supervisors has approved 
@ zoning-law amendment to permit 


International Harvester os met 





struct a proposed $5 
search center on its experimental 
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St. Louis 

New-car sales are slow in St. 
Louis and St. Louis County. During 
the first half of June, registrations 
declined about 40 percent from the 
same period of last year. 

Stocks are being reduced slowly 
pecause factory shipments are, for 
the most part, filling retail orders 
already signed. Dealers in some 
lines with excessive stocks are ap- 
prehensive over the coming months. 

The profit picture remains dis- 
mal. Some dealers are reported to 
be operating in the red, and there 
is little hope for improvement for 
the balance of the model year. 

Used cars present no particular 
problem. In fact, some used-car 
operators say they are having a 
hard time finding desirable used 
units. 

The tourist business is good and 
is helping keep service and parts 
departments busy.—(Sam X. Hurst.) 


* * * 


Cincinnati 

Automotive sales in Hamilton 
County (Cincinnati), O., during the 
week ended June 21 totalled 1,885 
units, a 3 percent increase over the 
sale of 1,835 vehicles in the previ- 
ous week. Increased new-car sales 
were responsible for the gain. 

However, when compared with 
sales during the same week last 
year, sales in the week ended June 
21 were 17 percent lower. 

A total of 778 new cars and 62 
new trucks were retailed, com- 
pared with 724 new cars and 62 new 
trucks in the previous week. 

A total of 994 used cars and 51 
used trucks were sold in the pe- 
riod, compared with 999 used cars 
and 50 used trucks in the week 
ended June 14.—(Frank Kappel.) 


* * * 


Toronto 

Toronto auto sales are up over 
last year’s record sales. General 
Motors dealers in the Toronto area 
report sales holding up despite de- 
layed factory shipments and the 
GM split-franchise policy of one 
line per dealer. 

One large Chrysler dealer Mount 
Pleasant Motors, Ltd. (Chrysler- 
Plymouth), reports sales up 20 per- 
cent over last year and the outlook 
bright. 

Elgin Motors Ltd. (Ford), states 
that sales are running even with 
last year, and that fewer gimmicks 
have to be used to move cars. 
Hogan Pontiac, Ltd., also reports 
less gimmick selling and sales for 
new cars expected to hold up this 
summer and fall—(James Mon- 


es.) 
*” ~ o 


Manhattan, Kans. 

New-car sales in Riley County 
(Manhattan), Kans., held fairly 
steady in the first two weeks of 
June, compared with sales in the 

two weeks of May. There were 
57 units sold in the June period, 
against 60 the previous two weeks. 

Sales by makes: Ford, 23; Chevro- 
let, 8; Pontiac, 8; Dodge, 3; Mer- 
cury, 3; Nash, 3; Buick, 2; Plym- 
outh, 2; Packard, 2; Cadillac, 1; 
Studebaker, 1, and Oldsmobile, 1. 

Used-car sales were on the up- 
swing in the same period, with 
220 registered the first two weeks 
of June, compared with 179 in the 
final two weeks of May. 

New-truck sales tallied three in 
the June period, against four the 
Previous two weeks. Sales by 

es: Chevrolet, 2, and Interna- 
tional, 1. 

Sales of used trucks jumped to 
19 in the June period, against 9 
the previous two weeks.—(George 
M. Hunholz.) 


* * * 


Akron 
New-car sales in Summit County 
m) showed the first major 
of the year during May with 
ions off 15.2 percent from 
Same month in 1955. 

Up until May, volume had been 
ble nearly equal to compara- 
Months last year. Sales in May 
te 2,214, while they amounted 

2,595 in the 1955 month. 
to June 1, registrations hit 
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Sales Conditions in Various Areas... 


Auto Market Reports 


10,336, a decrease of 6.4 percent 
from the 11,007 registrations in the 
1955 period, 

Truck sales of 211 in May were 
slightly higher than the 206 of 
May, 1955. For the year to date, 
trucks are 6 percent out in front. 


Ford is maintaining its lead over 
Chevrolet in the race for individ- 
ual honors with Ford registrations 
at 2,354, against 2,197 for Chevro- 
let. Plymouth is third with 1,187; 
Buick is fourth with 994; Pontiac 
is fifth with 657; Oldsmobile is a 
close sixth with 639; next comes 
Mercury with 540, Dodge is eighth 
with 489.—(Joe Kuebler.) 

* * * 


Ottawa 
New-car sales could have been 
considerably higher here if weather 
conditions in early June had been 
better, dealers report. 





shows now that many prospective 
new-car customers are not “rush- 
ing” to replace their present models 
in face of earlier plans to do so. 

“I’m surprised,” he confided, “how 
many buyers are holding up now 
getting that new car, though 
earlier in the year they seemed 
ready to replace their present cars 
for better ones or newer ones.”— 
(M. L. Schwartz.) 


* 
Pittsburgh 

New-car registrations in the 
Pittsburgh area rose decidedly in 
the week ended June 16, according 
to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity was 202.5 percent of the 
1935-39 average. It had been 


One dealer says that experience| 205.6 a month earlier and 216.0 





Art Howell, 


Andrew Murphy & Son, Omaha, Nebraska, 
saw it and made a radiator hose sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They’ll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL. THREE! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


15 


in mid-April—the highest figure | used, compared with 106 new and 


on record. 


Steel mills reduced operations to 
95.5 percent of rated capacity, the 
lowest figure reported in 1956. 
—(Leon M. Leffingwell.) 

* * * 


South Bend 


Dealers in the South Bend area 
report a shortage of good used cars. 

Prospective buyers are looking 
for 1955 models rather than pay the 
extra amount for a new 1956 car, 
they report. 

April and May were compara- 
tively slow months for new-car 
sales. However, warmer weather 
in June tended to thaw out sales. 
—(Leslie E. Dunkin.) 

* + 


* 
Cleveland 

A continued placid market in cars 
is reflected in the Cleveland area, 
with sales of new units reaching 
1,624 for the week ended June 23, 
compared with 2,024 a year ago. 

In used-car sales, turnover of 
1,992 was under the 2,532 figure of a 
year ago, but it appears to have 
levelled off for the summer months. 

Commercial vehicles are holding 


74 used for the same period a year 
ago.—(Sanford Markey.) 
= 


* * 


Gary, Ind. 

A dropping-off in sales was re- 
ported for June on “big-ticket” 
items such as automobiles, furniture 
and appliances. 

Contrary to trends in previous 
years during periods leading up to 
steel wage negotiations, bank 
savings deposits showed no unusual 
increase during March, April or 
May. 

In the past there has been a big 
jump in these deposits during this 
period as people try to build a 
cushion for any eventuality arising 
from the steel-wage negotiations. 
—(Leslie E. Dunkin.) 


Steinman Receiver Named 


TOLEDO. — Charles E. Ide jr., 
Toledo attorney, has been appointed 
receiver for John C. Steinman, Inc. 
(Studebaker), by Judge John W. 
Hackett. Judge Hackett named Ide 
in $50,000 bond at the request of 
Ohio Citizens Trust Co., which had 
obtained judgments totalling $101,- 


firm with sales of 112 new and 59) 201 on notes signed by Steinman. 


Right under his nose 
but does he see it? < 





Art called this customer’s attention to the 
leaking radiator hose. It paid off, too. 
The customer asked him to replace it with 
a new.one. That’s one thing Art learned 
at Socony Mobil’s training center: notice 
worn or damaged parts—point out the 


need to the customer. Result? 


A satisfied customer . . . increased 


absorption ratio for Andrew 
Murphy & Son! 


e America’s Favorites—Mobilgas and Mobiloil 
e World’s Greatest Lubrication Experience 
@ Exclusive “On-the-Job” Training 





















PLYMOUTH 
CAR B (6.3” SHORTER) 
CAR A (7.3” SHORTER) 









Biggest of the Low-Price 3... up to 7.3 Inches —_ car B. Plymouth’s extra size offers an even greater now made in the U. S. except the station wagons of 
Longer Than the “Other 2”! Plymouth is 7.3 sales advantage in the Plymouth Suburban station | Chrysler Corporation. Only Plymouth dealers en- 
inches longer than car A and 6.3 inches longer than’ wagons... longer than any other station wagons joy this sales advantage in the low-price 3! 





ALL Plymouth Advanced Features in ALL 4 Lines! 
Plymouth dealers can offer all of Plymouth’s size 
and advanced featires in every Plymouth— 
Plaza, Savoy, Belvedere or Suburban. That means 
the very top Plymouth size and performance 

even in the lowest-price line. Imagine what that 
could add to your profit picture on your sales floor! 


t 
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All car buyers want more for their money and 


















OMPETITION 


no other low-price car can match 





Only Car in the Low-Price 3 with Push-Button Driving! 
It’s magic on the sales floor! A positive 

mechanical control. The safest (at the left, out of 

children’s reach) and easiest (like pushing 

a doorbell) driving control ever designed! One more 
top-value sales exclusive in the low-price 3. 





Proved by Fleet Owners Most Economical to Run! NASCAR Speed and Acceleration Champion! _ new acceleration record of 82.54 mph and a 


One of America’s top fleet owners proved Plymouth’s Other cars talk aboyt performance. new Flying Mile speed record of 124 mph. 
operating cost per mile to be 11% less than But Plymouth smashed all U. S. stock car Since then, during NASCAR Speed Weeks, 
car A ...6.2% less than car B! Taxicab owners also acceleration records’ (including cars 58 attempts were made to equal Plymouth 
find Plymouths cost less to run. More Plymouths in the highest-price field) and smashed the in speed and acceleration ... and all 58 were 
are used for taxis than all other makes combined. Flying Mile speed record for low-price unsuccessful! Here’s another Plymouth 

When you sell Plymouth you can offer customers stock cars... under official NASCAR auspices sales advantage. It opens the pocketbooks 
Proved economy, big-car comfort and big-car ride. last January 10th! Above is the car that of customers who want matchless performance 


did it—the amazing Plymouth FURY, which seta coupled with matchless beauty. 
rr 
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100-Car Salesmen— 


Fourteen salesmen at City Chevrolet, Inc., Akron, are members of the 100-Car Club | 
of the Chevrolet Cleveland zone. Believed to be one of the largest groups from one 
dealerhip to gain membership in the honorary organization, the men represent a 
total of 4,159¥% points for 1955. Front row, from left, are Joseph Rozsa, George | 
Sendrey, Rollin C. Willis and Harry W. Johnson. Standing: C. L. 
berry, J. A. Livingston, C. M. Garrett, Robert Severns, D. L. Dye, J. G. Miller, C. L. 
Segeriund, R. L. Guseman and G. C. May. 
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LARGEST IN THE WORLD and first with a hearth diameter 
of over 30 feet, the No. 1 Blast. Furnace is one of four at 
Great Lakes. Thanks to constant control, these furnaces pro- 
duce iron that, beyond question, spells higher quality steel. 





Moke, P. E. Hols- | 


Epitor’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a 
veteran salesman, Bert Simons, 
who is active in today’s market. 


a * * 


Dear Ed: 
T SEEMS summer finally got 
around to our town. And 
temperatures in 
the 90s all week 
haven't made / 
working very 
pleasant, unless, 
of course, you’re 
one of the lucky 
ones driving an 
air - conditioned 
demo. Mine isn’t 
but my boss’s 
car is and he’s 
pretty nice 
about lending Bert Simons 
it to salesmen on special occa- 
sions. I hadn’t bothered him for a 





How Great Lakes Steel molds quality 












long time and it was real hot so 
I wound up with his car one 
afternoon. 

As I drove along, I met a cus- 
tomer of mine I hadn’t seen for 
about five years. 

Madame Kaye was a fortune 
teller and quite a character. She 
was fat and over 50, and you had 
to like her immediately because 
she was jolly. 

I offered to drive her to her 
car, and as we drove along, she 
commented on one of the new 
wonders of the world—air con- 
ditioning. 


OW both of us were selling 

something. Mine being the 
larger and more valuable mer- 
chandise made me bow to hers 
—fortune telling. 

She would tell my fortune 
while I was driving her to her 
car. 

Madame Kaye was pretty 





As molten pig iron gushes from the world’s largest blast 
furnace, a generous cupful is ladled out into small, trough- 


like molds. 


Cooled and solidified, these ‘guinea pigs” (samples of the 
iron that goes into open-hearth steelmaking) are then 
rushed to Great Lakes quality control laboratories. For 
they hold a big chunk of the secret to producing steel 
that meets customer specifications all down the line! 


They tell if the blast furnace burden is precisely balanced. 
They tell if as many impurities as possible have been 
eliminated. They help tell just what “‘seasoning”’ must be 
added to the open hearth charge, so every batch of steel 
has the desired chemical composition and drawing qual- 


ities—and no buts about it! 


Quality control every step of the way!-That’s our job at 
Great Lakes Steel .. . that, and the kind of service you 
expect—and get—from just one phone call. 


GREAT LAKES STEEL CORPORATION 


NATIONAL STEEL 





vilig CORPORATION 


Ecorse, Detroit 29, Mich. + A Unit of 








District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 





Case Histories of a Salesman 


| Chrysler division. 


sharp and had been at it many 
years. So when I said to her, 
“Am I going to sell an old cus- 
tomer of mine that has a five- 
year-old model a new car with 
air conditioning or am I not?” 
she answered very wisely, “I 
can’t make such an important 
prediction until I have more 
facts, 

“For instance, how much would 
that old customer get for her 
five-year-old car and how much 
would the new one cost? And 
how much extra for air condi- 
tioning and how much cash 
would she need to make her 
payments about $60 a month for 

| 24 months?” 
* * * 


and on, and both of ug 
really enjoyed it. Finally we 
arrived at her old car. Seeing 
her car was all I needed to con- 
firm my approximate figures for 
trading with her. 

Madame Kaye was the nicest 
fortune teller I’ve ever known 
because she told me I was going 
to sell a new car right now, and 
I did. 

I never did get around to pay- 
ing Madame Kaye the usual $1 
fee. But I more than made that 
up to her in the deal I gave her. 

Bert Sons 


| WE. Ed, this sparring went 
on 






Creative Ideas 
Spark Economy, 
Durkee Declares 


SAN FRANCISCO. — Advertising 
men too often forget that they are 
trying to motivate human beings, 
according to Bur- 
ton R. Durkee, 
assistant sales 
manager for ad- 
vertising and 
merchandising, 





Durkee, speak- 
ing last week to 
the San Fran- 
cisco Advertising 
Club, said: “Actu- 


ally, the best thing 
advertising re- Burton R. Durkee 


search can do is to remind us of 
the things we already know.” 

He said that a new term has 
popped up in the last 10 years— 
motivational research, “That means 
finding out what makes people act 
like human beings,” he said. 

“There’s never any danger in 
America today of running out of 


| products or running out of services 


or running out of jobs. Because 
with all of our great resources, the 
greatest resources of all are the 


|ideas of creative people in selling, 
| marketing and advertising,” he said. 


| 


| 
| 


Bosch Arma Gets 
S-P’s Old Plant 


GARDEN CITY, N. Y.—acquisi- 
tion of the jet engine parts plant 
formerly operated by Studebaker- 
Packard Corp. and located north of 
Chicago’s Midway Airport has been 
announced by Charles W. Perelle, 
president, American Bosch Arma 
Corp. 


He said the company had received" 


a contract from the Air Force 


loperate the factory. It would be 


operated as the Chicago division of 
American Bosch Arma. Perelle said 
operations will involve “highly clas- 
sified projects” for the Air Force. 





Dodge Honors Jarman 


With 25-Year Plaque 
BALTIMORE. — Jarman Motors, 
Inc., (Dodge-Plymouth), has been 
cited by Dodge in recognition of 
the firm’s 25 years as a dealer 
that line. 
A plaque was presented to Mark 





R. Chenowith, Jarman _ president, 
by Harry R. Corely Jf. Dodg' 
regional manager. 
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Auto Personnel 


E. D. Tull, executive vice- 
president of Cummins Engine Co., 
Inc. has been elected president of 
the Internal Combustion Engine In- 
stitute. He succeeds B. G. Van 
Jee, chief engineer of Minneapolis 
Moline Co, who continues as a 
member of the board of directors. 

* * * 


Plymouth Appoints Hull 


To Western Zone Post 

w. R. Hull has been promoted to 
the position of staff assistant in 
Plymouth’s western zone, 

Hull will supervise business 
analysis and management training 
for Plymouth in 11 western states. 
Hull has been with Chrysler Corp. 
since 1952. ade 


Dodge Promotes Witham 


To Regional Manager 

Promotion of William H, Witham 
to manage Dodge’s Charlotte (N..C.) 
region has been 
announced. 

Witham for- 
merly was assist- 
ant regional man- 
ager for Dodge in 
the Philadelphia 
region. He _ suc- 
ceeds Floyd J. 
Dugan, now Cin- 
cinnati regional 
manager. Witham 
had 12 years of 
sales, finance and 


WwW. H. Witham 
automotive experience in Chicago, 
Cleveland and Jersey City, N. J., 
before joining Dodge in 1953. 

* 


* * 


Hamner Takes Service Post 


With Parker Rust Proof 


D. H. Hamner has joined the 
technical service department of 
Parker Rust Proof Co.’s automotive 
division. 

He has had more than 20 years’ 

rience with General Motors in 
the field of production metal finish- 
ing and painting. s 


Thor Names Weitekamp 


Frank J. Weitekamp has been 
dected secretary of Thor Power| 
Tool Co., Aurora, Ill. He succeeds 
John A. McGuire, named vice-presi- | 
dent. He joined Thor’s accounting} 
department in 1937. “ 


* * * 


Mansfield Picks Sandridge 


Appointment of Paul J. Sand- 
ridge as sales manager of special 
accounts has been announced by 
Mansfield Tire & Rubber Co., Mans- 
field, O. Sandridge succeeds C, A. 
Eaves jr., who has accepted a sales 
position with Goodyear Tire & Rub- 
ber Co. 


> * * 


Ford Promotes O'Reilly | 


Joseph A. O'Reilly has been ap-| 
pointed associate counsel-industrial 
relations for Ford Motor Co. For- 
merly a staff attorney in the office! 
of the general counsel, O’Reilly has 
been a member of the Ford legal 
staff since 1945. He joined the com- 
pany in 1931. 


Commercial Credit Elects 
Grimes, Greene and Hepting 

The directors of Commercial 
Credit Co., Baltimore, following the 
stockholders meeting, reelected all 
officers in the company. 

Others elected included John S. 
Grimes, former vice-president in 
charge of commercial and indus- 
trial financing division, was elected 
executive vice-president; Charles C. 

e, head of Pacific Coast in- 
stallment finance operations, was 
a vice-president, and Albert 


A, Hepting was elected assistant 
controller. 
* - 


* 
Sparks Heads Division 

Manpower Development Corp., 
New York, executive recruiting and 
Career counselling firm, has an- 
nounced the election of R. Webb 

as vice-president in charge 
of the industry manpower require- 


Ments division. 
“ * * ok 
Permacel Names Harwood, 


DeHaven to Head Divisions 
Lastmacel Tape Corp. has named 





ood and Frank DeHaven 





managers of its southwest and mid- 
west automotive divisions. 

Harwood, who joined Permacel in 
1944, will be headquartered in 
Atlanta. DeHaven’s new headquar- 
ters will be in Chicago. He joined 
the company in 1940. 

* * * 


3 Regional Sales Chiefs 


Appointed by Auto-Lite 

Electric Auto-Lite Co. has ap- 
pointed three regional managers 
to direct sales in 35 states. 

Appointed were William F. Con- 
nolly in the nine-state eastern 
region; James W. Fairbanks in 
the 15-state western region, and 
Russell W. Higgins in the 11-state 
southern region. 

ok ok co 


Wood Heads Girdler 


W. Roberts Wood has been elected 
president of Girdler Co., Louisville, 
a division of National Cylinder Gas 
Co., Chicago. He succeeds George 
O. Boomer, who retired. Boomer 





will continue as chairman of Na- 
tional Cylinder’s executive commit- 


tee, 
* * * 


Reo Promotes Lanz 
In New York Office 


Henry R. Lanz has been pro-|. 


moted to manager 
of Reo’s factory 
branch in New 
York City. He 
succeeds the late 
E. W. Stephan. 

Lanz has been 


New York : since 
1950 and has been 
with Reo since 
1941, except for 
wartime service 
in the armed 
forces. He has a degree in trans- 
portation engineering. 


Lincoln’s Singleton Feted 


For 25 Years with Ford 


William D. Singleton, Lincoln 
general manufacturing manager, 
was given a silver pin at a luncheon 
marking his 25th anniversary with 
Ford Motor Co. 


sales manager at |, 








The steering gear of this 1901 
tractobile was attached to the 
front right wheel. 





Dallas and served in Kansas City, 
Memphis, Chester, Pa., and Dearborn 
before being named to his present 
post in 1955. 
* * * 
Jacobson Moves Up 


Carl A. Jacobson has been named 


19 


National Propane Corp., Hyde Park, 

N. Y. Jacobson, a vice-president, 

formerly was general manager of 

the company’s conservative gas 

division. R. A, Boyle succeeds him 

in the latter post. 
+ 


a + 
Gen. Prentiss to Direct 


Road Builders’ Group 


Major Gen. Louis W. Prentiss, 
who retired from the Army recently, 
has assumed new duties as execu- 
tive vice-president of the American 
Road Builders Assn. 

Prentiss’ last Army position was 
comander of the Engineer Center 
at Ft. Belvoir, Va. 


* * * 


Dodge Promotes 2 


Richard W. Wickes, formerly 
Dodge city manager in the Los An- 
geles “foothill” district, has been 
promoted to regional truck man- 
ager. Joseph E. Chandlee succeeds 
him as city manager. 

> * * 


Richardson Reelected 
William S. Richardson, president 
B. F. Goodrich Co, has been re- 
elected to a one-year term as a 
board member of the National In- 


He joined the company in 1931 in | executive assistant to the president, | dustrial Conference Board. 





Were ready for ihe 
Air Conditioning 
Market oe 

Charg-A-Can’ 


PACKAGED REFRIGERAN 





ELIMINATE WASTE 
CONTROL PURITY 


and assure accurate 


charging of any Car air 


conditioning system 


wholesaler today. 


STOCKED AND SERVICED BY REFRIGERATION WHOLESALERS 
EVERYWHERE ... ORDER YOUR SUPPLY NOW! 


’ . Are you ready for the big bonanza in automotive air con- 
»  ditioning? One-pound Charg-A-Can packaged refrigerants 
with “FREON-12*” provide a new source of Summer- 
service profits, permit quick and easy charging of any car 
system. These disposable containers, with years of proven 
leadership in the refrigeration industry, eliminate bulky, 
wasteful, hard-to-handle refrigerant cylinders, are expertly 
analyzed for purity and moisture content before filling 
under carefully controlled factory conditions. Charg-A- 
Cans are easily stored, too, and available in 24-unit 
packages. Remember—over half-a-million cars will be air- 
conditioned this year and more coming...so get going!... 
for a complete stock, together with dependable refrigera- 
tion supplies and servicing, call your local refrigeration 


REFRIGERATION DEPARTMENT 
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American Potash & Chemical i 


3100 EAST 26TH STREET, LOS ANGELES 23, CALIFORNIA } 99 PARK AVENUE, NEW YORK 16, NEW YORK 






AQ TXT. 


STRADEMARK.E. 1. DUPONT 
OE NEMOURS & COMPANY 





Highways and Safety Cag 


HE six-month-old antispeeding 

drive being conducted in Con- 
necticut by Gov. Abraham A. Ribi- 
coff has been credited with reducing 
highway deaths 16 percent from a 
year ago. 

The number of auto accidents 
in the state has gone up but the 
number of deaths and injuries 
have decreased. 

The push started Jan, 1, with the 
governor notifying all minor court 
judges that he wanted them to be 
“hard on speeders.” 

* * * 
H® warned the judges that they 
might not be reappointed if 
: rivers. Further, 
Downtown Ford Wins Four-Letter Award— iblondt dieestea te Motor Vehicle 

Downtown Ford Sales Co., Inc., Indianapolis, has won Ford's annual four-letter} Department to suspend licenses of 
dealer award for outstanding achievement during 1955. Jerry A. Alderman, second | convicted speeders for 30 days on 
from left, vice-president, accepts the award for his firm from Ray Oth, Ford assistant | first offense; 60 on second, without 
district manager, while Bob Hageman, left, and John Slough, Ford field managers,| a hearing, 








Fight Against Speed 
Cuts Deaths in Conn. 
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rose from eight to 14 and injurieg 
jumped from 1,031 to 1,057, 

* * * 
Craig Optimistic on Chances 
For Indiana Toll Road 


Indiana’s governor, George N, 
Craig, says he is optimistic over 
chances of getting started on the 
proposed north-south Indiana tolj 
road during his current term, 

The governor said he is counting 
on redesigning the proposed pike to 
shear it of “any unnecessary frills, 
plus an improved bond market to 
make the road a reality. 

* * * 


Toll-Free Pike Opposed 
Paul L, Troast, chairman of the 
New Jersey Turnpike Authority, 
said he opposes making the pike 
toll-free when the bond issue js 
paid off. He said tolls should be 
continued to bring in $40 million 
a year because 75 percent of the 

traffic is from outside the state. 


29 Graduated from Course 


In Traffic Potice Work 
The 30th class in traffic police 














auto cases are sent to the depart- 

ment for listing on driver’s rec- 

ords and for suspension purposes. 

There has been only one month 
this year— February —when auto 
fatalities were higher than in 1955. 
Latest figures show that 122 have 
died in auto mishaps this year as 
compared to 146 for the same period 
of 1955. 

Injuries this year have dropped 
to 7,263 from 7,570 in 1955, a differ- 
ence of 307. 

* * * 


Crashes Cost $992,079 


Automobile accidents in Van- 
couver, B. C., during the first five 
months of 1956 totalled 3,410 and 
involved $992,079 in property 
damage. A year earlier, there were 
3,573 accidents costing $596,000. 
Fatalities during the 1956 period 





look on. In Connecticut, court records on 


886. us. pat orf 





FRANK LEAHY SIGNS UP for 10 weeks of football forecasting on television 
this fall for “Zerone” and “Zerex” anti-freezes. Last year more than 30 mil- 
lion fans watched this famous coach on Dy Pont’s exciting 15-minute show, 
and this year will surely be joined by millions more. This top-rated program 


highlights 
—and Leahy himself will be selling your customers on “Zerone” and “Zerex”. 
So, order yours early and get ready for a big season. 





“Sell the sizzle . . . not the steak““* 


salesman. Du Pont made this 
film for just one reason—to 
make your job easier in selling 
anti-freeze and related products. 


Hidden in every product or serv- 
ice is a convincing benefit that, 
when properly explained, will 
make your customer buy. Try 


this one a few weeks before the Have your local dealer associa- 
weather gets cold in your area: tion contact Du Pont for a free 
“Let me protect your car witha print of this 15-minute film to 


Du Pont anti-freeze now, Mr. 
Jones. I can give your car's cool- 
ing system more personal at- 
tention now than you'll get when 
that first-freeze rush starts.” 
*The selling tip above is just 
one of many that are shown in 
a sound-slide color film titled 
“How to Increase Your Sales 
with Sizzle Selling,” featuring 
Elmer Wheeler, America’s No. | 





WRITE TO: 

“SELLING SLANTS” 

E. I. DU PONT DE NEMOURS & CO, 
“Zerone”-“Zerex” 


Section 
Nemours 2420-D-3, Wilmington 98, Del. REG. U. s. PAT.OFF. 


SELLING SLANTS 


be shown at dealer meetings. 





ZERONE and ZEREX 


BETTER THINGS FOR BETTER UVING... THROUGH CHEMISTRY 








Order Anti-Freeze in July? Yes! 


Last year, when dropping tem- 
peratures brought an extra 
heavy demand for“‘Zerone” and 
““Zerex,” a few dealers suddenly 
ran out of these Du Pont anti- 
freezes just because they didn’t 
order enough early enough. Re- 
sult: lost profits! This won't 
happen to you if you order now 
and reserve your full supply of 
both “Zerone” and “‘Zerex” for 
delivery well before the first 
freeze. Then you're sure to have 
enough, in the container sizes 
you prefer, to take care of any 
situation, Result: more profits! 


You've got nothing to lose 
when you order early, but you 
take the chance of missing out 
on substantial profits if you de- 
lay. Remember, you rarely get 
a second chance to pick up anti- 
freeze business you lose. So 
don’t risk running short by de- 
pending on last-minute deliv- 
eries, which often result in the 
loss of profitable business. Or- 
der your “‘Zerone” and “Zerex” 
now and work out a delivery 
schedule with your distributor 
that is right for your particular 
needs. 


Who would you pick 
for Miss Anti-Freeze 56? 


9 aR 


LORRAINE ROGERS MOLLIE ANN 


4 @ 


MARGIE McNALLY BETTY OAKES 


The winner of the 1956 Miss Anti-Freeze title will be featured this fall 
in the biggest Anti-Freeze Week promotion ever. Du Pont will be 
backing this national anti-freeze promotion for the fourth straight 
year to bring motorists to you for their winterizing needs—before the 
first-freeze rush! Be sure you tie in with Anti-Freeze Week this fall— 
it can mean extra profits for you. Ask your supplier for details or 
write to Du Pont. Look for the winner next month and see if your 
selection is the one that got the most votes. 











ANTI-FREEZE 

















administration has been graduated 
from the Traffic Institute of North- 
western University. 


Twenty-nine men completed the 
nine-month period of professional 
training in the management of 
police service. The course was spon- 
sored by the Kemper Foundation 
for Traffic Safety, which provided 
fellowships and scholarships for 22 
of the officers. 


H ollniun Luis 
Traffic Institute 


Paul G. Hoffman, board chair- 
man of Studebaker-Packard, praised 
the Northwestern University Traffic 
Institute and the 
traffic division of 
the International 
Assn. of Chiefs of 
Police for being 
credited with sav- 
ing 15,000 lives in 
76 cities where its 
graduates have 
adopted the insti- 
tute’s system of 
traffic enforce- 
ment in the last 
20 years. 


Speaking at. the institute's 20th 
onmeamaay dinner, Hoffman said, 
“In addition to the 15,000 lives 
saved, there are three-quarters of a 
million or more people who have 
come through the last 20 years un- 
scathed, who would be scarred or 
crippled were it not for the work 
of these training organizations. 

Hoffman said the amount saved 
in property damage is $300 million 
and the total economic saving to 
the nation over the 20 year period 
exceeds $1 billion. 

” 





Paul G. Hoffman 


Insurance Break 
Expert British Drivers 
To Get Cut Rates 


British motorists who can pass 
rigid driving examinations will be 
eligible for reduced insurance = 
under a plan formulated by Britain’ 
Institute of Advanced Motorists. 

Premiums will drop 15 percent 
the first year and the reduction will 
rise progressively to 30 percent. 
Membership in the institute will 
have to be renewed annually n 
will be based on the members 
driving record. 

Lord Sempill, institute chairman, 
said the examiners would include 
experts from the Police Driving 
School near —— Successful ap- 

licants will be given ce 
coe badges showing they have at- 
tained highest police stan 


* * * 
Big 3 Representatives 


On Detroit Safety Council 

The Greater Detroit Safety Coum- 
cil, at its board meeting has gg 
ted Robert T. Ross, mane a 
ploye services, Ford Motor 
president. 

Also reelected was W. E. Landis, 
supervisor, employe serviews cS - 
ler Corp. as vice-president. i kK 
secretary-treasurer is Kar = 
Kahler, vice-president, employe 
lations, Bull Dog Electric Products 
Co. Directors included D. T. Mould, 
safety director, General 
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HE other day when the Senate 

passed the multibillion-dollar 
highway bill, I was cleaning out 
an old file. I came across the copy 
of the 1920 motorist’s Green Book 
that I used when driving my own 
Jordan cars from Cleveland to 
Rhode Island. It brought home to 
me how different both highways 
and motoring are today—and how 
much we've progressed. 

In 1920 there were only 387,000 
miles of paved roads in the United 
States—about one-sixth of the total 
road mileage. Today there are more 
than 334 million miles of roads, 
two-thirds of which are paved. By 
1970, at a cost of more than $100 
pillion—if we can get the money— 
there will be 40,000 miles of new 
arterial highways connecting 90 per- 
cent of the cities with a population 
of 50,000 or over. And, here’s what 
I read in the Green Book about 
road directions in those days: 

You're 26.4 miles outside Pough- 
keepsie on the road to Pittsfield. 
You've passed the four corners 
with the White Hotel, the yellow 
house at 27.1 miles and the iron 
fence and triangular grass plot 
at 30.1 miles, the small white 
house, the gray garage, the red 
brick school house at 33.5 miles, 
crossed the iron bridge, taken the 
gradual turn to the left around 
the heavy poles and you see the 
red sheds ahead where you are. 
to bear left at the forks after the 
railroad crossing. 

Now start looking for the forks 
which have two queer looking 
knolls on the right and where you 
can see two hills ahead, being sure 
to avoid the right turn at 348 
miles. After you’ve come to the 
end of the road where there’s an 
elm tree and passed the fork with 
the hotel sign, Lake Anonoscopo- 
mac should be on the right, and at 
994 miles the Lakeville Savings 
Bank should be on the left. And if 
you go up a hill with a large brown 
shingle house on it you are in Great 
Barrington. 

You were just out of luck if your 
speedometer went on the blink. 


7 +. 7 

Eastward, Ho! 
et June my wife and three 

kids would drive from Cleve- 
land to our summer place in Rhode 
Island. In 1920 it took as long to 
drive that far as it will to go from 
coast to coast when the new na- 
tional highway network is com- 
pleted. Thirty-six years ago my wife 
always put the car on the Cleve- 
land to Buffalo boat because the 
road as far as Erie was usually 
impassable mud. 


The things loaded into that car 

each June explain why the sale of 

m wagons—mostly to families 

of four—has risen today from one 

out of a hundred cars sold in ’41 
to one in 10 last year. 

Besides my family, there was 
Usually a neighbor child invited 
for the summer, the dog, a yellow 
kitten in a basket, favorite dolls, 
erector sets, four chameleons 
bought at the circus the day 

mee even a parrot and 
8 canary. On the way back in the. 
fall pet turtles ranged through 
the tonneau. 


There were no motels then and 

an occasional “tourist’s home” 

—that depressing outgrowth of the 

Motor age. Hotels disliked children 

then about as much as they do dogs 

. They were the only places to 

eat, but certainly no place for a 
h of kids to let off steam. 

So baskets of food to last the trip 

Were packed in among the children 

and animals. Warm gingerale was a 

. Everyone knows the unquen- 

e thirst of touring children. 

were no driveins or Coke ma- 

in gas stations, and farmers 

een and = oaken buckets 

Suspicious of “those cr 
Motorists,” = 


Pity the Poor Parent 


touring parent needed nerves 
and iron discipline. The 
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best-behaved child got to sit in the 
front seat to read the Green Book. 
And you were lucky if no farmer 
had painted his red barn white, or 
his white house yellow. If a big 
wind had blown down the elm tree 
at the fork or the little brown hotel 
on the right burned down, you were 
really lost. 

Getting lost was not the only time 
consumer. The New York State 
speed laws said, “reasonable and 
proper speed”—spelled out ‘25 m.p.h. 
in open country, 15 m.p.h, in vil- 
lages, 8 m.p.h. if view obstructed. 
A financially minded sheriff would 
decide it was 14 m.p.h. in his baili- 
wick and the 15 m.p.h. “scorcher” 
would find himself waiting several 
hours for the local court to convene 
so he could pay his fine. 

Tires and roads being what 
they were, springs would break 
or you often used up all your 
extra spares and clanked in on a 
rim in the evening to wait for 
THE garage to open in the morn- 
ing. Sometimes the rear end would 
go out and a couple of days would 
be spent running over to see if 
the parts the garage had to send 
away for had arrived—and keep- 








Norway to Import 
500 Cabs from U. S. 


OSLO, Norway.—The only autos 
imported into Norway from. the 
U. S. this year will be 500 taxi- 
cabs. 


Norwegians are anxious to buy 
autos, but find them difficult to 
obtain. Norway will import about 
4,000 cars from Western Europe 
this year, but 25,000 persons have 
applied for permits to purchase. 





ing the children out of the hotel 
management’s hair. 

Traveling south, the Green Book 
directions took on a distinct re- 
gional flavor. 

Instead of red barns, white houses 
and elm trees you found your way 
with houses with two-story piazzas, 
Confederate monuments, rows of 
palms, split rail fences, water tanks 
and cotton fields. The roads were 
“asphalt, shell or clay,” instead of 
“tarred macadam, brick or dirt.” 

= * * 


Route to Washington 


HE Green Book seemed to mis- 
trust the few road signs that 


existed. Pranksters now and then 
turned them around. So you’d read, 
in New England, “Sign saying Pitts- 
field. Ignore.” Or, in the South, 
“Sign saying Richmond. Disregard.” 

The last directions in the book 
seem appropriate to an election 
year. They seem to prove that the 
route to Washington has ever been 
devious: 


“Cross the Potomac and follow 
trolley. 134.6 at three corners op- 
posite Bureau of Engraving turn 
right on D St. shortly becoming 
Maryland Ave. 135.0 Turn left on 
9th St. and next right on C St. 
becoming Maryland Ave, again. 
135.6 Turn left on First St., at 
Garfield Monument. 135.7 Wash- 
ington. At Capitol.” 

And that’s the last direction in 
the Automobile Green Book for 
1920. 


P. S. Not a word about getting 
OUT of Washington. Guess they 
figured after someone once got 
there he wouldn't want to get out. 


I wonder whether the generation 
that grows up with the new high- 
ways will ever look with romantic 
longing on the early days of the 
motor age as we look back at 
covered wagon days. Somehow I 
doubt it. 
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Dodge Dealer Gets 
Chrysler Line in 
Marketing Test 


MILWAUKEE.—In a departure 
from the Chrysler Corp. policy of 
separating franchises, Edwards Mo- 
tor Co. here has added Chrysler and 
Imperial to its Dodge and Plymouth 
lines. 

Edwards is the oldest Dodge- 
Plymouth dealership in Wisconsin, 
having started with Dodge in 1914. 


A similar move was reported from 
Logansport, Ind., where Hendrick- 
son Motor Sales (DeSoto-Plymouth) 
combined with Bob Hendrickson 
Motors (Chrysler-Plymouth). 

Edwards President Thomas A. 
Rogers called the addition of Chrys- 
ler an “experiment in marketing 
for the corporation and for us, too.” 

“It will make us a department 
store of automobiles, handling the 
lowest-priced to the most expen- 
sive,” Rogers said. 

He said that the move would en- 
able Edwards to retain many old 
customers whose incomes had 
moved up beyond the Dodge price 
range. 





Use this 
Handy Buyer's Check List: 







How to choose the 


wheel balancer 


* Eye-catching new Alemite styling 
—plus exclusive Alemite fea- 
tures for faster, easier jobs! 


® FREE dealer sign to tie-in your 
service department with Alemite 
national advertising! 


that’s 


NEVER OBSOLETE 


—that’s ready now for 
the new 14” wheel! 


MOST COMPLETE 
WHEEL BALANCING PACKAGE EVER OFFERED! 


PEG. U. S. PAT. OFF. 


© FREE merchandising kit—complete 
selling help to make your depart- 
ment a wheel balancing center! 


® Continuous national advertising 
in the Saturday Evening Post! 


ALEMITE 


ON-THE-CAR WHEEL BALANCER 
A Product of STEWART-WARNER CORPORATION 


Dept. C-76, 1826 Diversey Parkway, Chicago 14, Illinois 
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hours of labor suffered a collapse|a $37.17 carrying charge on 4 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If a salesman 
has a purchaser of an automobile 
sign a conditional sale contract, can 

the purchaser cancel the contract 
before the salesman’s employer ap- 
proves or signs the contract? 

Last month a higher court an- 
swered this question as follows: 
The purchaser cannot cancel the 
contract if the salesman delivered 
the automobile to the purchaser 
at the time the purchase contract 
was signed by the purchaser. 

For illustration, in Simms v. Bob 
Ervin Motors, 282 Pac. (2d) 291, 
the testimony and evidence pro- 
duced these facts: A salesman for 
Bob Ervin Motors demonstrated 
a new Buick automobile to a man 
named Simms. 

Soon afterward on Feb. 18, 
Simms, at his home, signed an “au- 
tomobile conditional sales contract” 
by the terms of which the receipt 
of a used Ford automobile, repre- 
senting a down payment of $1,350 
was acknowledged, and Simms 
agreed to make 30 monthly pay- 
ments of $89.60 each. 

The salesman took with him all 
copies of the conditional sales 
contract, it having not yet been 
signed by his employer, and the 
Buick was left in the possession 
of Simms who used it later that 
evening. 

Within an hour after the sales- 
man had left, Simms changed his 
mind. He called Bob Ervin Motors 
and told them to tear up the con- 
tract and that the “deal was off.” 
Simms saw the dealer and insisted 
that the “deal was off,” and de- 
manded his Ford back, which de- 
mand was refused. In the meantime 
the Buick was left by Simms on the 
premises of the seller, who there- 
after placed it in storage for Simms 
and mailed him the storage ticket. 

* ~ 7” 

Delivery Binds Deal 
Bgesnwans, on Feb. 19, the 

Bob Ervin Motors’ official 
sigried the conditional contract and 
sold it to a finance company. Simms 
sued Bob Ervin Motors and the 
finance company and asked the 
court to cancel the contract and 
order the dealer to return his Ford. 

Simms contended that he had 
cancelled the contract Feb. 18 be- 
fore Bob Ervin Motors signed 
and approved it. 

It is interesting to observe that 
the higher court held that as Simms 
had accepted delivery of the Buick 
Feb. 18, a binding contract was 
completed before the Bob Ervin 
Motors’ official signed the condi- 
tional sale contract. 

The court said: “The purchaser's 
claim that he was entitled to with- 
draw from the conditional sales 
contract at any time prior to its 
execution by the seller, which did 
not take place until Feb. 19, disre- 
gards the fact that there was a 
completed delivery of the car bar- 
gained for on Feb. 18 at the time 
the purchaser signed the condi- 
tional sales contract, at which time 
the purchaser took possesion of 
the car. His change of mind there- 
after came too late and his attempt 
to ‘call the deal off’ was ineffec- 
tual.” 

For comparison, see Pill v. Inde- 
pendent, Inc., 10 P. (2d) 975. 

In that case, the court explained 
that if an order for an automo- 
bile is given to a salesman sub- 
ject to the employer’s approval, 
the order becomes a binding con- 
tract if the automobile is accepted 
by the buyer without communica- 
tion by the seller to the buyer of 
the confirmation or acceptance of 
the order. 

Also, see Pratt-Gilbert Co. v. 
Renaud, 213 P. 400, and Columbia 
v. Vaughan, 255 P. 973..Both these 
higher courts held that a purchaser 
of an automobile may at any time, 
before a salesman’s employer ap- 
proves a contract, cancel such con- 
tract if the purchaser has not ac- 
cepted delivery of the car. 

* *~ * 


Fatigued Employe Dies 
A courts hold that an .employe 
who sustained an injury “within 


. the scope of his employment” is 





entitled to. receive compensation 
under the State Workmen’s Com- 
pensation Act. Recently a higher 
court held that an employer who 
overworks an employe must pay 
compensation or damages for re- 
sultant sickness or death of his em- 
ploye. 

For example, in Rathbun v. 
Taber Lines, 283 Pac. (2d) 966, 
it was shown that an employe, 
who died of a heart attack while 
driving an automobile, had been 
working long hours, did not get 
regular sleep, and was driving 
on icy roads, 

After making an unusually long 
trip he suffered a heart attack and 
died at the wheel. In subsequent 
litigation the higher court awarded 
the widow compensation, saying: 

“There is evidence that in the 11 
months preceding his death, Rath- 
bun had worked long hours without 
regular sleeping periods. There is 


evidence that by reason of the con- 


dition of the highway he must have 
been subjected to unusual stress 
and strain in driving over these 
roads.” 


Overworked Aide Collects 


Fo comparison, see Hoage v. 
Royal Indemnity Co., 90 F. (2d) 
387. In this case it was shown that 
an employe worked long hours in 
an automobile dealer’s office and, 
in many instances, not only during 
the day but at night. 

He worried over his work and 
often suffered from fatigue, head- 
aches, insomnia, and heartburn. One 
morning, while sitting at his desk 
using the telephone, he suffered a 
heart attack and was taken to the 
hospital. 

After that time he remained 
away from his employment and 
was totally incapacitated for 
labor. He filed a claim for com- 
.pensation, basing his claim upon 
overwork and worry for nine 
months or more culminating in 
his: disability. 

The higher court awarded com- 
pensation on the assumption that 
he suffered the injury from over- 
work. 

This court said: “Mr. Rennie 
(employe) by reason of mental 
strain, worry and long and excessive 


which resulted in his total disa- 
bility. We think this collapse con- 
stituted an accidental injury, within 
the purview of the statute.” 

* 


Kentucky Trading Stamps 


Ruled ‘Lottery-Free’ 


FRANKFORT, Ky. — John B. 
Browning, assistant Kentucky 
attorney general, has issued an 
opinion that distribution of trad- 
ing stamps by merchants does not 
constitute a lottery. 

The opinion was directed to 
William R. Smith, secretary, Ken- 
tucky Retail Food Dealers Assn., 
Louisville, who also had asked if 
giving away merchandise to cus- 
tomers by chance to “lucky ticket 
holders” constituted a lottery. 
Browning’s answer to this was 
“yes.” 

+ * * 
Usury Charged to Sears 
In Ark. Tire Case 


LITTLE ROCK, — Sears, Roe- 
buck & Co. has been charged with 
usury in a suit filed in Pulaski 
Chancery Court by Chief Assistant 
Arkansas Attorney General, James 
L. Sloan, suing as a private citizen. 

The state official charged that 


$398.98 purchase of tires, a lawn 
mower and tractor parts exceeded 
the legal 10 percent maximum in. 
terest rate on a time payment con. 
tract in Arkansas, 

The Arkansas Automobile Dealer 
Assn. led a statewide movement 
to submit a constitutional change 
in interest laws to-the voters, but 
the Supreme Court rules that the 
ballot title was vague and mig. 
leading. A similar movement jg 
currently being sponsored by in. 
dependent business interests. 

* * 


Court Holds Makers 


Liable for N. Y. Taxes 


WASHINGTON. — The U. § 
Supreme Court has held that vehj. 
cle manufacturers who sell vehi. 
cles under conditional sales agree. 
ments are liable for the New York 
mileage taxes of the vehicle oper. 
ator. 

A New York carrier purchased 
and operated two vehicles under 
conditional sales contracts, After 
the vehicles were repossessed for 
the owner’s failure to meet pay- 
ments, the State of New York filed 
liens on each of the units for $3,700 
for unpaid taxes due, plus penalties 
and interest owed by the carrier, 





Reader's Digest 
families alone 
buy one third 


of all new cars 


They provide country’s 

largest automobile market... 
larger than market covered by 
next two magazines combined! 





Se 








(7 five million families across the country bought 
‘new cars last year. And 32% of those families 
are regular readers of the Digest. This means Reader's 
Digest families alone accounted for sales of one third of 
Detroit’s entire new car production. 


This is the greatest-new-car market provided by any 
magaziné. It’s the prime market, too, for tires, batteries 
and accessories—because Digest families drive more 
cars than families reached by any two other leading 


magazines. 


CHAMPION SPARK PLUG COMPANY is 
now advertising a new spark plug development through- 
out the world. “To spearhead this announcement,” says 
James F. Lewis, vice-president of Champion, “we are 
using all -editions of Reader’s Digest—because of its 
high coverage of automobile owners world-wide, and the 
great confidence it inspires among readers everywhere.” 


Whatever product or idea you’re-selling, you'll find 
more of your customers read the Digest. 

People now buy: 11,002,672 copies of Reader’s Digest 
per month. This is an increase of nearly one million 
over a year ago*—the greatest circulation rise of any 
established general magazine: in publishing history. 
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Pony Leaguers Pose— 


The power of “suggestion” influenced this photograph of the Fordyce Chevrolet 
Pony League team posed in front of a current Chevrolet billboard advertisement. 


Across the Nation ... 


Harold L. Beecroft, formerly a 
factory official with Chevrolet and 
Packard and more recently a 
Chevrolet dealer in Chicopee, 
Mass., has taken over Crowley 
Chevrolet Co., 206 Elmwood Ave., 
Providence. P. J. Crowley has re- 
turned to General Motors as an 
assistant to Ivan L. Wiles, execu- 
tive vice-president in charge of 
dealer relations. 

* * = 


Walsh Gets Pontiac 


Arthur L. Walsh has acquired 
ownership of Walsh-McGhee Pon- 
tiac in Evanston, Ill. The dealer- 
ship is known as Walsh Pontiac, 
Inc. 

* * * 


Davis Now Sole Owner 


Valley Motor Co. (Ford) Salem, 
Ore., has come under the sole 


Even the expression on the faces are the same. The team is sponsored by W. A.| ownership of Leslie E. Davis. Peter 


Fordyce, Fordyce Chevrolet Co., Inc., Melbourne, Flo. 


F. Bennison, who was a co-partner 


Auto Dealer Changes 
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with Davis, is going into business 
in California. Harley A. Saterlee 
has been named _secretary- 
treasurer of the concern. 

* * 


Dodge Awards 


15 Franchises 


Dodge has added 15 dealerships, 
four of them exclusives. The ex- 
clusives are: Crowell Implement 


|Co., Inc., Whitewater, Wis.; Stony 


Brook Motors, Hyde Park, Mass.; 
Mannion Dodge, Inc., New York, 
and Hartwig Auto Co., Vinton, Ia. 


Freeman Motors Co., Lumberton, 


|N. C.. has been franchised as a 


Dodge-Chrysler dealership. 

New Dodge-Plymout h dealer 
ships are Parkview Motors, Hones- 
dale, Pa.; Pickett Bros. Dodge & 
Plymouth, Asheboro, N. C.; Meth- 
ner Sales & Service, Coleman, 





. 
° . 


The Digest’s total reading audience for a single issue 
is nearly 40 million people—the largest audience ever 
attracted to a magazine. 


_ Who are your best customers? What ages? What 
mcomes? What sections of the country? Whoever they 
are, the Digest reaches more of them. 


For instance, among men and women 18 to 45 years 
old, 10,400,000 are Digest “primary readers” —readers 
in those households where someone buys the magazine. 
This is nearly double the number of primary readers of 

€¢ next leading magazine. 


Among non-farm households earning $10,000 or 
more per year, the Digest reaches half of them... 
55% more than any other magazine. 


Where else is there a magazine that so many people 
lieve in so deeply, turn to so faithfully each month? 


This faith moves people to action—by the millions. 


Advertisers are reaching this great, responsive audi- 
ence at a lower cost per family than in other magazines. 


For details on how Reader’s Digest reaches your 
specific markets, phone your Digest representative: 
New York, MU 4-7000; Chicago, WH 4-2544; Detroit, 
TR 5-9600; Los Angeles, WE 8-3666. 


*January-March 1956, as filed with ABC, subject to audit. 


People have faith in 


fReaders Digest 


America’s Largest Magazine Circulation 
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Mich.; C. & S. Motors, Athens, 
Tenn.; Hollace Motor Co., Easley, 


S. C.; Atlantic Motors, Inc., At- 
lantic, Ia. 

Korum-Ruttkay Motors, Puyall- 
up, Wash.; Boyd’s, Taylorville, Ill; 
Butler-Ponack Motors, Sandpoint, 
Id.; and Marshall Stone Motors, 
Inc., Rock Island, Ill, 


* * * 


MacCurdy Motors Sold 


Neal Motor Sales, Inc., has pur- 
chased Frank MacCurdy Motors 
(Dodge-Plymouth), 1201 N. Chap- 
aral, Corpus Christi, Tex. Owners 
of the new firm are Neal Murray, 
formerly of Ohio, and Neal Cant- 
rell, formerly of Georgia. 


* ® * 


Haas Motors Opens 


A new Nash-Rambler dealer- 
ship, Haas Motors, Inc., has been 
opened in Evanston, Ill. 


* * * 


Terry Replaces Garrard 


Ralph M. Garrard, vice-president 
and general manager of Milner 
Pontiac Co., 806 W. Capitol Ave., 
Little Rock, has sold his interest in 
the company to Horace A. Terry, 
who becomes vice-president and 
general manager. Garrard has been 
promoted to executive vice-presi- 
a of Milner Enterprises, Jackson, 

iss. 


Jordan Ford Moves 


Jordan Motor Co. (Ford), San 
Antonio, has moved from “Jordan's 
Crossing” at S. Alamo and S8. St. 
Mary’s Sts., to new quarters, to be 
know as “Jordan’s Ford Center,” 
at 615 S. St. Mary’s St. 

ca 
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Wilkerson and Townsend 


Buy Amarillo Ford Deal 


John Wilkerson and S. G. Town- 
send, Amarillo, Tex., have purchased 
West Texas Motor Co. (Ford), Can- 
yon, Tex., and will operate as 
Wilkerson-Townsend Motor Co. 

Wilkerson and Townsend were 
sales manager and parts manager 
respectively for Emmett Davis 
Buick Co. before buying the Ford 
dealership. 


Dockum Takes Over 


The name of the Dockum- 
Richardson Pontiac Co., Oklahoma 
City, has been changed to Dockum 
Pontiac Co. .- 


> 
Oswego Dodge Opens 
Oswego Dodge, Inc., has been 
opened by Richard D. Don 
Miley and L. E. Crampton in 
Oswego, Ore. 


Chrysler Si 


gns 
16 Dealerships 


Sixteen new retailing organiza- 
tions have signed Chrysler division 
dealer agreements. They are: 


T. & M. Motor Co., W. Central 
Ave., LaFollette, Tenn., H, L. 
Treece and H. F. Miller, partners; 
A. H. Jones Co., 302 W. Third, 
Alliance, Neb. C. A. Griffis and 
LaVern E. Faber, partners; Clark 
Motor Co. Fourth & Cherokee, 
Leavenworth, Kans. A. G. Clark, 
owner; Venohr’s Auto Sales, Inc., 
320 Oak, Sterling, Colo, W. A. 
Venohr, president. 


Monte White Motors, Inc., 
Thirty-second Ave. & Leaven- 
worth St, Omaha, Neb. M. B. 
White, president; J. T. Bruce, Inc., 
Washington & Markley Sts., "Nor- 
ristown, Pa, J. T. Bruce, presi- 
dent; Havre Motors, 215 Second 
St. Havre, Mont., O. H. Anderson, 
president; Glover Motors, Inc., 210 
Smith Ave. Thomasville, Ga. C. 
A. Gothard, operating manager. 

Lorenz Garage, First Ave. West, 
Bowman, N. D., operated by R. J. 
Lorenz; Brauser Motors, Inc., W. 
Main St., Riverhead, N. Y., L. H. 
Brauser, president; Stein Bros., 
Inc., 199 S. McDade Blvd., Darby, 
Pa., Manual Stein, president. 


Boyd Motor Co., 304 E. Stone 
Ave., Greenville, S. C., owned and 
operated by J. J. Boyd; Pursley 
Motor. Co., 105 Ballard, Pampa, 
Tex., Erwin Pursley and John 
Parker, partners; Buccheri Motor 
Sales, Inc., 263-279 E. Third St., 
Mt. Vernon, N. Y., Louis Buccheri, 
president; Aspinwall Garage, Inc., 
501 Freeport Rd., Aspinwall, Pa, 
A. S. McCord, president, and 
Chuck Cook Motors, 1001 Main St., 
St. Maries, Idaho, owned and 
operated by C. F. Cook. 
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HUDSON HERITAGE 


It started in 1909 .. . includes excellence of engi- 
neering, manufacture, and quality that’s among the highest in 


the industry. 


This heritage is rich in automotive “firsts” — more than 80 
important improvements — many of which have been adopted 
by the entire industry. The following are just a few of them: 


First 


First 


First 


First 


First 


low-priced car with sliding gear transmission 
sedan-type body, first cabriolei-type body 
modern high-speed powerplant 

steel bodies on production basis in own plant 
rear luggage compartment; enclosed spare tire 
Single-pedal hydraulic/mechanical brakes 
automatic draft eliminator 

Airfoam seat cushions 

one-piece curved rear window 


with dual carburetion and dual manifolding 


_ From Hudson, which has pioneered great developments in 
the past, will come more and more important “firsts” in the 
future. This is our promise for even better and finer automobiles 


tomorrow! 


Heritage, tradition, and an honest product 
make Hudson the industry’s finest franchise. 
For interesting information regarding unusual 
dealership opportunities, get in touch with our 
nearest zone office or contact V. E. Boyd, 
General Sales Manager, Hudson Motors Div., 
American Motors Corp., Detroit 32, Mich. 
(In Canada, contact: L. E. Fenn, General Sales 
Manager, Hudson Div., American Motors 
Sales of Canada, Ltd., 2951 Danforth Ave., 
Toronto 13, Ont.) 





LIAO 


This first Hudson was the beginning of a long line of fine cars which is now 


the most complete on the market. 


Hudson 


Motors Division American Motors Corporation 
Detroit 32, Mich., U.S. A. 


The most complete line for the most complete market coverage: 
HORNET V-8 * HORNET SPECIAL V-8 + WASP * RAMBLER + METROPOLITAN 
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Products of American Motors 


Conveniently located HUDSON ZONE OFFICES 


MEMPHIS, 744 Royal Avenue 
MILWAUKEE, 3322 S. Clement Avenue 
MINNEAPOLIS, 4600 Olson Memorial Hwy. 
CHICAGO, 4821 W. 67th Street’ NEW YORK, P. O. Box 492, Union, N. J. : 
CINCINNATI, 4527 Reading Road PHILADELPHIA, 800 Chester Pike, Sharon Hill 
CLEVELAND, 8500 Brookpark Rd., Brooklyn PITTSBURGH, 210 Thomas Street 

DALLAS, 7900 Ambassador Road PORTLAND, 2053 N.W. Upshur Street 

DENVER, 3660 E. 40th Avenue ST. LOUIS, 3528 Hampton Avenue 

DETROIT, 12727 Greenfield Avenue SAN FRANCISCO, 2445 Mason Street 

KANSAS CITY, 555 Sunshine Road WASHINGTON, Box 2188, Alexandria, Va. 


LOS ANGELES, 601 Nash St., El Segundo 


ATLANTA, 953 Donnelly Ave., S.W. 
BOSTON, 151 Third Ave., Needham Hts. 
BUFFALO, 235 New Walden Avenue 
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$ % Tune in “Disneyland” — ABC-TV Network 
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.-4] years of progress and all 


set for a bright tomorrow! 


HUDSON TRADITION 


Known and respected the world over — is the treasured reward of 
youthful courage, skill, ideas, and foresight since the early beginning 
of the company . . . qualities which continue to guide the forward- 
looking Hudson organization of today. 


In the long and fascinating history of Hudson, no period was 
more promising than the present. Today, on every hand, there’s proof 
that Hudson’s building for a great future moulding a strong 
organization . perfecting new and advanced features of safety, 
comfort, convenience, and performance. 


Currently, Hudson and American Motors cars give motorists 
features today that won’t be offered by other makes for years 
twice-as-safe single unit construction, three-times-softer deep coil 
ride, airliner reclining seats, twin travel beds and many others. To- 
morrow, Hudson will offer buyers an even greater array of exclusive, 
important advantages. 


Yes, treasured heritage and tradition promise that Hudson will 
continue to lead and pioneer in this ever growing and advancing 
industry . . . the nation’s greatest! 
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Affecting Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

National advertising linage in 
newspapers climbed to new alltime 
highs both for the month of May 
and for the first five months of 
the year, it was announced jointly 
by the 
American Newspaper Publishers 
Assn., and Media Records, Inc. 


On the basis of measurements | 


in 52 index cities, the gains were 
5.2 percent for the month and 
10.7 percent for the year to 
date over the records set last 
year. 

Also at new record levels for 
May and the January-May period 
were Retail, General (all national 
advertising other than automo- 
tive), Classified and Total. 

Gains in each of these categories 


months, respectively, were: Retail 
— up 2.3 percent and 3.3 percent; 
General up 11.6 percent and 


125 percent; Classified — up 2.7 


Bureau of Advertising, | 


|the Parade of Progress as opera- 
| tions manager in December, 1952, 


| ‘ . : 
See the month and the first five | after serving with Chevrolet since 


percent and 9.6 percent; Total — 
|up 3.1 percent and 6.5 percent. 

| Automotive, off 7.6 percent in 
|May, was still at record level for 
|the year to date, with a gain of 
|6.9 percent over the first five 
|months of last year. 

| * * * 


Overbey Heads GM ‘Parade’ 


| Bruce G. Overbey has been 
named director of the General 
|Motors Parade of Progress. He 
|} succeeds John E. Ryan, who is 
| returning to Chevrolet, with which 
|he formerly was associated. 

| Overbey has been assistant 
director of the Parade of Progress, 
| traveling GM educational science 
|show, since April, 1955. He joined 


1928. 


* * * 


Brakeblok Picks Wehr 
Henry Wehr jr., has been ap- 


pointed sales promotion and ad- 
vertising manager of the Ameri- 
can Brakeblok division of Amer- 
ican Brake Shoe Co., New York. 

Formerly manager of educa- 
tional projects for National Sales 
Executives, Inc., New York, 
Wehr will be located at division 
headquarters in Detroit. 

* * * 


D. P. Brother Expands 


In the largest expansion pro- 
gram in its 22-year history, D. P. 
Brother & Co., Detroit, has an- 
nounced the consolidation of more 
than 32,000 square feet of office 
space to accommodate its expand- 
ing staff. 

D. P. Brother, founder and 
head of the advertising firm, 
said that the new offices, includ- 
ing 12,000 square feet of new 
space in the General Motors 
Building Annex and the nearby 
Argonaut Building, now consoli- 
date the agency’s entire home 
office personnel on one continuous 
floor and under two adjacent 
roofs, 

The agency’s Detroit office per- 
sonnel now occupy 116 offices that 





extend through the east wing of 
the GM Building, the entire GM 
Building Annex, and across a con- 











necting bridge to the adjacent 
Argonaut Building. All office space 
is on a one floor level. 

oo * ok 


Goodyear-Owens Anniversary 


Forty years of continuous client- 
agency relationship between Good- 
year Tire & Rubber Co. and E. J. 
Owens, vice-presi- 
dent of Kudner 
Agency, Inc., are 
being marked this 
month, 

Owens first 
worked on the 
Goodyear account 
when he joined 
Erwin, Wasey & 
Co. in Chicago, 
July 1, 1916, be- 
coming the ac- 

E. J. Owens count executive in 
1921. In 1929, Owens transferred his 


|activity to the agency’s New York 
| office in 1935, when Arthur Kudner, 


then president of Erwin, Wasey & 
Co., left to form his own agency, 
Owens joined the new group as 
vice-president, continuing as ac- 
count executive on the Goodyear 
account. 

fe oe & 


Allison’s Fleming Elected 
Roger C. Fleming, public rela- 


Purolator’s “SELECTIVE” FILTRATION leaves additives in 


Beneficial additives stay in as HD and heat- 


resistant lube oils 


element of a Purolator filter...even though 
the element is straining out sludge, water and 
impurities as small as one micron (.000039- 


inch). 


It’s one of the reasons why original equip- 
ment manufacturers in the automotive field use 


pass through the Micronic® 


Micronic elements do not channel. They are 
waterproof and warp-proof and remain unaf- 
fected by engine temperatures. There’s a 
Purolator to fit every vehicle, tractor and other 
gasoline- or diesel-engine-powered unit in 


service today. Write for our automotive cata- 


more Purolators than any other make of filter. 
Besides this “selective” filtration, the accordion- 


pleated Micronic 


the area of older types, making possible: 

¢ High flow rates with minimum pressure 
drop. Purolators themselves can be small 
-.. yet operate with pumps of standard size. 

¢ Maximum dirt storage capacity . . . for long, 
efficient service life before replacement. 


element provides ten times 


log, No. 2054, to Purolator Products, Inc., 
Rahway, N. J., Dept. A-6733 


\ 


PURD LATOR 


J 





PUROLATOR PRODUCTS, INC., Rahway, New Jersey 





tions director of Allison division of 
General Motors Corp., has been 
elected chairman of the public rela. 
tions advisory committee of the 
Aircraft Industries Assn. for the 
1956-1957 year. 

Fleming succeeds John Canaday, 
director of public relations of Lock. 
heed Aircraft Corp., Burbank, Calif, 


* * * 


OAI Annual Published 

Outdoor Advertising, Inc., is dig. 
tributing its Poster Annual to exeg. 
utives in the advertiser and agency 
fields, and by mail to OAI mem. 
bers, leading art schools, libraries 
and associations throughout the 
country. 

The main features of the Annual 
are the full color reproductions of 
the three Grand Award winners— 
Life Savers, Drake’s Cookies and 
Ken-L-Ration—at the recent 24th 
National Competition and Exhibit 
of Outdoor Advertising Art, spon. 
sored by the Art Directors Club of 
Chicago. 


* * * 


Chevrolet Renews TV Pact 

Chevrolet has renewed sponsor. 
ship of its “Crossroads” for the 
1956-57 season over the ABC-TV 
Network. 


True experiences of contempo- 
rary clergymen of all faiths are 
dramatized on “Crossroads.” An 
innovation in the series this fall 
will be the showing of scenes 
| from the home churches or syna- 
| gogues of the clergymen whose 
| unusual experiences are drama 
tized. ° 

Executive producer of “Cross- 
roads,” which debuted Oct. 7, 
1955, is Harry Joe Brown. Agency 
for Chevrolet is Campbell-Ewald 
Co., Inc., Detroit. 


* 





|Jobson Gets Promotion 


O'Mara & Ormsbee, Inc., news- 
| paper representatives, has an- 
|nouncd the election of Robert A. 
Jobson as a vice- 
president. Jobson 
joined O'Mara & 
Ormsbee in New 
York in 1949 fol- 
lowing service in 
both the news- 
paper represent- 
ative and maga- 
zine fields and 
was _ transferred 
to Detroit in 
1950. 
| RR. A. Jobson He had been 
acting manager of the Detroit 
office from 1953 and was appointed 
office manager in 1955. 

* - & 








Oil Industry Films 

A series of television film shorts 
that combine popular appeal and 
unique facts about oil soon will be 
made available to television sta- 
tions throughout the country. 

Titled “progress Parade,” the 
films are designed to be used by 
local television stations on sustain- 
ing time. Each film, of which there 
are to be four per year, will be 
13-%4 minutes in length, and will 
be in black and white. 

The films will be released by 
the Oil Industry Information Com- 
mittee of the American Petroleum 
Institute. 

* ok * 


Times Circulation Up 

Circulation of the Los Angeles 
Times is at the highest point in the 
paper’s 75-year history. 

Audit Bureau of Circulations 
Publisher’s mong > omar ’ = six 
months ending re 
net paid circulation as 440,349 copies 
daily and 839,400 copies Sunday. 


* oe * 


Names 


R. A. Guilford has been appointed 
assistant western manager, advet 
tising department, U. 8. News 
World Report. His headquarters 
will continue to be in Chicago. 

Barnett D. Laschever, formerly 
travel editor of the Hartford 
(Conn.) Times, has been ond 
travel editor of the New ¥ 
Herald Tribune. He replaces Beach 
Conger, who has become 4 i 
Tribune editorial writer. At t reo 
same time, = i ssa ae 
that Horace Sutton, tr 
will contribute a weekly column. 
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But Credit Gets More Selective ... 
OO 


Consumer Payment Mark Hailed 


HARRIMAN, N, Y. — American 
consumers, who set records in their 
use of installment credit during the 

t year, also have been compiling 
one of the best. payment records in 
history. 

This was one of. the principal 
findings of 58 executives who com- 

ted a six-day meeting here un- 
der the sponsorship of the 

Columbia University Graduate 

School of Business. 

At the same time, some of the 
executives reported that because of 
the current tighter money situation 
their institutions will be more selec- 
tive in credit policies during the 
remainder of this year. 

Participants in the Fourth An- 
nual Consumer Credit Management 
Program represented 21 states, 
Canada and the District of Colum- 
pia. They are executives of banks, 
sales finance companies, consumer 
loan companies and business schools 
of universities. 

When asked to compare the pay- 
ment record of their customers 


- since Jan. 1 of this year with the 


same period in 1955—which was 
considered the best in history—52 
executives reported that the pay- 
ment record for the first five months 
is as good or better than last year. 

Other findings of the conference 
survey were: 

1. Fifty-five of the 58 executives 
geported they found no cause for 
concern in the present level of 
consumer debt outstanding. 
(About $36 billion.) Fifteen said 
that in some “isolated cases” the 
quality of credit could be im- 
proved. 

2. Thirty-one said they felt the 
current study of consumer credit 
by the Federal Reserve Board 
should prove “helpful” to the indus- 
try on a long-range basis; 14 are 
opposed to the study and the rest 
said it was unnecessary or said 
they had no objection. 

3. Fifty-five reported they were 
“definitely against” granting the 
Federal Reserve Board standby au- 
thority to control consumer credit 
in peacetime. 

The three who did not oppose 
qualified their statements that they 
approve only when controls are 
“absolutely necessary” and through 
readjustment of rediscount rates 
and reserve requirements to mem- 
ber banks. 

4. Thirty-two said they expect 
the level of consumer credit to be 
higher at the end of this year; 16 
think it will remain about the 
same, and 10 anticipate a decline. 

A total of 27 credit men—who 
extend consumer loans for or 
finance automobiles, refrigerators, 
washing machines, dryers, televi- 


Small Business 
‘Equality Bill’ 
Passed by House 


DETROIT. — The “Equality of 
Opportunity” bill backed by the 
Congress of Petroleum Retailers 
has been passed in the House by a 
vote of 393-3, according to the con- 
gress. 

The service station organization 
has asked its members to write to 
Members of the Senate Judiciary 
Committee to urge passage of an 
identical bill, 

The congress said the bill was 
amended to conform “word for 
word, comma for comma” with an 
earlier bill which had gained ap- 
Proval of the House Judiciary Com- 


This was described as a “parlia- 
mentary, maneuver ... in view of 
the committee’s . . . failure to act” 
on the later bill. 

“Our extraordinary victory in the 

shows what small business 

an do,” the congress informed its 

members. “Now, with a very limited 

time in which to work, we must 

duplicate and exceed these efforts 
the Senate.” 


‘Mereury Sales Council 
COLUMBUS, 0. — A Mercury 





- Sales Managers. Council has been 
— here to provide “an ex- 
fo of ideas and experience be- 


dealership sales. managers 
management personnel,” 
to E. F. Croll, Mercury 
Sales manager. 





sion sets and other valuable dura- 
ble goods—said they believe there 
will be a “slight improvement” in 
general business conditions during 
the second half of 1956. 

Sixteen believe there will be no 
change, and 15 think business will 
go slightly lower in the second half 
of the year. 

“The outlook for business during 
the third and fourth quarters is 
good, due primarily to new automo- 
bile models and continued pressure 
for capital goods,” one banker as- 
serted. A sales finance company 
executive reported that his com- 
pany “expects an increase in out- 
standings during the fourth quar- 
ter.” 

The group was about evenly 
divided on whether the current 
tight money situation has had a 
material effect on the operation 
of their businesses. Several men 
reported that their companies 
have become “more selective” and 
growth has been restricted. 

“The tight money policy has 
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caused an increase in wholesale 
rates to auto dealers and has 
forced a reduction in dealer re- 
serves and an increase in purchaser 
rates,” one credit executive de- 
clared. 

Among those who addressed the 
meeting were: C. Canby Balderston, 
vice-chairman, Board of Governors 
of the Federal Reserve System; R. 
J. Saulnier, Council of Economic 
Advisers; Martin R. Gainsbrugh, 
National Industrial Conference 
Board and New York University; 
Courtney C. Brown, dean, Graduate 
School of Business and vice-presi- 
dent, Columbia University. 

Also, Carl E. Fribley, president, 
NADA; Robert P, Brecht, Wharton | 
School of Finance, and J. Brooke | 
Willis, Columbia business school. | 

Dr. John M. Chapman, Columbia | 
business school, directed the pro-| 


gram for the fourth consecutive | Brown, 


year. 





Graham Breaks Ground— 

A plow hitched to a Thunderbird was used to break ground for the new Graham 
Ford building in Downey, Calif. Behind the plow are Ralph Graham, right, and M. R. 
Ford assistant district sales monager. Driving the Thunderbird is Truman 
| Pollard, Graham Ford general sales manager. 





Bendix* Folo-Thru Starter Drive WOT Siniw-tinaiiten ei tha MER ntti Geer eR 
















for modern cars, 
trucks and tractors 


“No Kick-Out” feature combines new starting 


@ Higher compression ratios, lighter flywheels 
and other advancements in modern engines have long 
pointed up the need of a starter drive that would 
follow through the weak explosions until the engine 
actually runs on its own power. 


That's why vehicle manufacturers are turning in ever 
increasing numbers to the Bendix* Folo-Thru Drive as 
the solution to quicker and more dependable starting 
even under most adverse conditions. 


This preference for the Bendix Folo-Thru Drive on 
modern vehicles is a most logical one, for Bendix 
Drives have always been the industry's choice as the 
most economical and efficient starting equipment. 


REG. U. S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix international Division, 205 East 42nd St, New York 17, N.Y. 






costs less, Like the more than 95,000,000 Bendix* Starter Drives 
manufactured for the industry, the new Folo-Thru Drive requires 
no actuating linkage ond the solenoid may be placed in ony 
convenient position. Result is lower installation costs and no adjust- 
ments. Complete detailed information is available on request. 


* 
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News to Note... 


Auto World in Brief 





50% Expansion Slated Thanksgiving weekend. 
together European, Canadian and 


LOUISVILLE. — American Syn- 
: |U. S. stock and sports cars and 
thetic Rubber Corp. has announced is sanctioned by ea Federation 
it will increase its plant capacity! 1 ,ternationale de L'Automobile. 


here by 50 percent, raising annual . « <a 
output to 68,000 tons. The com- onze 

pany is owned by 28 firms and ac-| AC Building New Plant 
quired the former Government-| For Electronic Devices 

owned Louisville Copolymer Plant} pwhHfbWAUKEE. AC Spark 
last April. Plug division of General Motors 





* * + 


Bohn Buys Illinois Plant 


DETROIT.—S. D. Den Uyl, presi-| 
dent, Bohn Aluminum & Brass} 
Corp., has announced that Bohn has 
purchased a one-story plant in | 
Danville, Ill. Bohn earlier acquired | 
the assets of Betz Corp., Hammond, 
Ind. The new plant will be used for | 
the Betz operation, which will be 
moved to Danville. 

+ 7 + 


Quality Control Society 


Plans October Parley 

SPRINGFIELD, Mass.—The New | 
England sections of the American | 
Society for Quality Control have | 
announced that a 10th anniversary 
conference will be held at the 
Hotel Sheraton-Kimball here, Oct. 
3-5, 1956. 

The conference theme is “Cele- 
brating a Decade of Quality Prog- 
ress.” F. C. Hartwell, Peter J. 
Schweitzer, Inc., Lee, Mass., is 
secretary of the meeting. 

* * * 





Eaton to Expand Plant 


Purchased in Indiana 

RICHMOND, Ind. — Expansion 
of Automotive Gear Works, Inc., 
here has been announced by Eaton 
Co., which recently purchased the 
plant. 

An Eaton spokesman said the ex- 
pansion would mean more employ- 
ment at the Richmond plant. 

+ “ > 





Management Association 


Plans Meeting in St. Louis 

DAYTON, O. The National 
Management Assn. said over 3,000 
delegates are expected to attend the 
33rd annual meeting Sept. 27-29 in 
St. Louis. All sessions will be held 
at the Sheraton-Jefferson Hotel. 

The NMA has some 68,000 su- 
pervisory personnel members in 368 
clubs across the country. It also 
has affiliated clubs in Canada and 
Puerto Rico. Theme of the St. Louis 
meeting will be “Supervision 
Management’s Vital Link.” 

” 


* * 


License Plate Trimming 


Stirs Hassle in Illinois 

CHICAGO.—The Illinois attorney 
general’s opinion that low num- 
bered Illinois license plates may 
not be trimmed to fit latest style 
plate holders supported one of 
Chicago’s most controversial police 
officers in his private war against 
the plate trimmers. 

Officer Jack Muller, already re- 
nown for his “ticketing” cele- 
brities for various violations, 
touched off a legal discussion last 
month When he began passing out 
tickets to motorists, especially 
those with Cadillacs, for trimming 
their plates to fit the holders. 
Among those cited were James J. 
Cavanagh, executive vice-president 
of the Chicago Motor Club, Cava- 
nagh’s son-in-law, a former Con- 
gressman and a car in which 
Federal Judge Michael L. Igoe was 
a@ passenger. 

The Chicago Motor Club con- 
tended that the trimmed plates 
were not mutilated and, therefore, 
were not illegal. Officer Muller said 
that, according to law, the size and 
shape of plates can not be altered. 
Attorney General Latham Castle 
also called the trimming a mutila- 
tion and a violation of the motor 
vehicle act. 


DeGarmo Named Ad Rep 
For GAMR Endurance Run 


NEW YORK. — DeGarmo, Inc., 
has been appointed advertising rep- 
resentative for the fourth annual 
Great American Mountain Rallye 
automobile endurance run. 

Dates and routes have not been 
announced, but in the past the 
event has been held during the 


It brings 





has begun construction of a 
225,000-square-foot plant near 
here for production of electronic 
devices for defense, 

The Milwaukee plants are 
chiefly producing electronic bomb- 
ing systems and gun-bomb-rocket 
sights. Under development are in- 
ertial guidance systems for ad- 
vanced Air Force missiles and 
other large missiles, Anderson dis- 
closed. 

af + + 


°26 Rickenbacker Burns 

STROUD, Okla. — A _ 1926 
model Rickenbacker, one of the 
rare antique cars in the state, 
was destroyed by fire when the 
garage of Lon Riggs burned. 
One of the last cars made by 


EASY 
does it! 





Capt. Eddie Rickenbacker, it 
was in mint condition, valued 
at $5,000. The loss partially was 
covered by insurance. 


* * * 
Nicky Firm Burns 
CHICAGO, — Fire caused $10,000 
damage to the showroom and office 
of Nicky Chevrolet Sales, Inc, Ten 
used cars were damaged. 


Standard of Ohio Banned 


From Use of ‘Sohio’ Brand 


CHEYENNE, Wyo. An in- 
junction prohibiting Standard Oil 
Co, of Ohio from using the trade- 
mark “Sohio” has been granted to 
Standard Oil Co. of Indiana by the 
U. S. District Court of Wyoming. 

Standard of Indiana had charged 






Spicer Synchronized Transmission 


1. No change in shifting pattern. 
Operator goes through motions— 
air does the work ... quickly, easily, 
quietly. 


2. In case of air loss, transmission can 
be shifted manually, going through 
the regular gear shift pattern. 


3. Permits more latitudé in design 
of shift lever to avoid cab inter- 
ference. The long lever required for 
proper hand leverage to shift syn- 
chronized transmission not required 
when Air Assist is used. 


4. Easily adaptable to any Spicer 
Synchronized Transmission, as sub- 
stitution of shift tower only is re- 
quired. Air Assist cylinder can be 
assembled at either side of shift 
lever and air hose connection avail- 
able at both ends of air cylinder. 


5. Only one outside air hose required. 


Standard of Ohio with trademark 
infringement and unfair competi. 
tion and had sought damages ang 


a@ permanent injunction. 
+ * * 


Magnus Chemical Holds 


Conference on Cleaning 

GARWOOD, N. J.—An interng. 
tional conference on industria] 
cleaning has been held here by 
Magnus Chemical Co., Inc. 

The theme of the conference wag 
“an exchange of world-wide ip. 
dustrial cleaning ‘know-how.’” The 
sessions were directed toward 
showing how the exchange of ideas 
and cleaning knowledge through. 
out the world can .result in acceler. 
ating growth of modern cleaning 
materials and methods. 
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Advantages of 
Air-Assist Control with 
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Chrysler Counts 


12,000 Plants in 
Supplier Setup 
DETROIT.—The activities of 
Chrysler Corp.’s 42 manufacturing 
plants depend upon nearly 12,000 
suppliers in 44 states, the District 


of Columbia and three foreign 
countries, according to Emlyn 


Lloyd, head of the company’s pur- 


chasing activities. 
The plants are located in 1,402 


cities and the parts and assemblies | 
purchased from them comprised | 


about 60 percent of Chrysler’s auto} 





AIR 


Take it easy, man . 





production costs in 1955, Lloyd 
said. 

Some 71 percent of them employ 
fewer than 100 persons and 18 per- 
cent have from 100 to 500 workers. 


Five percent are in the 500-1,000/| 
bracket and 6 percent employ more | 


than 1,000. 


Michigan is Chrysler’s leading 
supplier state, listing 4,359 firms 
that do work for the auto company. 
Ohio is next with 1,439, followed by 
Indiana, 1,052; California, 956, 
Illinois, 858; New York, 784, and 
Pennsylvania, 714. 

Of the foreign suppliers, 14 are 


| in Canada, two in England and one| 


in Italy. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





. take it easy! Take it 


easy... with the Spicer AIR-ASSIST doing all 
your endless, tiresome shifting routine! 

Air does the heavy work . . . powerful com- 
pressed air at your fingertip control. All you 
do is go through the shifting motions .. . 
AIR-ASSIST easily, smoothly, quietly guides the 
The AIR-ASSIST Shift adds another feature to 
the long list of advantages already offered 
by the Spicer Synchronized transmission: 


© Equal Shifts for Driver Convenience 


© Positive Blocker Type Synchronizers 


®@ More Leverage for Ease in Shifting 
© Alloy Steel Carburized Gears 

®@ TOCCO Fork Pads for Long Wear 
®@ Gear Hopping Guards 

© Large Bearings for Long Mileage 
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Shareholders of Armstrong Rub- 
ber Co. have voted to increase com- 
mon shares and to change par 
value from no par to $1. Class “A” 
stock will be increased from 1,500,- 





| shares to 640,000 shares. 


The company plans to expand. 
Subject to favorable business con- 
| ditions, Armstrong said it plans to 
offer $7,750,000 of 20-year, 4.5 per- 

cent promissory notes and $9,250,000 
of 15-year convertible subordinated 


000 shares to 6,000,000 shares and | 
| the Class “B” common from 160,000 | 





On the Financial Front 





debentures. The former will be sold 
to a group of insurance companies 
and the latter through public offer- 
ing. Reynolds & Co. will head the 
underwriting syndicate. 

* * ok 


ACF Industries Says Sales 


Show 28 Pct. Increase 


ACF Industries, Inc., experienced 
sales gains in all of its major 
product categories for the fiscal 
year ended Apr. 30, James F. Clark, 


DOES IT... 2” any shift pattern 
under any operating conditions... 





Over 250,000 Spicer Synchronized 
Transmissions have been installed in 
heavy-duty trucks and busses, for a wide 
range of civilian and military services. 
Ask Spicer engineers to help you adapt 
the Spicer Synchronized Transmission and 
the new AIR-ASSIST Shift to your needs. 
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| 1956 v. 1955: Sales, 
$35,197,194. Earnings, $2,044,832 v. 
$720,226. 
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president, told members of the New 
York Society of Security Analysts. 

Preliminary figures indicated 
sales of $245 million a 28 percent 
increase over those for the pre- 
ceding fiscal year, he said. Net 
profits were approximately $8 mil- 
lion, equivalent to $6.08 a common 
share, compared with $5.17 a share 
in the preceding year. 


* * * 
Ray-O-Vac Reports 
$1,722,603 Earnings 

Ray-O-Vac Co., Madison, Wis., 
has reported net earnings of §$1,- 
722,603 for the fiscal year ending 
March 31, 1956, as compared to 
$1,689,636 for the previous year. 

Donald W. Tyrrell, president, 
said that Ray-O-Vac is making 
application to list the firm’s stock 
on the New York Stock Exchange. 
This is expected to implement the 
company’s program of diversifica- 
tion by providing a ready market 
for Ray-O-Vac stock. A two-for- 
one stock split was authorized by 
the Ray-O-Vac board payable to 
stockholders of record June 15. 
The annual report traced the net 
worth growth during the year to 
$10,860,674 from $9,936,851. 

+ = 


H. I. Thompson Fiber Glass 


H. I. Thompson Fiber Glass Co., 
first half, 1956 vs, 1955: Sales, $2,- 
697,849 and $1,954,112; net earnings, 
$226,168 and $105, 402 


F eddere-Qulgen 


Fedders-Quigan Corp. nine- 
month report (ended May 31), 
$47,718,011 v. 


Kaiser Steel 


Kaiser Steel Corp., nine months 
ended March 31, 1956, against cor- 
responding 1955 period: Earnings, 
$7,226,455 and $169,311. 


Canadian Tire 


Canadian Tire Corp., Ltd., 1955 
vs. 1954: Net profit, $1,250,061 and 
$999,595; working capital, $3,399,590 
and $3,050, eae. 


adi Oil 


Douglas Oil Co. of California, 
fiscal year ended March 31, 1956 vs. 
fiscal 1955: Sales, $23,835,126 and 
$20,999,655; net income, $448,500 and 
$202,547. 


Logo Expands 
CHICAGO.— An expansion pro- 
gram involving the addition of 
more than 7,000 square feet of 
plant, office and research space has 


been completed by Logo, Inc, 
maker of solvents, resins and inter- 
mediate products. 


Calendar 


(Continued from Page 12) 


General 

Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago. 

Oct. 414 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 1-12 — peotigedt Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England, 

Oct. 22-26—Nationa! Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congas 
and Exposition, Conrad Hilton, " 
ao Morrison and LaSalle Hotels, 
hicago. 

Oct. 23-25—I\ith Annue! National Protec- 
tive Packaging and Materials Handling’ 
Exposition, Kiel Auditorium, St, Loéis. 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance 
Convention, Hotel 
York. 

Nov. 8-9—National Fuels and Lubricants 
=k Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-11—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. 26-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis. 


Conference 
Commodore, New 


Jan. 14-18—Annual Meeti anally of 
Automotive ineers, tie, Sh 
Cadillac and Statler s, "Sten. 


Jan.—Sixteenth Annual cacaenk Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif, 

Feb. 47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 


March 11-12—Annual Egreantion, Cana- 
dian Automotive lers' & Man- 
ufecturers’ Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 


ice Show, Show Mart Bidg., Montreal. 
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Hull-Dobbs Salesmen Join Ford 500 Clab— 


Nineteen salesmen at the Hull-Dobbs, Inc. (Ford), Cleveland, have been awarded 
pins and certificates as members of Ford's 500 Club. Standing, from left, are Richard 
Cutlip, Ford district sales representative; Arthur Edmonds, truck manager; Carl W. 
Trautman, John Hanley; Joe Zingale, John Duran, Harry Humes, Ernest Spiller, Armand 
Colucci, Bob Miche, Walter Kliemenc and Henry Bodner. Front row: William Akita, 
John A. Nuzzo, Joe Maduri, Mike Bald, Jaro Czuck, John Dobner, Zenon Lesch, Jim 
Teber, William Douglas and James White, sales manager. 








CHICAGO.—Final results of a 
survey taken by the Chicago Auto- 
mobile Trade Assn. show approxi- 
mately two-thirds of Chicago 
dealers would be adversely affected 
by a proposed new rezoning. 

In the majortiy of cases, the 
used-car lots would be affected. 
Under a new plan, the zones would 
be upgraded, making the use of 
the zone for used-car sales non- 
conforming. The CATA will file 
individual protests for each dealer 
affected, 


* * 2 


Fla. Judge Warns Dealers 
About Using ‘Phony Tags’ 


TAMPA, Fla.—tTraffic Judge W. 
Marion Hendry has warned local 
used-car dealers to halt their 
practice of putting “phony tags” 
on newly purchased automobiles. 

Two defendants have been fined 
$50 or 25 days in jail each. They 
told the judge they bought the cars 
with the improper tags already on 
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Used-Car Notes 





the vehicles, Judge Hendry told 
the defendants that they have 
“good grounds for a civil suit” to 
reclaim amounts of the fines. 

* * * 


21 Years on Air 

INDIANAPOLIS. —North Side 
Chevrolet, Inc., has signed as spon- 
sor of. Wally Nehrling’s show on 
Radio Station WIRE for the 2ist 
consecutive year. The dealership is 
WIRE’s oldest continuous sponsor 
and Nehrling’s show is the oldest 
commercially sponsored radio pro- 

gram in Indianapolis. 

ca * iz 


New Sparta Firm 

SPARTA, Ga. — A new automo- 
bile firm has been established here 
by Fred Yarbrough and Sidney 
Kennedy under the name of Sparta 
Motor Sales, Inc., located on Broad 
St. The firm will handle new and 
used cars. Yarbrough has been affili- 
ated with local automobile agencies 


Winner of the Alfred P. Sloan 
Highway Safety Award 


Photo by Sarra Inc. 


I am a typewriter. Across my ink-stained face are written many human experiences. 
During the coming beautiful days, I shall pound into the record books many names. 
I SHALL WRITE—Killed, passing on a hill, John Doe.—kKilled, passing on a curve, 


Bill Doe, wife and 3 children. 


I SHALL ALSO WRITE—"To save a minute, he lost a life" or "A minute saved—a 


quick trip to the grave." 


I write on...pounding names into the recerd books of death. 


What's YOUR name? 


Tired, hackneyed phrases describing the end of bubbling, enthusiastic, happy lives. 


What's YOUR WIFE'S name? How many CHILDREN have you? 


Because so many answer, I must write—I must work. YOU can make every day safer 
for yourself and your family by driving EXTRA carefully. Please be courteous, be 


careful—I CAN SPELL ANY NAME. 


Automobile manufacturers and automotive suppliers are continually improving cars 
to help reduce the accident-—causing tensions of driving. One of these suppliers, 
Auto Specialties Mfg. Co., Inc. of Saint Joseph, Michigan, has developed safer 
brakes for today's more powerful cars: Auto Specialties Double-—Disc Brakes. These 
brakes, designed on an entirely new principle, have passed severe braking tests at 
leading car factories. Auto Specialties Double—Disc Brakes make driving safer, . 
make drivers surer of their brakes. Their adoption by the car factories will be in 
keeping with the automotive industries' aim for safer and safer driving. So while 
you're out driving, be courteous, be careful. Remember, "I CAN SPELL ANY NAME." 

A 16—page, 4-color book, "The Stopping Story," gives detailed information about 


these brakes. It's free. Write for it to 


AUTO SPECIALTIES MFG. CO., INC. 
Saint Joseph, Michigan 


Plants also at Benton Harbor and Hartford, mgr and Windsor, Ontario, Canada 
i 


Manufacturing for the automotive and farm 


nery industries since 1908 





for_a number of years while Ken- 
nedy is a newcomer in the fieid. 
a” * * 


Jacksonville Independents 


Elect Carter President 


JACKSONVILLE, Fla.—Theo 
Carter has been elected president 
by the Jacksonville Independent 
Automobile Dealers Assn, 

E. F. Murray was named vice. 
president and Harris Faulk wag 
elected secretary-treasurer. The 
Jacksonville group was recently 
reorganized, 

* . 


. 
Yarbrough and Kennedy 
Open Sparta (Ga.) Firm 

SPARTA, Ga.—Sparta Motor 
Sales, has opened here on Broad 
Street. Fred Yarbrough and Sidney 
Kennedy are owners. 

Yarbrough has been affiliated 
with other Sparta automobile firms, 
Kennedy is a newcomer to the 
automotive field. 


* * + 
Night Out 
CLEVELAND. — The Cleveland 
Independent Automobile Dealerg 
Assn. will hold its summer golf. 
dinner dance Aug. 2 at Lake 
Forest Country Club, 


* * * 


Glitter, Glitter 
Lil Car; Wonder 
Watt.You Are? 


LOUISVILLE.—The 175 used-car 
lots in Louisville and Jefferson 
County use approximately twice as 
much electricity to attract buyers 
and make their cars look good as 
the City of Louisville pays to light 
its streets, according to a writer in 
the Louisville Courier-Journal. 

The city pays $324,000 per year 
for lighting the streets and it was 
estimated that the lots burn about 
$630,000. Not only that, but the 
writer figured that the dealers pay 
about $40,880 for light bulb replace- 
ment per year. 

Whether or not “bulb lifters” or 
just attrition was to blame, the 
writer would not say. 

The dealers said such lighting 
paid off in three ways: It attracts 
people and gives them longer to 
shop; the lights turn dark days into 









‘| bright ones, and the cars look bet- 


ter. 


“An old dog a customer might 
not give a second glance during the 
day will look like it’s almost new 
under the lights,” commented one 
dealer. 


Argentine Action 
Hailed by Kaiser 


WASHINGTON- — Edgar F. 
Kaiser, president Kaiser Industries 
Corp., has said he believes the 
Argentine government's decision to 
lift the order which has frozen 
the assets of the company’s affiliate, 
Industrias Kaiser Argentina, is & 
vote of confidence in the project to 
provide Argentina with an automo- 
tive manufacturing plant. 

In fact, he said, the firm intends 
to invest an additional $1 million 
of equipment in the plant, Indus- 
trias Kaiser Argentina produced its 
first ten Argentine-manufactured 
Jeeps in April, and 30 in May, with 
production: increased to 100 for 
June, Kaiser said. 


Thompson and Tebbel 


Join Crampton Board 


GRAND RAPIDS, Mich.—Cramp- 
ton Mfg. Co. has named two new 
directors. They are Harry E. 
Thompson, president, Copeland Re- 
frigeration Corp., and William A. 
Tebbel, Crampton treasurer. 

Crampton President Herman E. 
Pleasant also announced the sale 
of $1,250,000 worth of convertible 
preferred stock to underwriters 
and the booking of an “incr 
volume” of orders for the = = 
mobile and. appliance model year. 
The firm makes plated die-cast 
hardware. 


Ashuelot Motors Burns 

KEENE, N. H. — (UTPS) — 
Several automobiles were d 
and a number rolled to safety by 
company employes and volunteers 
when a two-alarm fire swept 
uelot Motors here. 
estimated at $30,000. 
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Photographed at Wade Simpson's State Fair Auto Auction, Detroit. 


What will a ‘53 Ford knock down in Syracuse? 


.. in Fargo? .. . in Mason City? 


In these days of tight “deals,” the profit or loss 
on the used car he takes in trade often makes the 
difference between profit or loss on the new car 
sale. That auction price in nearby Fremont, or in 
far-off Atlanta is a sensitive barometer of the trend 
in the going price of used cars and trade-in allow- 
ances. The dealer needs to know every week in 
order to avoid costly losses that could eventually 
make or break his organization. 


And where is the only place he can get this 
timely information? in Automotive News, 
the industry’s only weekly newspaper. 


But this is just one phase of the crack editorial 
material that’s a necessary part of today’s modern 
dealer organization. Working in close harmony 
with his parts and service managers, the dealer 
makes buying and ‘selling decisions by the hun- 
dreds. To do this, he has to have complete informa- 
tion on every phase of the market—especially on 
the products available to keep sales and service on 
the move. That’s why the personnel in over 28,000 
dealer establishments read Automotive News 


— and why a dealer in Omaha wants to know 


every week—and pay $8.00 a year for it. That’s 
why Automotive News maintains a constant 85% 
renewal rate without free lists, “‘cut-rate’’ sub- 
scription offers, premiums or rate books, arrear- 
ages or extensions, or sample copies. 


AND HOW ABOUT THE 
FACTORY EXECUTIVE? 


Factory executives from the Chairman of the 
Board all the way to the engineering and produc- 
tion departments, depend on Automotive News 
for accurate reporting. Trends in the industry are 
essential to the “team buying” decisions of over 


Keeps You in Front of the Fast-Moving Automotive Market 
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6,500 of these Automotive News executive sub- 
scribers. 
* co * 
Why not ask your Automotive News representative 
for more facts on the “two-market” power of “The 
Newspaper of the Industry”: 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

DETROIT: R. L. Webber, William R. Maas, Roy Holi- 
han, Woodward 3-0495. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 

Editorial Office: Penobscot Bldg., Detroit 26, Mich. 
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HACKSAW — Combining many of the 
features of hack, coping and keyhole 
saws, the Leytool hacksaw is said to 
permit many uses which are impossible 
with the ordinary hacksaw. Imported from 


England, the saw is made of diecast 
aluminum and English steel. Three 
hardened steel balis provide bearing 


surface against the top and both sides 
of the blade. Weighing slightly more 
than 1% pounds and measuring 5 by 16 
by 1% inches, the saw will take either 
10 or 12-inch standard hacksaw biades. 
Halbee Products Co., 328 Mill St., Parma, 
Mich. 

> ” + 
Concentrated Carwash 
Introduced by Choldrun 


Purple Magic carwash is so 
highly concentrated that a capful 
will produce a bucketful of suds, 
claims Choldun Mfg. Corp., 331 
East St., New Haven, Conn. 

Made of a special formula con- 
taining vegamin wax, Purple 
Magic doesn’t remove wax from 
a car, but rather applies a light 
wax film that protects the finish, 
leaving the car glistening, it is 
said. The preparation can be used 
in hand washing a car, or in con- 
junction with the Choldun Auto- 
Magic Carwasher or other car 
washing equipment. 


Insulated Bags Added 


Jet-Pak, Inc., 859 Summer Ave. 
Newark, N. J., has announced de- 
velopment and availability of two 
new types of insulated bags de- 
signed with double bottoms and 
resilient padding for added protec- 
tion. 

The cushioning, sealed within 
double walls of moisture-resistant 
kraft, is said to protect the product 
from damage and moisture. The 
VCTI-lined bags, in addition to pro- 
tecting products, blanket ferrous 
metal and aluminum products with 
vapor, that Jet-Pak said, provides 


better protection than greasing. 
* - oa 





HYDRAULIC LIFT—A 500 - pound 
capacity, hand-operated portable hydrav- 
lic lift has been developed by Oster Mfg. 
Co., East 289th St., Wickcliffe, O. For 
maximum flexibility, the unit can be used 
as a stacked or a work platform. Specifi- 
cations: Capacity, 500 pounds at a 12- 
inch load center; lift height, minimum to 
maximum, O to 42 inches; turning radius, 
50 inches; overall height, 54 inches; 
overall length, 4334 inches; weight, 254 


pounds. : ‘ 
Metal Parts Cleaner Uses 
Basket, Dunking Method 

Parts Master, a metal parts 
cleaner that is said to dissolve all 
grime, oil, grease, carbon varnish, 
tar and paint by chemical action, 
has been introduced by Rust Mas- 
ter Chemical Corp., 56 Creighton 
St., Cambridge 40, Mass. 

Ordinary grease and gum can be 
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removed from parts dunked into 
the solvent in a matter of minutes, 
while heavier deposits are stripped 
off in about five hours, it is claimed. 
Normally, Parts Master is a cold 
immersion solvent, but faster re- 
sults can be obtained by applying a 
small amount of heat, it is said. 


* * * 





HOSE RETRACTOR—The Aro gasoline 
hose retractor, model 640-076, is designed 
to prevent excess slack in the hose during 
its use, thereby eliminating needless wear 
when the hose is permitted to drag on 
the ground. The retractor also aids in 
return of the hose to pump after its use. 
The unit weighs five pounds, and is 6 
inches high, 6% inches long by .2% 
inches wide. The flat mounting base is 
approximately 4 by. 4% inches. Aro 
Equipment Corp., Bryan, O. 

oe. ss 





LOCKNUT — A high-strength, washer 
hex nut for minimum wrench clearance 
applications has been designed by the 
Elastic Stop Nut Corp. of America, Union, 
N. J. Known as type TEE2032, the self- 
locking nut is said to provide a load 
bearing capacity almost 20 percent greater 
than standard %-28 nuts. The axiel 
tensile strength reaches 5,379 pounds min- 
imum, it is claimed. The ESNA red nylon 
collar in the head of the nut is said to 
provide the positive self-locking feature 
which holds the nut firmly in place in 
spite of severe vibration. The nut, shown 
in a piston rod application, is available 
in %-28 thread size. 

* * * 





EXHAUST CONNECTOR— A flexible 
neoprene “Y"’, that fits 2, 2% and 3-inch 
exhaust hose by means of a special six- 
inch coupler of the same flexible neo- 
prene material, is being marketed by 
O. E. M. Products Co., 5651 N. Ashland 
Ave., Chicago 26, Ill. The unit is designed 
for use with the firm’s carbon monoxide 
exhaust removal assemblies. Using the 
accompanying coupler, it is easy to con- 
nect any of the three hose to the “Y”, 
it is claimed. Both coupler and exhaust 
hose have matching molded threads, 
assuring a tight, leakproof fit, it is said. 





PUSHBUTTON STARTER — A _ heavy- 
duty, weatherproof pushbutton starter has 
been marketed by Cole-Hersee Co., 20 
Old Colony Ave., Boston 27, Mass. Called 
No. 9179, the unit has silver inlaid con- 
tacts and contactors for use on 24, 12 and 
six-volt electrical systems. The switch 
mounts readily through a %-inch diame- 
ter hole, and is furnished with two termi- 
nal screws. 

* > = 





LAMP GUARDS—A line of watertight, 
keyless lamp gvards, with closed-end 
cages and neoprene-buty! handles, is now 
available from McGill Mfg. Co., Inc., 
Valparaiso, Ind. The guards are available 
in several models, including model 7600- 
M with standard cage for bulbs to 


50-watt size, and model 7600 with stand- 
ard cage for bulbs from 60 to 100 watts. 
* * * 












COOLING SYSTEM TESTER—A pressure 
tester for pressurized cooling systems and 
caps has been introduced by Stant Mfg. 
Co., Inc., Connersville, Ind. Wearproof, 


the tester is said to feature accurate 

cams and cam lugs, convenient right 

angie design, a foolproof gauge, manual 

relief valve and heavy cast adaptors. 
“eee Se 


Amplex Announces Increase 


In Oilite Bearing Stock 


A 50 percent increase in Oilite 
bronze. bearings available from 
stock has been announced by the 
amplex division, Chrysler Corp. A 
total of 1,050 different sleeve, flange 
and thrust bearings are now in 
dealers’ hands throughout the 
United States and Canada. 

Oilite’s “Stock List S-56” gives 













































the dimensions of these bearings 
ranging in size from %-inch to 
four-inch inside diameter. Included 
is a substantial selection of cored, 
bar and plate stock plus six pages 
of engineering data. Copies of the 
list can be obtained by writing to 
Amplex Division, Chrysler Corp., 
Detroit 31, Mich. 





HYDROMETER—The Edelmann No. 909 
Freez-D-Tector, designed for testing anti. 
freeze, features a built-in “Magic-Eye” 
plastic magnifying lens that is said to 
triple the size of freezing-point figures 
on the chart. In addition, the “Magic. 
Eye” uses a single chart for all Ethylene 
Glycol and Methanol types of anti-freeze 
solutions, eliminating the need for con- 
version tables, it is claimed. Another fea- 
ture of the unit is that it can be used fo 
test solutions at temperatures up to 180 
degrees, it is said. E. Edelmann & Co,, 
2332 W. Logan Bivd., Chicago 47, If. 
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Specialized Tools For 
AUTOMATIC TRANSMISSION 
fue em oe 
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WATER DEMINERALIZER—A high-ca- 
pacity, portable water demineralizer has 
been placed on the market, making it 
possible for garages and service stations 
to feature mineral-free battery water 
service. The unit, called Crystalab Deema- 
jet model DJ-128, connects to any faucet 
and demineralizes ordinary tap water at 
@ rate as great as two galions per 
minute, it is claimed. Crystal Research 
Laboratories, Inc., 29 Allyn St., Hartford 
4, Conn. 
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TRANSMISSION TOOLS—A set of avto- 
matic transmission service tools has been 
marketed by Snap-on Tools Corp., Keno- 
sha, Wis. Designed for external adjust- 
ments on transmissions, the tools come 
with a special tool stand. The manufac- 
turer also furnishes an illustrated and 
detailed book of instructions which show 
the step-by-step procedures for mos? ad- 
justments, it is claimed. 


STRING BUFFS—A line of string bvufts 
for industrial polishing departments and 
job shops has been announced by 
Schlegel Mfg. Co., Rochester 7, N. Y. 
Cotton string section wheels and cotton 
string cup bobs, or goblet buffs, are 
available in a standard selection of the 
most popular sizes, or can be made up 
according to specifications. The cotton 
string buffs are easy to clean, and are 
recommended for aluminum, brass, silver 
and soft metal alloys, as well as for 


chrome and steel. 
s *¢ ® 


CEMENT BOND—Tropical Cement Bond 
was developed to provide a successful 
means of patching or reconditioning 
broken or cracked concrete floors, steps 
and driveways. The holding. strength of 
the bond is said to be shown in the 
picture above. Brushed on block surfaces, 
the product supports 135 pounds without 
difficulty. It is used to bond new cement 
to old. Tropical Paint Co., Cleveland 
4, So. 

* * * 
Fountain Autowasher 


Developed by Kleen-Mor 
Kleen-Mor Mfg. Co., Jackson, 
Miss., has. developed a new 
of fountain autowashers for home, 
commercial and industrial purposes. 
The product is patterned 
Kleen-Mor’s airplane washers. 
A feature of the product, @ 
ing to Kleen-Mor, is long- 
wash pads which are co tly 
rinsed by pressurized water 
not scratch or mar finishes. 


NAIL DETECTOR—An electronic nail 
detector called the Magic Hand, model 
900, which is said to detect metal objects 
in tires before they can damage the tire, 
has been marketed. The unit it said to 
react the same as a mine detector. One 
sweep over the surface of the tire and 
a sound signal gives the pinpoint of 
any foreign metal object, it is claimed. 
Plugged into any 110-volt outlet, the 
detector can be used without removing 
the tire from the wheel. Big Four Indus- 
tries, Inc., 5938 Carthage Court, Cin- 
cinnati, O. 
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His Chief Worry: Not Eno 


Cars... 
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Profit at 6 Milner Deals Up 7% 


By Ed Brown 
Staff Correspondent 

NEW YORK. — R. E, Dumas 
Milner, who operates six GM 
Gealerships in the South, reports 
that his auto profits are up 7 per- 
cent to $842,000 during the first five 
months of 1956, compared with the 
same 1955 period. 

Milner attributes 60 percent of 
the success in his four Chevrolet 
and two Pontiac outlets to suc- 
cessful salesmanship, 20 percent 
to advertising and 20 percent to 
customer relations. 

Milner declared last week, “My 
chief concern right now is whether 
we will have enough cars to sell 
in view of the cutbacks in factory 
production.” 

If he can get all the cars he 
needs, Milner expects total 1956 
gales to run well ahead of his rec- 
ord 1955 sales of $60 million. 


the six dealerships, garages, a 
hotel, a ten-story office building 
and an insurance company. Com- 
bined sales were $100 million in 
1955. 


Gross sales were $21 million for 
1956 to June 1, as against $17 
million for 1955 in the like period. 
New units sold by Milner in the 
first five months of this. year 
totalled 4,887, compared with 4,110 
in the same period of 1955. Almost 
none of these are fleet sales, 
according to Milner. Used units 
sold during this period of 1956 
amounted to 5,440, compared with 
4,740 in 1955, 


Parts and accessories sales nearly | 


doubled from $791,178 in 1955 to 


$1,232,677 in 1956, while labor sales | 


rose from $513,458 to $718,977. 


Explaining the increased sales, | 


Milner said: 


creased sales are directly related 
to our heavy advertising.” 

The 1956 local advertising per 
new-car-sold is $56 as against $35 
for 1955. Milner said he expected 
to continue at this rate for the re- 
mainedr of 1956. 

“Less griping,” Milner declared, 
“and more work would accom- 
plish a great deal for the entire 
industry. 

“You’ve got to be braced for 
the temporary downturns. We 
have been planning for the 
downturn for several years and 
when sales started to slow up, 
we went into high gear. I don’t 
know who I’m quoting, but the 
man who first said, ‘You’ve got 


to spend a buck to make a buck,’ 


said it all.” 


“I believe that the reason the 
automobile business is off the 1955 


“The buying public is getting 
tougher and tougher .. . this guy 
insisted we take his mother-in- 
law on the trade.” 





a good bid for the consumer’s 





| customer 
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and to spend more money to make 
a sale.” 

The six Milner dealerships will 
spend approximately $1 million 
this year in advertising. Three- 
quarters of each Milner dealer- 
ship’s budget will go into news- 
paper linage, with the remainder 
equally divided between spot radio 
and television. 

Currently a “Lucky Key” con- 
test is under way in five of the 
six dealerships. Thousands of 
keys are being mailed out to 
car owners. One of the keys 
will unlock the steering wheel 
of a new car on the dealer's 
floor. All the recipients have to 
do to find out if they have the 
lucky key is to call at a Milner 
dealership and try their luck. 

Summing up his feelings on good 
relations, Milner said, 
“You've got to make every buyer 
a satisfied customer, You can 
make nickels on your parts and 
service department and lose thou- 








‘ sands of dollars through bad word- 

“We have stepped up our ad- | pace right now is that soft goods| dollar. I also think a tightening of | of mouth publicity from one cus- 
vertising budget 39 percent over | and some of the newer appliances | money is having its effect. It’s| tomer who thinks he has been 
1955. We consider that our in- | like air conditioning are making! up to use to put out more effort ' badly treated.” 


Complimenting his salesmen, 
he said, “We take a personal 
interest in our. sales force. We 
_assume a personal interest in 
their familiy problems. We pro- 
mote from within, making them 
feel they are a part of the busi- 
in. ness organization. Within the 
past two years, 80 people in our 
organizations have received sub- 
stantial promotions.” ; , 

Milner’s slogan is “The only good ‘ : 7 : 4 
salesman is a happy salesman.” 
For that reason the salesman’s wife 
is considered a part. of the team. | 
Before a salesman is hired, his | 
wife is also interviewed. This is ; 
to determne how well the new man 
will fit into the organization and 
whether his wife is anxious and 
eager to help him. 

Milner believes bonus incentives 
ate the best way to generate 
enthusiasm among salesmen. A 
different incentive is established 
each month. In the past few 
months, incentives have included a 
$1000 and a $500 U. S. Savings 
Bond, presented to the wives of the 
first and second place salesmen. 
Other prizes included free trips to 
Mexico for leading salesmen and 
their wives. _ 

Salesmen at the six dealerships 
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oe average about $55 commission per 
Keno- car sold. This does not include 
adjust- the commissions on extras such 
come as radio, heater and other acces- 
Be Along with the special incentives, 
show the regular incentive plan stacks 
st ad: up as follows: If a man sells 15 


units per month he receives an 
extra $100; 20 units brings him 
$150 extra; 25 units warrants an 
extra $200, and if he sells 30 or 
More cars he receives an extra 
$250. 
Discussing his handling of sales- 
men, he asserted, “We train them, 
work with them, and instill our 
own brand of enthusiasm in them. 
In this. manner we had one man 
who in a very short time was sell- 
ing well in excess of 50 cars a 
month. Needless to say, he has 
been promoted and is now manager 
of our Little Rock operation.” 
Not yet 40, Milner is president 
of Milner Enterprises, consisting 
of 12 firms, among which are 
iS 


Registrations Rise 
9 Pct. in Canada 
During 1955 


OTTAWA. Canadian auto 
Tegistrations rose 9 percent to a 
total of 2,935,412 during 1955, 
&ccording to the Canadian Gov- 
ernment. Total registrations for 
all motor vehicles increased 8 per- 
Cent to 3,948,787. 

ie the number of car regis- 

ms rose in every province, the 

Steatest increase was in Ontario 

the jump in 1955 was from 
1,292,133 to 1,187,725. 

increases in the other prov- 

in car registrations were as 





In all the Chicago families where Dad is under 45, you 
can be sure he’s buying more—and more often—than he 
ever will again in his life. 

Yet not one of Chicago’s 4 daily papers reaches even 
half of these young men. In Chicago, it takes 2. . . and 
one must be The Sun-Times. 

Younger Chicagoans read the Sun-Times because it’s 
their kind of newspaper—it’s convenient, easy to handle, 
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Market Trend 


In the first decline in seven 
weeks, the overall average price 
of used cars sold at wholesale 
auction last week declined $10, 
according to Automotive News’ 
index. 

Losses were constant through- 
out the top portion of the index: 
"56s and ’53s declined $5, ’52s went 
down $7, 54s fell $26 and ’55s took 
a $60 slash. 

The loss on ’55s brought a new 
low for that model. 

On the other hand, 50s went up 
$13, °49s advanced $6 and ‘Sis 
gained $3. 

At a group of representative 
auctions last week, the average 
consignment was 218.6 units, a 
new high for the year. An aver- 
age 72.8 percent of the units was 
sold. 

A week earlier, an average 76.9 
percent of 193.8 units was sold. 


Prices marked with an * indi- 

cate a unit equipped with an au- 

tomatic transmission or overdrive 

and (ps) indicates power steering. 
+ * * 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of June 22.) 
(Market very active on all clean cars.) 
BUICK—’'56 Special station wagon, $2,600*; 
conv., $2,535; Riviera, $2,475*, $1,960*. 
'55 Super Riviera, $2,090* (ps), $2,035* 
(ps); Special Riviera, $1,800*. ‘54 Cen- 
tury station wagon, $1,985*; RM Riviera, 
Sa ,720* (ps), $1,630* (ps); Special 4-dr., 


CADILLAC—'56 (62) coupe de Ville, $4,- 
675* (ps), $4,335° (ps); 4-dr., $4,200*° 
(ps). "55 (62) coupe, $3,345* (ps); 4-dr., 
$3,000* (ps). ‘53 (62) coupe de Ville, 
$1,900* (ps); coupe, $1,790°. 

CHEVROLET—'56 Corvette, $3,330*; Bel 
Air (8) Nomad, $2,560*; conv., $2,500*; 
Sport sedan, $2,280*; 4-dr., $2,240°, $2,- 
125°; Two-ten (8) 4-dr., $2,095. "55 Bel 
Air (8) Sport coupe, $1,765; conv., $1,- 
575* (ps); Two-ten (8) 2-dr., 2 at $1,250. 
"54 Corvette, $1,635*. 

CHRYSLER—'55 NY 4-dr., $1,875* (ps). 
’53 Windsor Newport, $995* (ps); 4-dr., 
$625*; Imperial 4-dr., $910* (ps); NY 
4-dr., $650° (ps). 

DeSOTO—'49 Custom 4-dr., $165. 

DODGE — '56 Coronet (8) 2-dr., $2,190*. 
"53 Coronet (8) 4-dr., $665. 

FORD—’'56 Parklane station wagon, $2,- 
330°; Fairlane (8) Crown Victoria, $2,- 
325° (ps); Victoria, $2,255*, $2,135*; 
4-dr., $2,165*; Custom (8) 4-dr., $2,125*. 
55 Fairlane (8) Victoria, $1,775*, $1,- 
675°; 4-dr., $1,330; Main (8) Ranch 

~~ Wagon, $1,615; Custom (8) 2-dr., $1,160, 
$1,130. °54 Country sedan, $1,300; Crest 
(8) Victoria, $1,090*. 
HUDSON—’'55 Wasp 4-dr., $925*. ‘51 Hor- 
net 4-dr., $230. 

LINCOLN—'47 conv., $295. 

MERCURY—’56 Monterey Phaeton, $2,475*; 
Sport coupe, $2,350°, $2,130*. '54 Monte- 
rey Sport coupe, $1,475*. ‘53 Custom 
conv., $1,085*; Sport coupe, $1,055; 4-dr., 
$835*. 

OLDSMOBILE—’56 (88) Super conv., $2,- 
oe? 4-dr., $2,750*; Deluxe Holiday, $2,- 

, $2,665°; 4-dr., $2,550*, $2,368*. °55 
tas)’ Holiday, $2,175*; 4-dr., $2,070*, 
$1,860*. °54 (88) Holiday, $1, 115* (ps). 

PLYMOUTH—’'56 Belvedere (8) 4-dr., $2,- 
110*, $2,000*; Savoy (8) Sport coupe, 
$1,955*. °53 Cambridge Suburban, $770, 
$700. 52 Cranbrook Belvedere, $525. 

C—'55 Star Chief (8) conv., $2,- 
055* (ps). °53 Chieftain (6) Catalina, 
$960; Chieftain (8) 4-dr., $865* (ps). '52 
Chieftain (8) 4-dr., $385*. ‘50 Silver 
Streak (6) 4-dr., $240; 2-dr., $145. 

STUDEBAKER—'55 President coupe, $1,- 
500°. 


WILLYS—’56 station wagon, $1,700. 

MISCELLANEOUS—’'56 GMC %-ton pick- 
= S $1,825; Powell %-ton Sport wagon, 
$1,090. ‘55 Chevrolet %-ton pickup, $955. 
‘52 GMC %-ton pickup, $560; Dodge %- 
ton pickup, $325. 


DYER, IND 


(Dyer Auto Auction. Sale every Friday. 
for sale of June 22.) 

i (Market steady, remaining about the 
the past 30 days, Sold 240 cars 


-) 
BUICK—’56 Special 2-dr., $2,115*. °55 Spe- 
$1 °; Super Riviera, $1,- 
900* (ps). 53 RM Riviera, $1,095* (ps); 
conv., $1,010* (ps); Special Riviera, $1,- 
025°; 4-dr., $785*; Super Riviera, $1,000* 
¢ ), $800°. ’51 Special 4-dr., $360*. 

ILLAC—'55 (62) coupe, $3,385* (ps). 
*54 (62) coupe de Ville, $3,000* (ps). ’53 
(62) coupe de Ville, $1,790* (ps); 4-dr., 
$1,595*. 52 ~. 4-ar., $1,285* (ps). 51 
(62) conv., $1,000 
CHEVROLET—'56 Bel Air (6) conv., $2,- 


pe, $2,050*; 
4-dr.; $2,045*, $2,005*; Two-ten (6) 2-dr., 
$1,630. '55 Bel Air (8) coupe Si oes: 
(ps); Two-ten (6) 2-dr., $1,145, $1 





$873 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$874 


Nov. Dec. Jan, Feb. March 
* Prices of '56s added; '48s8 dropped. 


One-fifty (6) 2-dr., $1,000. '54 Bel Air 
conv., $1,190*, $1, "170°; Two-ten 4-dr., 
$870; club coupe, $825*: One-fifty 2-dr., 
$715. '53 Bel Air 4-dr., $860*, $715*, 


$700; Two-ten 4-dr., $660, $590, $535. 


CHRYSLER—’50 Windsor coupe, $190. ’48 


NY conv., $150. 
DeSOTO—'51 Custom 4-dr., $315. 


DODGE—’55 Royal Lancer, $1,800*; Coro- 


net 4-dr., $1,400*. '53 Coronet Diplomat, 


$485; 2-dr., $475*; Meadowbrook 2-dr., 


$450*. '52 Coronet 4-dr., $250. 


FORD—'56 Thunderbird, $2,920; Fairlane 


(8) conv., $2,200*%; Custom (8) 2-dr., 


$1,340. 5S Fairlane (8) Victoria, $1,675*, 
$1,600*; 4-dr., $1,470*; Country sedan, 


$1,675*; Main (8) Ranch Wagon, $1,345: 
-dr., $1,010; Custom (8) 4-dr., $1,400*, 





$1,175*, $1,090. 54 Custom (8) 4-dr., $1,- 
050, $1,015*, $745*, $655*; Custom (6) 
2-dr., $855. 

HUDSON—’53 Super Jet 4-dr., $340. 

KAISER—’53 Deluxe 4-dr., $460*. 

LINCOLN—’53 Capri coupe, $1,155*, °52 
Capri conv., $865*. 

MERCURY—'56 Montclair ent $2,560* 
(ps); Monterey coupe, $2,175*. '55 Mont- 
clair coupe, $2,095* (ps); Monterey 4-dr., 
$1,615*. '53 conv., $910*; coupe, $785*. 
’52 4-dr., $525. 

NASH—'56 Rambler Cross Country, $2,- 
100*, $1,925*. ’54 Statesman 4-dr., $920*. 
53 ‘Ambassador 2-dr., $795*; Rambler 
Country Club, $725*. '52 Rambler Coun- 
try Club, $410*; Statesman 4-dr., $285*. 

OLDSMOBILE—’56 (98) Holiday, $2,870* 





(ps). ’55 (98) 4-dr., $2,200* (ps); (88) 
4-dr., $1,950*; Super a, $1,960* (ps). 
"54 (88) Holiday, $1,630*; 4-dr., $1,400*. 
gross (88) Holiday, $1, 215°; Super 4-dr., 

PACKARD — 50 4-dr., $105*, °37 4-dr., 


$ 

PLYMOUTH—’56 Belvedere (8) Hardtop, 
$2,130*. '55 Savoy (8) 2-dr., $1,085, ’53 
Cranbrook 4-dr., $500*. 52 nateosk 
— $370. "49 Special Deluxe 4-dr., 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,350*; Star Chief conv., $1,305* 
(ps). '53 Chieftain (8) 2-dr., $725*, $705, 
$685*. '52 Chieftain (8) Catalina, $600°, 
$535*; 2-dr., $535*. 51 Silver Streak (8) 
2-dr., $350*, $140°. ’50 Silver Streak (8) 
Catalina, $310. 

STUDEBAKER — '55 station wagon, $1,- 
350. '54 Champion coupe, $925*; 2-dr., 
$715*. ’°53 Champion 2- -dr., $535*, $470. 
*52 Champion 4-dr., $275*, $145°: Com- 
mander 4-dr., $210*. 

WILLYS—’53 Aero Falcon 2-dr., $360. ’52 
a $400*. ’51 station wagon, 


$365* 

MI NEOUS—’55 GMC %-ton pick- 
up, $945. °52 Hillman Minx 4-dr., $115. 
’51 Hillman Minx 4-dr., $220. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 

Tuesday. Prices are for sale of June 26.) 
(Market very steady. Bidding active 
throughout the entire sale. Sold 137 cars 
out of 171 offerings.) 

BUICK — ’'56 Special station wagon, §$2,- 
700*. °55 Century conv., $2,205*; Riviera, 
$1,965* (ps); Special 2-dr., $1, 515, '54 
Special 4-dr., $1,540*, $1,400*, $1,390*; 
2-dr., $1,315*, $1,150. '53 Super Riviera, 
$985*, $925*; ‘Special 2-dr., $700. '52 Spe- 
cial 4-dr., $435. ’51 Special 2-dr., $300, 
eee Super Riviera, $280*. ‘49 RM 4-dr., 


CADILLAC—’52 (62) coupe de Ville, $1,- 
250* (ps); 4-dr., $1,100. °49 (75) sedan, 
$530°; (62) 4-dr., $200*. 





ALABAMA 





JOHNSON AUTO AUCTIONS 

HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 

FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 

Insured Checks and Titles 

Lawrenceburg, Tenn. Every Tuesday 





CALIFORNIA 





SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 





COLORADO 








COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 

4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





QUINCY—Quincy Auto Auction, 3220 
Broadway. Friday. 





IOWA 


MASON CITY—Central States Auto 
Auction. Every Wednesday at Noon. 
Phone 1182 or 96. 
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MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ae west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Tities and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








TINNIN AUTO. AUCTION 
Auction Every Tuesday—Dealers Only 
Box 847 Meridian, Miss. 
Phones: Bus. 9274—Home 5524 
Black Top Lot—Cars Are Always Clean 
Bill Tinnin, Sale Owner 
Air Conditioned Cafe and Office 
All Checks and Titles Are Insured 














ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and. Operated by 
BILL McCRACKEN ond 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








NEW YORK 
LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 








NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
a Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel, EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
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EMLENTON — Emlenton Auto Auc- 
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Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





Model Breakdown 
Of Auction Averages 


July, 1956 June, May, 

Model To Date 1956 1956 
ROBB inscscserises $2,178 $2,183 $2,164 
1,589 = 1,578 
1,117 1,082 








Average $ 854 $ 864 $ 852 
LL 
CHEVROLET—'56 Two-ten (8) 2-dr., $1,. 

695*. '55 Bel Air (8) conv., $1, 610°: Bel 
Air (6) 2-dr., $1,470; Two-ten (8) 2-dr., 
$1,240*, $1, 125, | $1, 110; Delray coupe, 
$1,280*; Two-ten (6) 2- ar., $1,300; One- 
fifty (6) 2-dr., $1,090. ’54 Bel Air club 
coupe, $1,300*; Two-ten club coupe, $1,. 
120*, $1,105, '$1,015* (ps); 4-dr., $910, 
$895*, $865, $800, $750; Delray’ coupe, 
$950°. 53 Bel Air Sport coupe, $850¢, 
$790*; 4-dr., $715*; conv., $790*; club 
coupe, $880*; station wagon, $900, $850; 
Two-ten 2-dr., $710, $700, $590. '52 sL 
Deluxe Bel Air, $600*; 2-dr., $430, $360, 
’51 SL Deluxe 4-dr., $450, $380*; FI, 
Deluxe 2-dr., $135*. "50 Hardtop, ‘$245, 

DeSOTO—'53 Wayfarer 4-dr., $900* (ps), 
’52 Custom 4-dr., $350*. 

DODGE—'55 Coronet “(8) Hardtop, $1,345, 
"54 Royal club coupe, $1,075* (ps). '53 
Coronet (8) Diplomat, $685*, $675*. 

FORD—'56 Country sedan, $2,080*; Fair. 
lane (8) conv., $2,005*; Main (8) Ranch 
Wagon, $1, 800. °55 Thunderbird, $2,465* 
(ps); Fairlane (8) conv., $1,760*; Vie 
toria, $1,675*; 2-dr., $1, 505°, $1, 450, $1,- 
430* (ps), $1,410, "$1, 375; Custom (8) 
conv., $1, 715*; 4-dr., $1, 395, $1,300, $1,- 
280, $1,260*. "54 Custom (6) 2-dr. $910, 
$835; Custom (8) 2-dr., $930. '53 Crest 
(8) Victoria, $1,050*; Custom (8) 4-dr., 
$750. 52 Custom (8) station wagon, $700: 
4-dr., $475; 2-dr., $450. ’51 Custom (8) 
Victoria, $420*, $350°; Custom (6) 
$345; Custom (8) sedan, $300*, $225. "59 
Custom (8) 2-dr., $255. '49 Custom (8) 
2-dr., $195. 

MERCURY—'56 Montclair 4-dr., $2,230*, 
‘55 Montclair 2-dr., $2,030* (ps): Sun 
Valley, $1,965* (ps). '52 Monterey Hard- 
top, $620; 2-dr., $500. '49 4-dr.. $195. 

NASH—’'54 Statesman 4-dr., $885; conv., 
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$630. 

OLDSMOBILE—’'56 (88) Holiday, $2,335*, 
"55 (88) Holiday, $2,075*, $1,665*; 4-dr., 
$1,870* (ps), $1,600*; Super 4-dr. $1,- 
860, $1,795. "54 (88) 4-dr., $1,350". "53 
(98) 4-dr., $1,140° (ps); (88) 4-dr, 
$915°. '52 (88) 4-dr., $765*; (98) Holi- 
day, $750*; 4-dr., $550*, $540*, $515. 

PACKARD—'55 Clipper 4-dr., $1,660*. ’53 
Clipper 4-dr., $875* (ps). "51 4-dr., $300, 

PLYMOUTH — '54 Belvedere 4-dr., "$900; 
Plaza 4-dr., $735°. °53 Cranbrook sedan, 
$615, $590. °51 club coupe, $275. 

PONTIAC—'55 Chieftain (8) club coupe, 
$1,925*; Catalina, $1,800*. "54 Star Chief 
(8) 4-dr., $1, 155*; Chieftain (6) 2-dr., 
$795. '53 Chieftain (8) 4-dr., $700; Chief 
tain (6) 2-dr., $765, $600. '52 Chieftain 
(8) 4-dr., $185. 

STUDEBAKER—’50 Champion 4-dr., $170, 


CHICAGO 


(Arena Auto Auction. Sale every Tues 
day. Prices are for sale of June 26.) 
(Sold 267 cars out of 329 offerings.) 
BUICK—’'56 Speciab 4-dr., $2,750* (ps); 
Century 4-dr., $2,590° (ps). ‘55 
conv., $2,090° (ps); Riviera, $2,080° 
(ps), $2,060* (ps); Special 2-dr., $1,855*, 
$1,455, $1,400. "54 Super conv., $1,595* 
(ps), $1,530° (ps); RM conv., $1,545° 
(ps); Rivera, $,1450° (ps). 
CADILLAC — '56 Eldorado, $5,000* (ps). 
'55 Eldorado, $3,890* (ps); (62) coupe 
de Ville, $3,685* (ps); conv., $3,520* 
(ps), $3,515* (ps); coupe, $3,285° (ps), 
$3,225* (ps). "54 (62) coupe de Ville, 


CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,120°; 2-dr., $1,970*. '55 Bel Air (8) 
Sport coupe, " $1,695°, $1,685*, $1,655° 
(ps); 4-dr., $1,575*; 2-dr., $945; Bel Air 
(6) conv., $1,660°; Two-ten (6) Sport 
coupe, $1,460°; Two-ten (8) 4-dr., =; 
150. °54 Bel Air Sport coupe, $1,255° 
4-dr., $900, $870; Two-ten 2-dr., . 
’53 Two- -_ Sport coupe, $945*; Bel Air 
conv., $910. 

CHRYSLER—’55 (300) conv., $2,500* bd 
Sport coupe, $2,450* (ps). ‘53 NY 4-dr. 
$810* (ps). 

DeSOTO—’5S4 Fire Dome (8) 4-dr., $1,025° 
(ps); Powermaster 4-dr., $935*. "53 Fire 
Dome (8) 4-dr., $650°. ’52 Deluxe ae 

. 


$390°. 

DODGE — ‘55 Royal (8) 4-dr., $1,655" 
Lancer, $1,505*. "54 Meadow 
$800*. ‘53 Meadowbrook 4-dr., $595"; 
2-dr., $410*, $265°. ‘52 Wayfarer 2-dr., 
$310*. 

FORD — '55 Fairlane (8) conv., $1,695*, 
$1,605*; 4-dr., $1,585, $1,295; ‘Custom 
(8) 4-dr., $1, 190. ‘54 Crest (8) = 
$1,175*; Custom (8) 2-dr., $1,065; 
$875*; "Main (8) 4-dr., $720. '53 cent 
(8) conv., $960*; Victoria, $940°; Cus- 
tom (8) 4-dr., $745*; 2-dr., $645, $625, 
$620. 


HUDSON—’55 Hornet Hollywood, $1,775* 
(ps). °52 Hornet Hollywood, $505*. 

LINCOLN—’52 Capri coupe, $685*. 

MERCURY—’56 Monterey club coupe ica 
540* (ps); 4-dr., $2,140*. ‘55 Mer 
sony. See: oe Stor; ae ee 
coupe, $1,685*; 4- P 
355, '54 Monterey coupe, $1,400*, $1,395°, 
$1,380* (ps). 

NASH—'55 PRambler station wagon, $1,415, 
$1,350. °54 Statesman 2-dr., $1,025*; 
Rambler 2-dr., $735. ‘53 Rambler “— 

wagon, $805; Ambassador 4-dr., $7 
"sa Rambler ‘club coupe, $395, $380. oe 

OLDSMOBILE—'56 (98) Holiday, $3,360" 

(ps). °55 (98) Holiday, $2,400* (ps); 
4-dr., $2,160* (ps); (88) Holiday, 
275*' (ps). '54 (98) conv., $1,860° (Pal, 
$1,600* (ps); 4-dr., $1, 675° (ps), $1, 
(ps); (88) Holiday, $1,785* (ps). 

PACKARD—’55 Clipper 4-dr., $1,620° (ps). 
"54 Clipper 4-dr., $910° (ps). '53 Clipper 

4-dr., $720*, $530°. 

PLYMOUTH—'55 Piaza (6) station wagon, 
$1,570; 4-dr., $735; Belvedere (8) shoes. 
$1,450° ; $1,365; Savoy (8) a4. isi 
’54 Savoy 2-dr., $815; Plaza 4-dr. 7 
2-dr., $655, $550. ‘53 Cambridge Subur¢ 


PONTIAC 55 Star Chief (8) conv., $b 
(Continued on Page 35, Col. 1) 
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990° (ps); Catalina, $1,885* (ps); Chief- 
tain (8) Catalina, $1,605*; 4-dr., $1,440°. 
54 Star Chief (8) conv., $1, 460° (ps); 
Catalina, $1,280*; Chieftain (8) 4-dr., 
$1,215°. 

STUDEBAKER—' 56 Power Hawk coupe, 
§2,040°. *55 Commander 2-dr., $945*. '52 
Commander club coupe, $505*. 
MISCELLANEOUS—'52 Jaguar 4-dr., $640. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of June 26.) 
(Market very good. Sold 109 cars out 
of 140 offerings.) 

BUICK—'56 Special 2-dr., $2,480*. '55 Cen- 
tury 2-dr., $2,025*, 2 at $1,950*; Special 
2-dr., $1, 730. 54 Super 4-dr., $1,500*; 
2-dr., $1,550*, $1,485*, $1,460°, $1,415; 
RM 2-dr., $1,460*, $1,390*. '53 Super 2- 
dr., $995* (ps), $800*; Special 2-dr., 
$975, $820. '52 RM 2-dr., $600*; Special 
g-dr., $575. '51 Special 2-dr., $445, $420. 

CADILLAC—'54 (62) 2-dr., 2 at $3,000* 
(ps). '49 (60) Special sedan, $525°. 

CHEVROLET—'56 Bel Air (8) Hardtop, 
§2,110* (ps); conv., $1,930* (ps); 2-dr., 
$1,890*; Two-ten (8) Delray, $1,795°; 
2-dr., $1,555, $1,515. '55 Bel Air (8) sta- 
tion wagon, $1,420; 2-dr., $1,450*, $1,330; 
Two-ten sedan, $1,650*, $1,485*, $1,190, 
$1,175, 2 at $1,150. ‘53 Two-ten sedan, 
$705; One-fifty 2-dr., $510. '52 SL Deluxe 
2-dr., $485, $465, $420, $410. "51 SL De- 
luxe 2-dr., $400, $345, $340, $330. ‘50 SL 
Deluxe 2-dr., $225, $200; conv., $380°*. 
"49 SL Deluxe sedan, $120; conv., $115. 


CHRYSLER—'53 NY 2-dr., $705. ‘50 NY 
2-dr., $230. 
DeSOTO—'50 Custom 4-dr., $245, $190. 

KE — ‘54 Coronet conv., $1,005. ‘51 


Coronet 2-dr., $250. 
‘56 Fairlane (8) Victoria, $2,045° 


(ps), $1,755*, $1,600. ‘55 Fairlane (8) 
Victoria, $1,670* (ps), $1,445*°, $1,400°, 
$1,130; 2-dr., $1,375*, $1,300, $1,225; 
Custom (8) 2-dr., $1,630* (ps), $1,230, 
$1,225, $1,175; Main (8) 2-dr., $1,100. 
"54 Crest (8) Victoria, $930*°. ‘53 Crest 


(8) Victoria, $760°; 
§720*; Main (8) 2-dr., 
Crest (8) conv., $630°. 


Custom (8) 2-dr., 
$500, $475. ‘52 
"51 Custom (8) 


conv., $315; 2-dr., $225; 4-dr., $290, $250, 
$245; Victoria, $445°. ‘50 Custom (8) 
Victoria, $375, $335, $170; Deluxe (8) 


2-dr., $325, $200, $125. "49 Deluxe (8) 
sedan, $220, $195, $145, $100. 
HUDSON—-’51 Hornet 4-dr., $255, $195. 
MERCURY — ‘55 Monterey 2-dr., $1,800° 
(ps), $1,380, $1,310. '54 sedan, $1,300*, 
$850. ‘53 2-dr., $750°, $580. ‘50 2-dr., 


175. 

nase —'s4 Rambler 2-dr., $800. "52 Ram- 
bier 2-dr., $405. "51 Rambler 2-dr., $315, 
$210; Statesman 2-dr., $190. 

OLDSMOBILE—'56 (88) Holiday, $2,225°, 
§2,210°. "55 (88) Holiday, $1,560°. ‘54 
(98) Holiday, $1,675* (ps); (88) Holiday, 
2 at $1,510°. ‘53 (88) Holiday, $610°. ‘51 
(88) 4-dr., $415*. '50 (88) Holiday, §200°. 

PLYMOUTH — ‘54 Savoy 2-dr., $745. °'50 
Special Deluxe sedan, $225. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
275* (ps). "55 Chieftain (8) 2-dr., $1,- 
625°. "54 Chieftain (8) Catalina, $1,430*; 
conv., $1,400°. ‘53 Chieftain (8) 2-dr., 
=. "52 Chieftdin (8) station wagon, 


$535° 
STUDEBAKER —'s6 Champion 2-dr., $1,- 
570. "54 Champion station wagon, $1,070; 
2-dr., $925. ‘53 Champion 2-dr., $570, 
$535. ‘50 Commander 2-dr., $130. 
MISCELLANEOUS — ‘64 Chevrolet \%-ton 
pickup, $750. ‘52 Ford %-ton pickup, 


$420 
TULSA, OKLA. 


(Tulsa Auto Auction. Sale every Thurs- 

day. Prices are for sale of June 21.) 
(Clean cars in strong demand. Sold 61 
oat of 96 offerings.) 

BUICK—'56 Special Riviera, $2,485* (ps). 
'S3 Super Riviera, $1,170*. ‘52 Super 
2-dr.. $710*. °51 Special 4-dr., $465. 

CADILLAC—'55 (62) Sport coupe, $3,380*° 
=. ‘53 (62) 4-dr., $1,680°. ‘51 (62) 

, $1,215*, $1, 160°. 

—'55 Bel Air (8) 4-dr., §1,- 
430°. $1, 280: Two-ten (8) 4-dr., $1, ‘320°. 
"$4 Bel Air 4- dr., $1,060°. 53° Two-ten 
4-dr., $540. ‘51 8L Special club coupe, 
455". $180. 50 SL Deluxe Bel Air, $355°. 
"48 SL 2-dr., $150. 

DODGE—'54 Coronet 4-dr., $870. '53 Cor- 
onet 4-dr.. $680. ‘50 Coronet 4-dr., $215. 
"#9 Coronet 4-dr., $190. 

FORD—'55 Custom (6) 2-dr., $1,270, §$1,- 


Sure you know the 
price of your cars... 


But Now You Can Find Out 
The Exact Wholesale Cost 
Of Competitive Makes! 


“AUTO COSTS” 


A complete, accurate and 
concise book, listing— 


Factory Invoice Prices 
of all NEW CARS 


and EQUIPMENT 


You'll no longer be competing 
in the dark. With your com- 
Petitors’ costs on record... 
you know exactly how far he 


fan go... exactly how far . 
you need go... to save a 
deal. A valuable selling aid 
for you, priced at only $5.00. 


Send for yours today! 


AUTO COSTS 


w. LUBLICATIONS 


Dept. 33 
New York 1, N. Y. 
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ized at wholesale. Cadillacs are in the 
same 

sold without difficulty. Sold 187 cars out 
of 249 offerings.) 

BUICK—'56 Special 2-dr., $2,050*. '55 Spe- 
Riviera, $1,610*, '54 


175. '54 Custom (8) 4-dr., $800..'53 Cus- , 
tom (8) 2-dr., $760, $740. ‘52 Custom CADILLAC — '55 (62) Eldorado, $4,150* 


(8) 2-dr., $570*, $475, $450. '51 Custom| (PS), $4,070° (ps); coupe de Ville, $3,- 
(8) 2-dr., $300. '50 Custom (8) 2-dr.,| 700° (Ps); 4-dr., $3,275*. °54 (60) Special 


*51 Coronet Diplomat, $350*; 

category, All other years and makes '50 station wagon, $100, 
brook 4-dr., $130. 

FORD—'56 Main (6) Ranch Wagon, $1,650. 
55 Country 
Victoria, $1,640°; 


cial 2-dr., $1,870*; 

Super 4-dr., $1,380*, $1,365*; Special 2- 400° ; 

dr., $1,260*. '53 Special 2-dr., $725. '52 

Super 4-dr., $650*; conv., $610*. °50 (8) 2-ar., 
Special 4-dr., $320, $190; Super 4-dr., 

$310*, $200*. '49 Super 4-dr., 


4-dr., $300*. 
'49 Meadow- 


sedan, $1,800; Fairlane (8) 
Custom (8) 4-dr., $1,- 
$1,175, '54 Country sedan, 

Custom 


$1, 235; “Crest (8) 2-dr., $880; 
$1,010*; 4-dr. , $930*, $785; 
Main (6) 2-dr., $675; Main (8) 4-dr., 


$800; 
Custom (8) club coupe, $800: 2-dr., $475. 
"52 Custom (8) 2-dr., $425. 
(8) Victoria, $450*, $385. '50 Custom (8) 


51 Custom 


255, $200. 4-dr., $2,770* (ps). '53 (62) 4-dr., $1,-| 2-dr., | $290; 4-dr., $260; conv., 
Pat Bg A 485*. '52 (62) coupe, $1,510*, $1,400* $300. °49 Custom (8) conv., $170; 2-dr., 
saneabhtnty.ton tenet: ade ; (ps); 4-dr., $1,425* (ps), $1,100*: (60)| $160; 4-dr., $160. 

3 we: a 53 Monterey 2-dr., $890. '52 Special 4-dr., $1,300* (ps). '51 (62) 4-| HUDSON—’54 Jet 4-dr., $370. ‘53 Hornet 

330, "6 2-42 $605. '51 4-dr., $390, $370,| ar., $1,000*. '50 (62) coupe, $1,050"; (61)| coupe, $690*. °52 Wasp 4-dr., $350°; 

$ dr., $350. coupe, $840°. Pacemaker 4-dr., $180. 


NASH—’55 Ambassador 4-dr., 
Ambassador 4-dr., $740. 
2-dr., $290. 

OLDSMOBILE—’56 (88) Holiday, $2,485* 
(ps). '55 (88) 4-dr., $2,195* (ps), $1,- 


r., $1,580. '53| CHEVROLET—'55 Bel Air (6) 2-dr., $1,- 
51 Statesman 325; Two-ten (8) 4-dr., $1,100. '54 Bel 
Air 4-dr., $1,135; Two-ten station wagon, 
$1,200* (ps); 2-dr., 


$975, $785; One- 
fifty 2-dr., $820, 


$730; Delivery coupe, 


KAISER—'53 Deluxe 4-dr., $310. 
LINCOLN—’53 Capri coupe, $1,150* (ps), 
$1,070*. '51 Cosmopolitan 4-dr., $500*. 


MERCURY — '55 station wagon, $1,725*. 


890°. '53 (98) 4-dr.,’ $1,015" (ps); (88)| $1,070* (ps). 53 Bel Air 2-dr., $1,010*;| jo% Monterey coupe, $1,375°; 4-dr., $1,- 
4-dr., $1,000* (ps). *51 (88) 4-dr., $310.| 4-dr., $620; ‘Two-ten 2-dr., $790*, $680:| ‘52° Secntercy conv $700". Sot ade, 
49 (88) conv., $310. 4-dr., $400 (taxi); One-fifty station wag- $330, $250*; 2-dr., $325, $300. ’50 4-ar.. 
PLYMOUTH—'53 Cambridge station wag-| on, $820. '52 SL Deluxe Bel Air, $650°; $300 r 


on, $700, $470; Cranbrook 4-dr., $545, 


SL Special coupe, $400; FL Deluxe 4-dr., 
$510. "52 Cranbrook 4-dr., $340. '49 Spe- 


$500, $470. '51 FL Deluxe 4-dr., $400; 


NASH—'55 Custom 4-dr., 


$1,200. '54 Ram- 


4 bler 2-dr., $545. ‘53 Rambler Country 
cial Deluxe 4-dr., $190, $140. SL Deluxe 2-dr., $450, $340; 4-dr., $340, ; 

PONTIAC—’54 Star Chief (8) 4-dr., $1,-| $320. ‘50 FL Deluxe conv., $425*; 2-dr., Soon $600, "52 Rambler "9 ae 
380*, $1,105. ‘53 Chieftain (8) '2-ar. $285; 4-dr., $230; SL Deluxe coupe, $375; OLDSMOBILE—'56 (88) Holiday, $2,550°; 
$495. : 4-dr., $370; 2-dr., $280; Business coupe, 4-4 $2,450* ( er wy oa)’ Holiday. 

$210; SL Special 4-dr., $310. '49 SL De- $1,650" (90) Super ve ‘Joios: 

ALBANY a *se00 $240, 2 at $140; SL Special conv., (ps); Deluxe 4-dr., $835. 

ry , *. * *. 

(Tim Anspach Auto Auction. Sale every | CHRYSLER—’53 Windsor 4-dr., $710. '49 ina $080" be). 3 (98). Holiday, 

Monday. Prices are for sale of June 25.) | Windsor 4-dr., $140*. '47 Imperial limou-| 599’. $400*, $380° $370°; (88) 
(The market here today resumed last sine, $200°. 2-dr., "50 (88) 4-dr., § : 


DeSOTO—'51 Custom 4-dr., $385°*. 
DODGE—’56 Coronet (8) 4-dr., $1,750. '55 
Royal 4-dr., $1,690. °53 Coronet Diplo- 
mat, $880*. '52 Meadowbrook ‘4-dr., $375. 


week’s crazy performance as an active 
atmosphere prevailed. °55s were difficult 
to sell at prices asked and dealers have | 
more invested In them than can be real- | 


$110°, $480. ’53 Crest (8) Victoria, $940, 


PACKARD—’51 Clipper 4-dr. set", $240*. 
PLYMOUTH—’55 Savoy (8) 2-dr., $1,500°. 
‘54 Belvedere coupe, $1,100* (ps); Savoy 
club coupe, $790; Plaza 4-dr., $480 (fleet). 


CAD 
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‘53 Cranbrook 2-dr., §600, $550; 
$600, $590, $500. '61 Cranbrook 2-dr., 
$325; 4-dr., $300, $290; Cambridge 4-dr., 
$260. '50 Cambridge station wagon, $320, 
"49 Deluxe 4-dr., $160; 2-dr., $110. 


PONTIAC—’55 Chieftain (8) Catalina, $1,- 


775*; 4-dr., $1,360*; 2-dr., $1,350, 
Star Chief (8) 4-dr., $1, 185°, $1,075°; 
Chieftain (8) station wagon, & 150. ’53 
Chieftain (8) conv., $1,000*; , $875"; 
2-dr., $875*, $670. '51 eitver, ‘Sestak (8) 
4-dr.. $325*. ‘50 Silver Streak (8) Cata- 
lina, '§$390*, $380*, $330, 


STUDEBAKER — ‘52 Commander 4-dr., 


$380*. 


WILLYS—'53 Sport coupe, $450. 
MISCELLANEOUS—'54 Jaguar 4-dr., $1,- 


910°. "51 Dodge %-ton panel, 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 


day. Prices are for sale of June 25.) 


(Sold 300 cars out of 430 offerings.) 


BUICK—’56 Century Riviera, $2,975* (ps); 


Super Riviera, $2,950* (ps), $2,930* (ps), 

$2,775* (ps); Special conv., $2,585°. '55 

Century Riviera, $2,070*, $2,065*; conv., 

$2,070*. ‘54 Century Riviera, $1,485*; 

Special 2-dr., $1,330*, $1,250*°. "53 Super 

coupe, $1,015*. °52 Super 4-dr., $480*. 

C—'56 (62) sedan de Ville, $5,- 
150° (ps), $4,600* (ps); Seville, $5,050* 
(ps); coupe de Ville, $4,725* (ps), $4,- 
470* (ps), $4,445* (ps); 4-dr., $4,200* 
(ps), $4,100*° (ps). '55 Eldorado conv., 
$4,100* (ps); (62) 4-dr., $3,000* (ps), 
$2,985* (ps). 

CHEVROLET—'56 Corvette, $3,140*, $2,- 
865*; Two-ten (8) station wagon, §2,- 
300*, 2 at §2,250*; Bel Air (8) Sport 
coupe, $2,260, $2,100; Two-ten (6) Del- 
ray, $1,915", $1,620. ‘55 Bel Air (8) 
Sport coupe, 2 at $1,850*, $1,760*, $1,605; 


(Continued on Page 36, Col. 1) 
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in RERCOLM-M engines 
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Used-Car Auction Prices 





(Continued from Page 35) 


Two-ten (6) 
585. °54 Bel Air conv., $1,325*, *$1,175*. 
'53 Bel Air 4-dr., $935, $925, $780; Two- 
ten 2-dr., $690. ‘52 SL Deluxe 4-dr., 
$580*, $555*. '51 SL Deluxe 4-dr., $420°*, 
$380; 2-dr., $270. '49 2-dr., $180. 

CHRYSLER ‘55 NY Hardtop, $2,300* 
(ps). "54 NY 4-dr., $1,585* (ps); Wind- 
for coupe, $1,025*. '53 NY 4-dr., $750* 
(ps). '52 Imperial 4-dr., $495* (ps). ‘51 
Imperial Newport, $650* (ps). 


DeSOTO—'55. Fire Dome (8) 4-dr., $1,845* | 


4-dr., $1,075* 
$615*. ‘49 


(ps). °54 Fire Dome (8) 
(ps). °53 Powermaster 4-dr., 
Custom 4-dr., $200*. 
DODGE—'55 Coronet 


(8) 4-dr., 


‘53 Meadowbrook station wagon, $895; 
Coronet (8) 4-dr., $655, $490°, $465°. 
"51 Meadowbrook 2-dr., $165*. ‘50 Way- 
farer 2-dr., $125. 

FORD—’'56 Fairlane (8) conv., §2,365°; 
Country sedan, §2,300*, $2,205*, $2,200, 


$2,160*; 4-dr., $1,910, $1,895; 2-dr., $1,- 
925*, $1,850, $1,735. ‘55 Thunderbird, 
$2,750* (ps); Fairlane (8) Crown Vic- 
toria, $1,880* (ps); Victoria, $1,745°*, 
$1,710*, 2 at $1,695*, $1,595, $1,590, §$1,- 
580, $1,535; Custom (8) 2-dr., 
$1,265*, $1,225, $1,220. ‘54 Main (8) 
Ranch Wagon, $1,225, $1,200; Custom 
(8) 4-dr., $935, $925. °53 Custom 
2-dr., $1,185, $700. 
HUDSON—'55 Hornet Hollywood, 
"53 Hornet Hollywood, $525*. ‘52 Wasp 
4-dr., $335; Hornet 4-dr., $325*. 
LINCOLN—’'55 Capri coupe, $2,450* 
’52 Capri coupe, $890*. 
MERCURY~+'56 Monterey 4-dr., 
(ps); Montclair coupe, $2,450*; Medalist 
Sport coupe, $2,450°*. ‘55 Custom station 
wagon, $1,920*; Montclair coupe, $1,860* 
(ps). ‘54 Monterey Sport coupe, $1,380*, 
$1,330*, $1,330; Custom 2-dr., $1,075. 
NASH—’'55 Rambler 2-dr., $755. ‘53 Ram- 
bier station wagon, $665. 


OLDSMOBILE—'56 (98) Holiday, $2,900* 


(ps); (88) Holiday, $2,565*; 4-dr., 3 at 
$2,250*. °55 (98) conv., $2,450° (ps), 
$2,375* (ps); (88) Holiday, $2,125*, $1,- 
900°. "54 (98) 4-dr., $1,750° (ps); (88) 
Holiday, $1,645*, $1,550. 
PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 
475°; Savoy (8) 4-dr., $1,385*, $1,185; 


club coupe, $1,160, $1,150. "52 Cranbrook 
4-dr., $355. ‘50 Special Deluxe 4-dr., 
$120. 
PONTIAC 
960° (ps); 


~56 Star Chief (8) 


conv., §$2,665*°; Chieftain (8) 


station wagon, $2,550*; Catalina, $2,370°. | 


‘55 Star Chief (8) conv., $2,005* (ps); 

Catalina, $1,950* (ps), $1,850°. '54 Chief- 

tain (8) 4-dr., $995°. 
STUDEBAKER—'56 Golden Hawk sedan, 


$2.550. ‘54 Champion station wagon, $1,- 
035 
WILLYS—'56 station wagon, $2,300, §2,- 


100, $2,020, 2 at $2,000, $1,600. '54 Jeep, 
$735. 51 Jeepster, $310. 


MISCELLANEOUS—’'56 GMC %-ton pick- 


up, $1,480. ‘55 International %-ton pick- | 


up, $800. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 

nesday. Prices are for sale of June 27.) 

(Prices showed some signs of dropping 
slightly on clean autos, but sharp units 
are still scarce and bringing a high price. 
Seld 128 cars out of 192 offerings.) 

BUICK—'56 RM 2-dr., $3,050° (ps); Super 
2-dr.. $2,475* (ps). "55 Super 2-dr., $2,- 
140° +ps); RM 4-dr., $2,075* (ps); Cen- 
tury 2-dr., $1,925* (ps); Special 2-dr., | 
$1,585*, $1,870*, $1,675*, $1,440; 4-dr., 
$1,810*. '54 Special 2-dr., $1,655, $1,460*, 
$1,405; Century 4-dr., $1,450°, §1,170*; 
Super 2-dr., $1,450° (ps). ‘53 Super 2-dr., 
$950°; Special 2-dr., $890*, $715*; 4-dr., 
$665. ‘51 Super 2-dr., $440*; RM 2-dr., 
$370*; Special 4-dr., $315. ‘50 Special) 
4-dr., $315; 2-dr., $185, $180°; Super 
4-dr., $120. 

CHEVROLET—'56 One-fifty (8) 2-dr., $1,- 
740°; Two-ten (8) 4-dr., $1,660. ‘55 Bel 
Air (8) conv., $1,700°, $1,665°; club 
coupe, $1,480*, §1,315*; 2-dr., $1,500*; 
Two-ten (8) 4-dr., $1,340*; 2-dr., $1,185, 
$1,170, $1,150; Delray, $1,160. ‘54 Bel 
Air station wagon, $1,300; club coupe, 
$1,150, $935; 4-dr., $880; One-fifty 2-dr., 
$375. ‘53 Bel Air club coupe, $895* (ps); 


4-dr., $780, $700; Two-ten 4-dr., $650, 
$625; 2-dr., $645, $590. ‘52 SL Deluxe 
4-dr., $375; 2-dr., $365. °51 SL Deluxe 
4-dr., $430, $320; 2-dr., $310°, $305°; 
club coupe, $250, $120. ‘50 SL Deluxe 


4-dr., $325, $285; FL Deluxe 2-dr., $125. 
"49 SL Deluxe 2-dr., $160, $150. '36 2-dr., 


station wagon, $1,605, $1,-; 


$1,575°. | 


$1,355, | 


(8) | 


$2,595°* | 


sedan, $2,- 





$1,800°. | 


(ps). | 





$450. 

DODGE—'55 Custom 4-dr., $1,335. "52 club 
coupe, $255*. 

FORD — ‘56 Fairlane (8) conv., $1,850; 
Victoria, $1,810*. ‘55 Fairlane (8) Vic- 
toria, $1,645*°, $1,600; 2-dr., $1,450*, 


$1,335*, $1,320; 4-dr., $1,365*; Custom 


AUTO 
TURNTABLES 


Manufactured by 


* 

Macton Machinery Co. 
DYKE LANE 
Stamford 2. 

Cons. 





STEMAC 
NAME PLATES 


Brings new business. Keeps old customers 
GET DETAILS NOW 


STEMAC, Inc. 1281 SO. CHEROKEE | 


DENVER 23, COLO. 


PAY! 


(8) 4-dr., $1,150. °'54 Crest (8) club 
coupe, $1,100; Custom (8) 2-dr., $990, 
$860, $710. '53 Crest (8) station wagon, 


$810; Custom (8) 2-dr., $685, $630, $595; 


4-dr., $640; club coupe, $400*. '52 Crest 
(8) Victoria, $615; Custom (8) 4-dr., 
$455, $415°. ‘51 Custom (8) 2-dr., $335; 


Deluxe (8) 4-dr., $240; Custom (6) 2-dr., 


$180. ‘50 Custom (8) 2-dr., $225, $130. 
HUDSON — '53 Super Wasp sedan, $430; 
Super Jet sedan, $300. 
MERCURY—’'56 Custom 2-dr., $1,910. 55 
Monterey club coupe, $1,750. '54 Custom 


2-dr., $1,017. '52 Custom 2-dr., $410. "51 
Custom 4-dr., $240, $230. 


NASH — '55 Metropolitan 2-dr., $700. °54 
club coupe, $1,085. 

OLDSMOBILE—’56 (88) 4-dr., $2,275*. °55 
(88) Holiday, $2,000*. ‘54 (88) Super 
2-dr., $1,465*. ‘53 (98) 4-dr., $1,105*; 
(88) Super 2-dr., $825. 

PLYMOUTH—’'55 Belvedere (8) 4-dr., $1,- 
150; Plaza (6) 2-dr., $1,085; 4-dr., $1,- 


020. '54 Savoy club coupe, $775. '52 Cran- | 


brook 2-dr., $200 


PONTIAC—'55 Star Chief (8) conv., §$1,-/| 


845°; 4-dr., $1,675*. '54 Star Chief (8) 


Catalina, $1,300*; 4-dr., $750. '53 Chief-/| 


tain (8) 2-dr., $650*; 4-dr., $600*, $520; 





2-dr., $545; $535. ‘51 Silver Streak (8) 
4-dr., $310. '50 Silver Streak (8) 2-dr., | 
$250*; 4-dr., $100; Silver Streak (6) | 
coupe, $220 | 

MISCELLANEOUS—’51 Ford %-ton pick- 
up, $410. 
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PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- 
day. Prices are for sale of June 26.) 
(Market very firm. Sold 162 cars out 
of 248 offerings.) 
BUICK—’'55 Super coupe, $2,220* (ps), $2,- 


210* (ps); Special Riviera, $2,145*, '54 
RM 4-dr., $1,870* (ps); Century coupe, 
$1,800* (ps); Super 4-dr., $1,490*. °52 


Super 4-dr., $705*. '51 Super 4-dr., $450*. 
‘50 Super coupe, $470*; 4-dr., $385*. 
CADILLAC—’54 (62) coupe, $3,100* (ps); 
(60) Special 4-dr., $3,025* (ps). '52 (60) | 


Special 4-dr., $1,480* (ps). ‘51 (62) 
coupe, $1,290*°. ‘50 (62) 4-dr., §950*, 
$830*. '49 (61) 4-dr., $580 


CHEVROLET—’55 Bel Air (8) station wag- 
on, $2,000* (ps); Two-ten (8) 2-dr., $1,- 
340, $1,335; Two-ten (6) sedan, $1,490. 
‘54 Two-ten 4-dr.. $975, $820; 2-dr., 
$950, $705. °53 Bel Air coupe, $955*; | 
4-dr., $890, $870; One-fifty 4-dr., $300. 
‘51 SL Deluxe 4-dr., $475*; SL Special 
coupe, $320. '50 SL Deluxe conv., $360, 
$305; 4-dr., $240. 

CHRYSLER—’'56 Windsor Hardtop, $3,325° | 
(ps). '55 Windsor Nassau, §2,000* (ps). 
‘53 NY Hardtop, $1,085*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,075* 





(ps). "52 Fire Dome (8) 4-dr., $555* 
(ps). '51 Deluxe 4-dr., $425°*. 
DODGE—’55 Royal Lancer, $1,650*, §$1,- 


575° 
Custom coupe, $270*. 

FORD—'56 Fairlane (8) 4-dr., $1,980*. ‘55 
Custom (8) 2-dr., $1,330, $1,280. '54 Crest 
(8) Victoria, $1,360*; conv., $1,310*; | 
Custom (8) 2-dr., $925. ‘53 Crest (8) 
station wagon, $1,225*; Victoria, $1,115*; | 
conv., $980*; Custom (8) 2-dr., $825; 
Main (8) 4-dr., $755. '52 Main (8) 4-dr., | 
$630; Custom (8) 4-dr., $620°. ‘51 Cus-| 
tom (8) Victoria, $675*, $590, $580; Cus- 
tom (8) 4-dr., $600, $370*; 2-dr., $475*, 
$185*. "50 Custom (8) 2-dr., $370*; 4-dr., 








$205; Deluxe (8) coupe, $295*; 4-dr., 
$230; 2-dr., $225; Custom (6) sedan, 
$220. "49 Custom (8) club coupe, $270; 
2-dr., $170. 

HUDSON—’53 Hornet 4-dr., $770*. 

MERCURY—’55 Montclair coupe, $2,130*; 
station wagon, §2,000*. °'54 Monterey 
coupe, $1,590*, $1,565* (ps). ‘51 conv., 
$540*; 4-dr., $460*, $455*, $355. ‘50 4- 


dr., $385*, $330*. 


$1,600. 


‘52 Rambler station wagon, $665. ‘51 
Rambler station wagon, $430*. 

OLDSMOBILE—’'56 (88) Holiday, $2,475*. 
‘55 (88) Super coupe, $2,165* (ps). *51 
(88) Super 4-dr., $535*, $400*. '50 (88) 
coupe, $500*. "49 (76) 4-dr., $165, $160, 
$100. 

PLYMOUTH — '56 Belvedere (8) station 


wagon, $2,805*. '55 Savoy (8) 2-dr., $1,- 
sedan, 
wagon, 
$905. '53 Cranbrook 4-dr., $575. '51 Cran- 
$370, $365, $270. 


Belvedere 
station 


275; 
Savoy 


(8) 


brook club coupe, 
Special 


luxe 4-dr.. $170 


| PONTIAC—'53 Chieftain 
4-dr., 
Streak (8) 4-dr., $500*. '50 Silver Streak 


‘52 Chieftain (8) 


(8) conv., $190. 


STUDEBAKER —’51 Champion 4-dr., $290*; 


2-dr., $150* 


'53 Coronet (8) 4-dr., $840*. '49| MISCELLANEOUS—’52 Ford %-ton pick- 
¥%-ton pickup, $595. | 
’51 Chevrolet “%-ton panel, $395. 


CHICAGO | 


(Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of June 28.) 


up, $490; Chevrolet 


Deluxe Suburban, $425. 


| NASH—'55 Rambler station wagon, 2 at 
'53 Statesman club coupe, $795*. 


$1,470°. ‘54 
$1,095*; 4-dr., 
"50 
'49 De- 


(8) 2-dr., 
$670*. 


$680. | 
"51 Silver | 





(Market continues stromg as nice autos | 
are hard to get. Sold 232 cars out of 317 | 


offerings.) 


BUICK — ‘56 Super conv., 


Riviera, $2,650° (ps). 


$2,995° (ps);| 
"55 Century conv., 





———aes 


$2,105*; Super Riviera, $1,910* (ps); 
Special conv., $1,830*. °54 RM Riviera, 
$1,575* (ps); Super 4-dr., $1,555* 
$1,380*. '53 RM Riviera, $1,000* 
$985* (ps), $975* (ps); Super 
$950*; conv., $785*. °52 Super Riviera, 
$695*. °51 RM conv., $355*. ’50 Super 
conv., $285*; Special 4-dr., $215*. 


CADILLAC—’56 (62) conv., $4,545* (ps); 
coupe, $4,075* (ps). ’55 Eldorado cony,, 
$4,000* (ps); (62) coupe de Ville, $3,589+ 
(ps); conv., $3,455* (ps), $3,390* (pg), 
"54 (62) conv., $3,100* (ps); coupe 
Ville, $3,000* (ps); 4-dr., $2,535* (pa), 
’53 (62) 4-dr., $1,690* (ps), $1,530* (Da), 
$1,500* (ps). °52 (62) conv., $1,125s 
(ps); (60) Special 4-dr., $1,105", '51 (62) 
coupe de Ville, $1,160*; 4-dr., $1,040* 
$850*, $685*; (60) Special 4-dr., is 
$880*. "50 (62) 4-dr., $695*. ‘49 (61) 
4-dr., $430*, $250°. 

CHEVROLET—’56 Bel Air (8) conv., §2. 
165* (ps); Hardtop, $2,150*; 4-dr., §$1,. 
900*. ‘55 Bel Air (6) Sport*coupe, §1,-. 
605*; 2-dr., $1,400*; Two-ten (6) 4dr, 
$1,250*, $1,225; 2-dr., $1,150. '54 Bel Air 
Sport coupe, $1,200* (ps), $885; One-fifty 
station wagon, $945; Two-ten 2-dr., $835, 
‘53 Bel Air Sport coupe, $960; 2-dr., $780, 
$775; Two-ten Sport coupe, $850*; 2-dr., 
$690; One-fifty station wagon, $805. ’§2 
SL Deluxe 4-dr., $460, $400; FL Deluxe 
2-dr., $375. ‘51 SL Deluxe conv., $415; 
2-dr., $270, $220. 

CHRYSLER — '56 Windsor Newport, §2,. 
400* (ps). "55 Windsor Newport, $2,215* 
(ps), $1,795* (ps). 54 NY 4-dr., $1,139* 
(ps). ‘53 NY Newport, $910*; Windsor 
Newport, $895*. ‘50 Royal station wagon, 
$575*; Windsor Newport, $280; NY conv., 





$240*. 
DeSOTO — '56 Fire Dome (8) Sportsman, 
$2,470* (ps). '55 Fire Dome (8) Sports- 


man, $1,910* (ps), $1,850* (ps). 53 Fire 
Dome 4-dr., $740* (ps), $600*. 


(Continued on Page 37, Col. 1) 


















NEW DESIGN AND COLOR STYLING 
CAN BOOST YOUR SALES! 


The fabulous colors and designs available in today’s 
saran seat covers are the best sales tools you can use 
in selling the rich older car market. For proof, see 
how beautifully the identical covers dress up the 
cars above. It’s hard to tell that one is a 1953 car and 
the other a 1956. Press home this point to your seat 
caver prospects. You'll get a bigger share of the older 
car market and, with quality seat covers of saran, 
you'll make more money doing it! The car at the 


left is the 1953 model. 









can you tell the 








































































AUTOMOTIVE NEWS, JULY 9, 1956 


37 
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consignment of 364 cars out of which 271 
sold.) 

BUICK — ’56 RM Riviera, $3,195* (ps); 
Super 4-dr., $2,695* (pr); Special Estate 
Wagon, $2,300*; Riviera, $2,250*; 4-dr., 
$2,255". °55 Century Riviera, $2,070* 
(ps); 4-dr., $1,970; Super Riviera, $2,- 
025* (ps); $2,000* (ps); 4-dr., $1,790*; 
Special 4-dr., $1,650* (ps); Riviera, $1,- 





master 4-dr., $620* (ps). °52 Fire Dome 
(8) coupe, $560* (ps). 

DODGE—’55 Royal Hardtop, $1,840* (ps); 
4-dr., $1,610* (ps). ’53 Coronet coupe, 
$495*; Meadowbrook 4-dr., $390. '52 Cor- 
onet 4-dr., $475. '49 Wayfarer 2-dr., $165. 

FORD — ’56 Thunderbird, $3,180* (ps); 
Fairlane (8) Victoria, $2,135* (ps), $2,- 
115* (ps); 4-dr., $1,940 (ps), $1,885*; 


(ps); Clipper sedan, $1,705* (ps). °53 
(300) 4-dr., $720*. "51 (200) 4-dr., $300*, 


PLYMOUTH—’'55 Savoy (8) 4-dr., $1,285*, 


$1,250*. '54 Belvedere 4-dr., $915; Plaza 
4-dr., $895. '53 Cranbrook station wagon, 
$845°; 4-dr., $670; Cambri 4-dr., $480, 
$360. ’51 Cranbrook Su n, 

dr., $410; 2-dr., $290, $225; Cambridge 
4-dr., 2 at $205. 


(ps); 625. '54 RM Riviera, $1,495° (ps); Super| Country sedan, $2,150*; Main (8) Ranch | ponwTiaAc—’s6 Star Chief (8) Catalina, $2,- 
ony. mae as? e 5 4-dr., $1,450*; Special Riviera, $1,360*; Wagon, $2,255*; Custom (8) 4-dr., $1,- * . aa *. Chie 
580° DO isa Royal (8) Lancer, $i,240%; 4.| bassador far gaan 8450: "52 Am-| Century Riviera, $1,345*. '53 Super 4-dr.,| 845° (ps), $1,810° (ps). 65 Thunderbird, Catalina, $2156 Ge). 55 Chieftain (8) 
(ps) t°) 006°: Coronet. (8) 4-02. $900". 63 -dr., $225. $975*, $740*, '52 Special 2-dr., $570*,| $2,630* (ps); Fairlane (8) 4-dr., $1,690°;| Catalina. $1,850* (ps); 4-dr., $1,570°. 
e de t. Jowteeek 4-Or $545° sie" 51°C OLDSMOBILE—’55 (88) conv., $2,250°. '54/ $525. 51 Super 4-dr., $345. ‘50 Super! Custom (8) 4-dr., $1,260, $1,130; 2-dr.,| +54 Chieftain (8) 4-dr., $1,090*. ’53 Chief- 
(ps) sa $290°. , , or- | (98) 4-dr., $1,595* (ps), $1,275*. '53 (88) | 4-dr., $295, $225*; Special 2-dr., $135. $1,195, $1,165. '54 Custom (8) 4-dr., $1,-| tain (8) Catalina, $1,000*; Chieftain (6) 
(pa), onet 4-dr., : Holiday, $1,275*; 4-dr., $850*; (98) Holi- | CaDILLAC—’56 (62) sedan de Ville, $4,- 070*; Crest (8) Victoria, $1,025; Main 4-dr., $685. *62 Chieftain (8) 4-dr., $650°; 
1258 ’56 Fairlane (8) Victoria, $2,055*. day, $1,200*. "52 (98) Holiday, $605* 605* (ps); coupe, $4,185* (ps). '55 (62) (8) 2-dr., $840; 4-dr., $830. 53 Crest (8) 2-dr.. $480*. '50 Silver Streak (8) 2-dr., 
(62) 565 Thunderbird, $2,325 (ps); Fairlane (ps), $590*; 4-dr., $445*. ’51 (88) 2-dr., 4-dr. $3,500* (ps); coupe, $3,280* (ps), Victoria, §905*, $805*; conv., $775*; $250* 4 Y 
040° (8) conv., $1,775* (ps); Victoria, $1,590*; $450; (98) 4-dr., $390*, $285*. $3,180* (ps). °54 (62) coupe, $2,785* 2-dr., $860*; Custom (8), 2-dr., $850*; . 
Me 4-dr., $1,450; Custom (8) 2-dr., $1,350°; | PACKARD—'55 Clipper 4-dr., $1,700°. '54| (ps); 4-dr., $2,520° (ps). '53 (62) 4-dr.,| Main (8) 2-dr., $515. ’52 Crest (8) 2-dr., | STUDEBARER— 6s Cramipion Sat, sane. 
(61) Custom (6) 2-dr., $1,050. '54 Crest (8)| patrician 4-dr., $1,390*. 52 (200) Hard-| $1,545* (ps). ’52 (62) coupe, $1,315*;| .$710*; Main (6) 2-dr., $290. 3 — ” : 
Country sedan, $1,145; 4-dr., $930, $875;| top, $510*, $480*. 4-dr., $1,230*. 51 (62) 4-dr., $325*. °50| HUDSON—'55 Wasp Hardtop,. $1,385*. '49 -dr., $300°. 
$2,- conv., * 53 Crest (8) Country PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- (61) 4-dr., $440. Commodore 4-dr., $100. WILLYS—’56 (4) station wagon, $1,280*. 
$1.- Squire, $1,085*; Main (6) 2-dr., $880. ’52/ 250. °54 Belvedere 2-dr., $1,005*. '53 VROLET—’56 Bel Air (8) Sport coupe, | LINCOLN—’53 Cosmopolitan 4-dr., $1,135°. | misOKLLANEOUS — '53 Chevrolet %-ton 
$1. Custom (8) 2-dr., $570, $495; Main (6)/ Cambridge Suburban, $595; Cranbrook| $2,190* (ps); 4-dr., $2,070*, $2,005*, $1,-| _°51 Cosmopolitan sedan, $550. panel, $625; Ford 1%-ton pickup, $650. 
‘-dr. 2-dr., $390. "51 Custom (8) 2-dr., $385*.| 4-ar., $390. '52 Cranbrook Belvedere,| 950°; Bel Air (6) 4-dr., $1,975°, 31,778: MERCURY—'56 Monterey Hardtop, $2,400*;| ‘52 Ford %-ton pickup, $495. "51 Chevro- 
1 Air "50 Custom (6) 4-dr., $200. $390; 4-dr., $200. 51 Cambridge 2-dr.,| Two-ten (8) 4-dr., $1,985*, $1,875°. '55| Medalist 2-dr., $1,905*. ‘55 Monterey! jet 11%-ton truck, $475, $295; 1-ton panel, 
-fifty HUDSON—’54 Hornet 2-dr., $700*; Wasp $270. Bel Air (8) Sport coupe, $1,695* (ps); Hardtop, $1,880* (ps); 4-dr., $1,525*. ’54 $370. 
$835, a-dr., $665. '53 Hornet 4-dr., $455*. '51| PONTIAC—’56 Chieftain (8) Catalina, $2,-| Two-ten (8) 4-dr., $1,375", $1,230; Two-| Monterey 4-dr., $1,295* (ps). ‘53 Mon- 
$780, Hornet 2-dr., $300*. 050*. 55 Star Chief (8) Catalina, $1,945*| ten (6) 2-dr., $1,250%, $1,160; 4-dr., $1,-| terey 4-dr., $1,010*.-’52 Custom 2-dr., NEW YORK CITY 
2-dr.. ER—’53 Manhattan 4-dr., $570°. (ps), $1,655". °54 Chieftain (8) conv.,| 240*, $1,195. °54 Bel Air 4-dr., $965*,| $650. "50 Custom coupe, $230. 
. 52 LINCOLN—’54 Capri 4-dr., $1,530* (ps). $1,230*; Star Chief (8) 4-dr., $1,100*. $755; Two-ten 4-dr., $910; 2-dr., $900,| NASH—'55 Rambler station wagon, $1,546°, (Skyline Auto Auction, Sale every Tues- 
eluxe 53 Capri, Hardtop, $1,205*. ’51 Cosmo-| ‘53 Chieftain (8) Catalina, $980*, $900*;| $755. °53 Bel Air Hardtop, $1,010, $810,| $1,480*, $1,420; 2-dr., $895, $775. '53|4ay Prices are for sale of June 26.) 
$415; politan 4-dr., $300*. 4-dr., $820°; 2-dr., $690, $450. 52 Chief-| $785; 4-dr., $865, $860, $845"; conv.,| Rambler 2-dr., $625. ‘51 (600) 4-dr., (A large consignment plus a large 
MERCURY—’56 Custom 2-dr., $1,765. '55 tain (8) Catalina, $550*. $950; Two-ten conv., $905; 2-dr., $725,| $195*, $155*. 50 (600) 2-dr., $100. crowd of out-of-state buyers made tt & 
$2,. Monterey conv., $1,875* (ps); Montclair| STUDEBAKER—’55 Champion 4-dr., $1,- $700; 4-dr., $680, $640; One-fifty coupe,| OLDSMOBILE —’56 (88) Super Holiday, red hot sale today. '55s and '56és were 
215° coupe, $1,750*; Custom 2-dr., $1,300. '54 105, $1,025. °51 Champion 4-dr., $275. $555. '52 SL Deluxe station wagon, $765; $2,795* (ps); conv., $2,725* (ps); Deluxe off slightly as clean autos continue to 
130° Monterey coupe, $1,430, $1,310*, $1,265*, | MISCELLANEOUS — '55 Chevrolet %-ton| 2-dr., $500. ‘51 SL Deluxe 4-dr., $415*;| Holiday, $2,575*, 2 at $2,480°. ‘55 (98) | being top doliar in New York area, Sold 
ndsor $1,255* (ps); Sun Valley, $1,350*; Cus- pickup, $825. 2-dr., $365. '50 SL Deluxe 2-dr., $230; Holiday, $2,245* (ps); (88) Super 4-dr.,| 117 cars out of 140 offerings.) 
agon, tom 4-dr., $1,065*. '53 Monterey coupe, 4-dr., $225. $1,895* (ps). '54 (88) Super Holiday, $1,- ‘ . 7 # 
Onv.., ,090*, $950; 4-dr., $785; Custom 4-dr., MASON CITY. IA OHRYSLER—'55 NY 4-dr., $2,160* (ps).| 780%, $1,600*; (98) 4-dr., $1,705* (ps). | BUIOK—'55 RM Riviera, $2,025* (ps). "54 
$785. '52 Custom 2-dr., $500. 9 . 54 NY 4-dr., $1,440* (ps). '53 NY 4-dr., 53 (88) Super 4-dr., $1,135* (ps); 2-dr.,| Special 2-dr., $1,380*. °53 Super Riviera, 
man, NASH—’56 Rambler Country Club, $1,300,| (Central States Auto Auction. Sale every| $755* (ps). 52 Saratoga 4-dr., $365*. $1,015* (ps); (98) 4-dr., $950°. '51 (88)| $850°; Special Riviera, $705. °52 Super 
rts. $1,205, $960. 55 Rambler Delivery sedan, | Wednesday. Prices are for sale of June 27.) | DeSOTO—’56 Fire Dome (8) 4-dr., $2,365*. Super coupe, $515; Deluxe 2-dr., $400.| 4-dr., $600°; RM 4-dr., $585 ; Special 4- 
| Fire . 53 Ambassador 4-dr., $690*; Coun- (The Ninth Anniversary sale and cele- ’55 Fire Dome (8) 4-dr., $1,815*. 54 '49 (76) coupe, $300. dr., $380. "51 Super 4-dr., $375*. ’50 Spe- 
try Club, $690. '52 Statesman 4-dr., $300;! bration of the N.A.A.W. brought a record | Powermaster 2-dr., $1,040*. '53 Power-| PACKARD—’55 Panama Hardtop, $2,070*| cial 4-dr., $250. '49 Super conv., $150°. 








CADILLAC—’55 (60) Special 4-dr., $3,360* 
(ps). "54 (62) 4-dr., $2,415* (ps); coupe 
de Ville, $2,740* (ps). '53 (62) 4-dr., $1,- 

| 550° (ps), $1,500* (ps). "50 (60) Special 

4-dr., $1,015*. "47 (61) 4-dr., $130*. 


9) CHEVROLET—’'56 Beil Air (8) 2-dr., $1,- 
820°; 4-dr., $1,740. "55 Bel Air (8) 4-dr., 

$1,350*; 2-dr., $1,285*; station wagon, 

$1,450, $1,290*; Two-ten (8) station wag- 

on, $1,325, $1,300; 4-dr., $1,200, $1,180, 
¢ $1,150, $1,125, $1,115; 2-dr., $1,200, 

; $1,150, $1,135, $15125; One-fifty (6) 2-dr., 


| $970. '54 Bel Air conv., $1,050°; Two-ten 
station wagon, $1,105; 2-dr., $835, ee 
One-fifty 4-dr., $650, $620, $610, ‘ 

sL 


53 Two-ten 4-dr., $710; Delivery 
Special 4-dr., $360; Delivery sedan, $150, 





"52 SL Deluxe 4-dr., $515*; 


*51 SL Deluxe 4-dr., $325*, *; 2-dr., 
" $415*; SL. Special 2-dr., $250; FL Deluxe 
wt coupe, $205. '50 SL Deluxe 4-dr., $165*. 


CHRYSLER—'52 NY sedan, $510; Windsor 
‘51 Windsor conv., $315*. 


(ps); Powermaster 4-dr., $480°, ' 
Dome (8) 4-dr., . "Sl Custom 
Sportsman, $435°; 4-dr., $365°; Deluxe 
2-dr., $315*. '50 Deluxe 4-dr., $145°. 
DODGE—’'51 Wayfarer 2-dr., $315*. 
FORD—'55 Custom (8) 4-dr., $1,240*; 2- 
dr., $1,200. "53 Crest (8) conv., $970*; 
Victoria, $860; Custom (8) 2-dr., §670. 
‘S2 Crest (8) Victoria, $580; station 
wagon, $675; Delivery sedan, $420. ‘Si 
— (8) Victoria, §405*; Custom 4-dr., 
‘o*. 
HUDSON—'54 Hornet 2-dr., $710* (ps). 
KAISER—'51 Deluxe 4-dr., . ; 
LINCOLN—’'53 Capri 4-dr., $910. 
MERCURY — ‘S54 2-dr., $860. 


2 - "Sl 4-dr., 
$400°; 2-dr. 1 
OLDSMOBILE— 





0. 
"56 (98) 4-dr., $2,025°. "Si 
4-dr., $370*. '5@ (88) 4-dr., $290*, 
$280°; conv., $185*. °49 (88) 4-dr., $235°, 


$400. 

PONTIAC — '55 Chieftain (8) 4-dr., $1,- 
525°, $1,480°. ‘54 Chieftain (8) 4-dr., 
$1,185* (ps), $1,125*, $1,025*. °53 Chief- 
tain (8) 4-dr., $765; 2-dr., $720°. ‘52 
Chieftain (8) station wagon, $675*. 

STUD '53 Champion 2-dr., $555. 
"50 Champion 2-dr., $100. 


(Continued on Page 38, Col. 3) 














18° PENNETTE 


100 feet only $4.00 pptd. 

124 PENNETTES 

6 Bright Colors 
Setistaction Guroncteed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, ©., Dept, N 





MAKE OLD CARS LOOK 


REPEAT ORDERS PROVE IT! YOU SELL 
THE BEST WHEN YOU SELL SARAN! 


Over the years (years which have seen many flash-in-the-pan 
materials sizzle in and fizzle out) seat covers of saran have been 
the most stable, most profitable covers a retailer could handle. 


When you sell today’s saran, you sell the ultimate in seat covers. 

othing else equals them for variety and excitement of color 

‘ and design. The new weaves, styled to harmonize with any car 

— are Sanne to assure the snug, tight fit that 

ha etter onger. 3 You can depend 

Stress these points to your prospects. See if they can tell the °53 DOW PLASTICS 

from the °56. You'll win more sales and more satisfied customers 3 
= saran! THE DOW CHEMICAL CoMPANY, Midland, Michigan. 


NEW! 


feature this tag 


AUTO TURNTABLES 
No Pit—No Holes—No Anchor ae 
and . All steel 
scientifically balanced to take 
door display for 


For indoor or out: 
free literature. 


all cars. 
. Write 


... make "56 a 


booming sales year! 





AMERICAN STAGE EQUIPMENT 
805 East 134 St.. Bronx 54, N. Y. 
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WILLYS—’55 station wagon, $950. '52 2- 
dr., $260. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of June 28.) 
(Market and percentage sold good.) 
BUICK—’56 RM Riviera, $2,895* (ps). '55 
RM 4-dr., $1,700* (ps); Special 2-dr., 
$1,590*. '54 Special conv., $1,525*; 4-dr., 
$1,275. '51 RM 4-dr., $415*; 2-dr., $315. 
CADILLAC—’54 (62) coupe de Ville, $3,- 
295* (ps). '51 (62) 4-dr., $960*. "49 (61) 

4-dr., $565*, $525°. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
515°; 2-dr., $1,415*; Bel Air (6) 4-dr., 
$1,365; Two-ten (8) 4-dr., $1,400*; 2-dr., 
$1,325, $1,300*; station wagon, $1,400; 
Delray coupe, $1,250. '54 Bel Air 4-dr., 
$1,255*, 2 at $1,150*°; 2-dr., $1,120, $1,- 
030; Two-ten 4-dr., $950; One-fifty 4-dr., 
$670. '53 Bel Air Sport coupe, $870; 2-dr., 


4 
$770; Two-ten 4-dr., $620. '52 SL Deluxe 
-dr.. Y : 2-dr., $300, ’ es LL rt 
d-dr.: 435°, $906; 2-dr., $300._ 50 SL Petite 40"x 12" Regular 40" x 17 
a 
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2-dr., $480, $420, $395. ‘51 SL Deluxe 
aoe We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40” x 12” 


CHRYSLER—’'54 NY 4-dr., $1,080* (ps). . ; ided 
| h rt h rovid on 
DeSOTO—’53 Powermaster 4-dr., $570*. ’50 for those advertisers who do not need as muc space as is p ide our regular 

















conv.. $210. | Bumpa-Tel sign which measures 40" x17". The new Bumpa-Tel Petife is lower and 
$F FS $e “— a Royal Lancer, $1,725*. '50 4-| blends into the body lines of most cars produtiwg a very neat appecrance. It ig 
Si 2s55 dr. ; ‘ : i . 
paedé tc FORD—'56 Main (8) Ranch Wagon, $2,-| offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 
Snoe 255° (ps); Fairlane (8) Victoria, $2,080*; | 
7e7h ge6 4-dr.,. $2,025", $1,980°, $1,910"; Custom "Mount or Dismount Your Sign in Seconds Without 
ey . 4 e ) -ar., - e ain ) ncn | PT 
FEL Ee: Wagon 8.985: Gunton (@) Zar st2. ~~ Tools, Absolutely No Damage to Car. 
Prsiosss dr.. $750. ‘51 Custom (8) 2-dr., $370; © Masated or Glememnsth tn Secdaiie® 
' < zs ao ° 
" i gee a 2-dr., $315. ’'50 Custom (6) | © Polished Aluminum Frames ” Sheet Steel Face 
&3&S5 LINCOLN—'54 Capri 4-dr., $1,410* (ps). © Sign Logs Telescope Into Nen-Visible Brackets Mounted 
§3 FS Fs MERCURY—'56 Montclair coupe, $2,495*; Behind Bumper Guards 
Sd i Monterey Hardtop. $1,.695*. "54 Monterey / @ Does Not Interfere with Operation of Trunk Lid 





4-dr., $1,275*, $1,165*. °53 Monterey| * Affer original installation State Make and Model When Ordering, 
Hardtop, $1,000*; 4-dr., $875*. '52 Mon- | 


terey 4-dr., $690°. ‘51 coupe, $440°. '49| Now Offered in Four (4) Options, Unlettered at $12.50, 


WASH "51 Country Crab, $330 | Lettered at $16.50, Lettered and Refiectorized at $21.50, 
OTe eee Oi0e tps) en tact'2 52"| Lettered on Full Scotchlite Background, the Best Sign for 
$1,735*. '54 (88) Super 4-dr., $1,345°*. ‘| Night Use et $26.50. 


(88) 4-dr., $1.130; Super 4-dr., $900. 





(98) 4-dr., $450* F.0.8., MOUNDS, ILLINOIS 


rv. WELDED PACKARD—'55 Clipper sedan. $1,300. 
Ae PLYMOUTH—'55 Belvedere (8) 4-dr.. $1.-| 2% Discount For Check In Full With Order. 
Pita ies 500*; Savoy (8) 4-dr., $1,365*, $1,150°* | ‘ 
a Da (Oe ee FO ods Saves dir gress, | Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
aati (53 Cambridge sedan, $450. '52 Concord | Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
udurdan, . 7 ranbroo: -ar., 
. CE ' aaa STAINLESS $245. ‘50 Special Deluxe 4-dr., $210. Hudson, Nash, Packard and Studebaker. 
is RVI ati tel. conv. $195. 
PONTIAC—’'56 Star Chief (8) Catalina, $2,- 
sraneiese ba 455: (ps): Chieftain (8) Catalina $1. | We will — oe calls — on orders 
Ps -dr.. ,725. ° eftain 
DETROIT, MICHIGAN STAINLESS FITTINGS Gane a aoe ae or five or more signs. 


tain (8) 4dr. $1045", $800. "5a chiet-| WARREN HASTINGS MOTOR COMPANY, INC. 


Representatives for PITTSBURGH TUBE COMPANY Chieftain (8) 4-tr, $380", 's1 Siiver/ 103 NORTH BLANCHE MOUNDS, ILLINOIS 
COLD DRAWN BUTT WELDED at een SHody Lane 5-9415 


STUDEBAKER — ‘53 Commander club) 
coupe, $740*; Champion 4-dr., $420*. ’51 
Champion 4-dr.. $235* 

MISCELLANEOUS — '55 Chevrolet %-ton 
pickup. $1,440. °54 Ford %-ton pickup, 
$850. '53 GMC heavy duty truck, $625. 
"51 Henry J 2-dr.. $125. '50 Chevrolet %- 
ton pickup. $430. '47 Chevrolet %-ton 
pickup, $185. '46 International school bus, 
$170. 











EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sales every | 
| Thursday. Prices are for sale of June 28.) 
(All years, makes and models moving 
well. Even rough merchandise was higher. 
Sold 104 cars out of 124 offerings.) 
BUICK—'56 Special Riviera, $1,760*. °54 
Svecial 4-dr.. §900*. ‘53 RM Riviera, 
$965* (ps); Special 4-dr., $700. '52 Spe- 
cial 2-dr.. $510*. ‘50 RM 4-dr., $170*. 
‘49 RM 2-dr.. $165* 
CADILLAC—’'S4 (62) 4-dr.. $2,780* (ps). 
"h% (62) 4-dr.. $1.475* (ps) 
| CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
219°. °55 One-fifty (6) 4-dr.. $1,055. °54 
Bel Air conv.. $875; 2-dr., $1,050*: Two- 
ten 4-dr.. $875; 2-dr., $840. '53 Bel Air 
4-dr.. $820: Two-ten 2-dr.. $685*, $610; 
Carryall, $675. '52 SL Special club coupe, 
$445; 2-dr.. $360. '51 SL Deluxe Bel Air. 


fois*: cede $200 $200". FE Deiuse s.| COVERS 2 CARS EASILY— 
dr., $285, $250°, $185; 2-dr.. $185. °49 


FL Deluxe 4-dr., $140; SL Deluxe club| The McFarland “GREAT” UMBRELLA (21' spread) was designed especially for Used 


a Saratoga 4-dr., $425. Car Lots and is now used by progressive dealers everywhere. In addition to providing 


DeSOTO—'55 Fireflite 4-dr., $1,710* (ps).| shade and comfort the size and color of this ““GREAT' UMBRELLA attracts attention 
—” $285*. '50 2-dr., $165. ‘49 4-dr.,| and customers to your lot. There is one that turns called the WHIRLABOUT. Get full 
DODGE —'56 Coronet 2-dr.. $1,605*, ’54| information on how the “GREAT” Umbrellas will help your business. Write, wire oF 
Coronet 2-dr., $950*. '53 Coronet 4-dr.,| call today—The McFarland Great Umbrella Company, Division of the McFarland 
ine $415. ‘51 4-dr., $380. '49 4-dr.,| Awning Corporation, 742 $.W. 8th Street, Miami, Fia.—Phone—Miami FR 4-8153. 
FORD—’56 Country sedan, $2,430* (ps); 
Fairlane (8) conv., $2,255* (ps); 2-dr., 
$1,840*. 53 Custom (8) 4-dr., $1,235. ’54 


JUST PUBLISHED! — NEW! AUTHORITATIVE! 
10-DAY FREE TRIAL! 


Auto Air Conditioning 
Service information at 


Your Finger Tips 


152 pages—detailed diagrams—com- 
plete service data. All 17 nationally- 
known auto air conditioning units 
described in detail. Manufacturer- 
recommended servicing tips covered 
fully. Increase your income with this 
handy manual of service information 
on these famous names: 

A.R.A. « ARTIC-KAR e¢ FRIGIKAR ec FRIGIQUIP 
MARK Iv . MOBIL-AIRE * NOVI ° PIVOT 
BUICK e CHEVROLET e CHRYSLER e« PLYMOUTH 
FORD e LINCOLN-MERCURY e NASH e OLDSMOBILE 



















































PONTIAC. Custom > oe. $925*. '53 Crest (8) ¢ 

ictoria, $975*; Custom (8) 2-dr., $925; 
This money-making manual can be yours simply by filling Main (6) 2-dr.. $540, $500. °52 Custom ‘ 
out the coupon below. If not completely satisfied, return your (6) 2-dr., $435*; 4-dr., $400*. 51 Custom z 






(8) 2-dr., $425*, $380*°, $340; Custom 
(6) 4-dr., $355, $280; Deluxe (8) 2-dr., 
$380. "50 Deluxe (8) 2-dr., $255; Deluxe 
(6) 2-dr., $190; Custom (8) 4-dr., $105*. 
49 Custom (6) 4-dr., $170; Custom (8) 
station wagon, $165; 2-dr., $160*. 

HUDSON—’51 2-dr., $265*. 

KAISER—’52 Virginian 4-dr., $370. '50 club 
coupe, $215*. ‘49 4-dr., $150* 

MERCURY—’51 2-dr., $400*. 

NASH—’51 (600) 4-dr., $170. 

OLDSMOBILE—'56 (88) Holiday, $2,390*. 
"55 (88) Holiday, $1,705. '49 (88) 4-dr., 


copy within 10 days and your money will be refunded. 


eee 






SEND FOR 


Air Conditioning & Refrigeration News | YOUR MANUAL 


! 
450 WEST FORT STREET TODAY! 
DETROIT 26, MICHIGAN 





Please send me my copy of “Servicing Automobile Air 
Conditioners” at $2.00 each. 


Rubber Trunk Mat No. TM-7 in 
PACKARD.’53 4-dr., $675*. PUT YOUR USED CARS IN CHAPE ! 1953-54 CHEVROLET 


| 
| 
| 
| 
| 
! 
| 
| PLYMOUTH—'53 Cranbrook 4-dr., $685; 
! 
! 
| 
| 
! 
| 
L 





Cambridge 4-dr., $570*. ’52 Cranbrook ". ant i i ilored-to-fit 
CO My check is 2dr. $150. "61 Cranbrook Belvedere, Don't miss a sale because you failed to insta tailore 
MS Sto ee te ee ee io rear floor and trunk mats. It takes just a few minutes to clean up 
C) Please bill COMPAID aise esse eee eee verees cre recseccenes 300.90 siver Streak (6) 4-dr.. 4200.” your Chevrolet trade-ins . . . only costs a few dollars. Order 
“ a teas i oe Se eae “oto. /68 Champion 4-dr., $418 60 Chan. today from your favorite specialty jobber. 
() Please bill oe Ey 5 
MISCELLANEOUS — ‘55 Chevrolet %-t 2 
; my company CiTy................. ZONE..... SAND. odds, Staten, SEOE, "GS Chovrelat Shetom pecan, REPLACEMENT REAR FLOOR & TRUNK MAI 
/ j i | $535; Ford %-ton pickup, $665. ’51 Ford 3 : ae nT Ge 
. ‘Manual sent postpaid if remittance enclosed. j | '4-tom panel, $230. "50 Chevrolet %-ton ee eee e es 


(Continued on Page 39, Col. 3) 
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GREY IRON GASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Mae ee ey BY 


FOUNDRY DIVISION 


' ait. 


ya beh ae 


CHATTANOOGA 2,-TENNESSEE 














NEW CAR DEALERS—OWENS FRANCHISE AVAILABLE! 





NEW CARS The One-Two 
NEW BOATS Punch for '56 


Many of the people who buy your cars, also 
buy our boats. Since you have the contacts 
(and selling boats will not interfere with 
selling cars!), why not get your share of 
this profitable, traffic-producing business? 
It's a big new market—if you can qualify! 


With minimum capital and time investment, and the 
very same facilities you already possess, you can be- 
come an Owens direct-factory boat dealer. We manu- 
facture on our assembly line a complete, nationally- 
famous line of quality boats—models are 14, 16, 18, 20, 
21, 26, 31 and 35, starting with a $345 outboard on up to 
the luxurious 35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to: 





Owens Yacht Co., Inc., 104 Stansbury Rd., Baltimore 22, Md. 


Auto Auctions 


(Continued from Page 38) 


pickup, $410. '49 Dodge %-ton pickup, 
$295; %-ton panel, $155. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of June 27.) 
BUICK—'53 Super 4-dr., $1,000*. '50 Spe- 

cial 2-dr., $100. 

CHEVROLET—’53 Bel Air Hardtop, $885. 
'54 Two-ten 2-dr., $900. '53 Bel Air Hard- 
top, $885. '52 SL Deluxe 4-dr., $520; SL 
Special 2-dr., $440. '51 SL Deluxe 2-dr., 
$365*; SL Special 4-dr., $230. '50 SL De- 
luxe 4-dr., $335. ’49 Carryall, $325. 


FORD — ‘56 Main (8) 2-dr., $1,905. '55 

Country sedan, $1,640. '53 Crest (8) Vic- 

toria, $950*, §$920*; Custom (6) 4-dr., 

$755, $665; Main (6) 2-dr., $650; 4-dr., 
$620. "52 Custom (8) 2-dr., $510. ’51)| 

Deluxe (8) 2-dr., $465*; conv., $375. '50 

Deluxe (8) 4-dr., $280. 

LINCOLN—’55 Capri conv., $2,475* (ps). 

MERCURY—’51 Sport sedan, $435, $385. 

OLDSMOBILE—’53 (88) Holiday, $1,250* 
(ps); sedan, $810*. 

PLYMOUTH—’'55 Savoy (8) 2-dr., $1,305*. 
'52 Cambridge 2-dr., $280. ‘50 Deluxe 
4-dr., 2 at $150. '49 Special Deluxe 2-dr., 
$155. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $2,050*. 49 2-dr., $105. 

STUDEBAKER—’51 Champion 4-dr., $230. 

| MISCELLANEOUS — '47 Studebaker 1-ton 

truck, $370. °40 Ford %-ton pickup, $105. 


FARGO, N. D. 


day. Prices are for sale of June 28.) 
| (One of the hottest auctions ever held 


market on trucks is starting to pick up. 

Sold 88 cars out of 124 offerings.) 

BUICK — '54 Special 4-dr., $1,305* (ps); 
Riviera, $1,300*. ‘53 Special 4-dr., $810*. 
'62 Super 4-dr., $385*. 

CADILLAC—'48 (75) 4-dr., $200*. 

CHEV ROLET—’55 Bel Air (8) Sport coupe, 
$1,700*; 2-dr., $1,380; Two-ten (8) Del- 
ray, $1,400*; One-fifty Handyman, $1,300. 
‘54 Bel Air 4+dr., §995*; Two-ten 4-dr., 
$795*. ‘53 Bel Air 4-dr., $830°, $815, 
$805*; Two-ten 4-dr., $840*, $700*, $650. 


(Tri-State Auction Co. Sale every Thurs- | 


in Fargo, as sales are very active. The | 





‘52 SL Deluxe 4-dr., $405", $330. "51 SL 

Special 4-dr., $325. '50 SL Deluxe 2-dr., 

. $210. '49 SL Deluxe 4-dr., $210. 
CHRYSLER—’51 Windsor 4-dr., $305*. "50 

Windsor Hardtop, $285*. "49 Windsor 4- 

dr., $140. 

| DeSOTO—'53 Fire Dome (8) 4-dr., $795*. 

DODGE—’'53 Coronet 4-dr., $650*. °52 Cor- 

| onet club coupe, $170. 

| FORD—’'56 Fairlane (8) 4-dr., $1,795*, $1,- 

| 625. '55 Custom (8) 2-dr., $1,260, $1,230. 
'54 Main (8) Ranch Wagon, $1,025; Cus- 
tom (6) 4-dr., $895, $820. 53 Crest (8) 
Victoria, $985*, $965; Country sedan, 
$975; Custom (8) 4-dr., $835, $760. °52 
Custom (8) 2-dr., $505; Main (6) 2-dr., 
$465, $440. "51 Custom (8) 4-dr., $300; 
Deluxe (8) 2-dr., $265. "50 Custom (8) 
2-dr., $165. "49 Custom (6) club coupe, 
$125; 4-dr., $125. 

HUDSON—’'55 Hornet 4-dr., $1,550*, $1,- 
450* (ps). 

MERCURY—’'S4 Monterey Sun Valley, $1,- 

* 305°. '53 Custom coupe, $1,065, $900. °52 
Monterey 4-dr., $755. ‘51 Sport sedan, 
$480; 4-dr., $425; coupe, $420*. "50 Sport 
sedan, $350; coupe, $375; Sport coupe, 
$255. 

NASH—’51 station wagon, $315. 

OLDSMOBILE—’'55 (88) 2-dr., $1,685*. ‘54 
(98) 4-dr., $1,800* (ps); (88) Super Holli- 
day, $1,740* (ps). 

| PACKARD—'56 Clipper Hardtop, $2,300*° 





(ps). 

PLYMOUTH—'55 Plaza (8) 4-dr., $1,275*. 
| °'53 Cranbrook club coupe, $515. '52 Cam- 
| bridge 4-dr., $305, $290. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,550*, 
$1,515*. "52 Chieftain (8) sedan, $425°. 

| STUDEBAKER—’54 Champion 2-dr., $810. 

’50 Champion coupe, $140; 4-dr., $135. 

MISCELLANEOUS — '55 International %- 
| ton pickup, $645. "54 Ford (8) truck, $790. 
| °53 Singer conv., $500; Dodge 2-ton truck, 
$665. '51 International 2-ton truck, $365. 
"48 Ford %-ton pickup, $410; 1-ton pick- 
up, $400; Dodge 2-ton truck, $285. ‘47 
Studebaker %-ton pickup, $145. 

* - 





— Auctions in Brief — 
ST. LOUIS 


St. Louis Auto Auction. Sales every Tues- 


day and Friday (June 19-22). Sold 261 cars 


out of 342 offerings. 
* * * 


GALLIPOLIS, O. 


Gallipolis Auto Auction, Inc. Sale every | 


Tuesday (June 26). Our sale this week was 
|red hot with nearly 90 percent of almost 
| 180 cars changing hands. The buying dealer 
| attendance was very good. 
| * * * 


SYRACUSE : 
Syracuse Auto Auction. Sale every Wed- 
|nesday (June 27). One word describes to- 
day’s sale—terrific. 
* * * 


INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc. Sale 





AFAYETTE BLVD 


ap 900 ROOMS WITH BATH FROM 


Television and 





AIR-CONDITIONEL 
ROOMS 





every Thursday (June 28). Prices began to 
soften here today as our sales percentage, 
171 out of 302, fell far below average. 

i * * x 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 


nesday (June 27). Very excellent sale. Sold 
124 cars out of 177. 
* 





* * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Friday 
(June 29). Market slightly soft this week. 
Sold 265 cars out of 355 consignments. 


Rollins Fleet Leasing 
Buys Parker Hansen 


Hansen Co., a Miami auto leasing 
company, by Rollins Fleet Leasing 
Co. of Rehoboth Beach, Del., has 
been announced by David Davis, 
president of Hansen, and John W. 





firm, 


MIAMI.—The purchase of Parker | 


Rollins, president of the Rollins! 












installation and 
change-over time with 


BORROUGHS 
BINS 


Borroughs Bins offer you more features than any other bins on the 
market. Borroughs sliding shelves are simpler, and slide easier. 
Dividers are instantly adjustable, and are not restricted by holes 
punched in the shelf..they snap into position any place you want 
them. You can adjust shelves with dividers in place. Shelves are 
18 gauge, and do not require side flanges. Frame is stronger because 
Borroughs Bins have a separate base and top which are bolted to 
uprights and back to give utmost rigidity. Compare, and you will 
discover that Borroughs Bins are the Best Buy. 


send for more information and catalog 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK aiip KALAMAZOO, MICHIGAN 


amp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, 
Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas — Colton, California) (General Spring Products, Lid. — 
Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey | 


Manutacturers of quality products tor automobiles, trucks, aircraft, offices. tactories. warehouses, and homes 
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AUTOMOTIVE NEWS, JULY 9, 1956 


Despite Elections, NAM says. . . 
Tax-Cut Discussion 


Urged for This Year 


NEW YORK. — A presidential 
election year is the time, contrary 
to the opinion of many observers, 
to face issues of national impor- 
tance such as Federal income-tax 
rates, says the National Assn. of 
Manufacturers. 

The NAM taxation committee 
said this tax issue would “best 
be faced ‘in such a year, for ex- 
perience suggests that it would 
not necessarily be faced once the 
election is over.” 

“To assert that the politics of 
any year prohibits attention to tax 
rate discrimination,” it said, “is the 
equivalent of saying that it is good 
and necessary politics, to impede 
and block the beginning and devel- 
opment of business. 

It’s like saying that it’s proper 
to harass and penalize the owners 
and managers of business of every 
size and kind, and to stifle the 
incentives for professional and 


technological training and achieve- 
ment. It’s like saying that politics 


has no interest in job-making and 
economic building.” 

The NAM said that “the 
leaders of both political parties 
must be aware of their ability 
to lead the nation out of the 
morass of socialistic taxation 
without fear of recrimination at 


the polis.” 
The NAM tax report, released 
by William J. Grede, a former 


president of the association and 
chairman of its taxation commit- 
tee, recalled that the last Federal 
tax reductions were made in 1954. 

At that time the top individual 
rate dropped one point — from 92 
to 91 percent. There was no 
change in the regular corporate 
tax, where the top rate remains 
at 52 percent. 

Estimates of budget surpluses 
for the fiscal year ended June 30 
range from $1.8 billion to $2.3 bil- 
lion; and $2.2 billion for fiscal 
1957. 

“In relation to a Federal bud- 
get of some $65 billion, these 





148 Years of Selling Dodges— 


Four partners of Jarman Motors, said to be the oldest Dodge dealership in 
Baltimore, take a break to chat about their combined 148 years of experience 


selling Dodge cars and trucks. From left are Charles E. Fountain, treasurer; W. A. | 2-dr. 
Tower jr., vice-president; Mark R. Chenowith, president; 


and A. C. Susemihi sr., 


secretary. The dealership has received a plaque marking its 25-year association 


with Dodge. 


estimated luses may seem 
small,” the NAM report said. 
However, it said they are over 
and above adequate provision of 
some $2 billion for retirement of 
debt in the hands of the public. 
The report posed the question as 
to whether the budget surpluses 
should be used to make a start in 
the moderation of income taxes. 


The budgetary surplus of $2 bil- 
lion is of “tremendous §signifi- 
cance,” the NAM said. Such a 


surplus, repeated annually over 
five years, would permit a uniform 
80 percent cut in the entire pro- 
gressive 


superstructure of the 





The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 

dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super— 4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Readmaster—4-dr. sed., $3,- 
498; "4-dr. hardtop, $3,687; 2-dr hardtop, 
$3,586; conv., $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard on Super and Road- 
master.) 


CADILLAC — Series 62—4-dr. sed., $4,- 
291: 2-dr hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. epe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., 
259; ‘4-dr. 3-seat stat. wag., $2,344. Bet Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 

2,604. Hardtop cpe. or conv., 
ov 8 only), $3,145. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. 

4-dr. 


port hardtop, $4,087; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B —2-dr. hardtop, $4,- 


414.25. (PowerFlite standard on New 
Yorker. ) 

CLIPPER—Deluxe — 4-dr. sed., $2,731 
Super—4-dr. sed., $2,866; 2-dr. 5 
$2,916. Oustom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. sed., $9,538. 


(Turbo-Drive and power steering standard. ) 
DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
Seville hardtop, $2,729.25; 4-dr. 
| Sportsman hardtop, $2,948.75; 2-dr. che te, 
man hardtop, $2,849.75; conv., $3, 
4-dr. stat. wag., $3,366.25. Fireflite—4-ar. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 


2-dr. sed., $2,250; 4-dr. hardtop, $2,454; 
| 2-dr. hardtop, $2,384.50. -dr. 
sed., $2,406; 2-dr. sed., $2,346.50; 4-dr. 
hardtop; $2,551; 2-dr. hardtop, §2,481; 
conv., $2,707.50; 4-dr. 6-pass. stat. wag., 
$2,718; 4-dr., 8-pass. stat. wag., $2,815. 
Monterey—4-dr. sed., $2,551; 4-dr., hard- 
top, $2,696; 2-dr. hardtop, $2,626; 4-dr. 


| Hornet Custom V-8—4-dr. 


sed., $4,596; 2-dr. hardtop, $4,596; conv., 
$4,742. (Turbo-Drive and power 
Standard. ) 





individual income tax — as well as 
a reduction of 17 percentage points 
in the combined corporate tax, 
bringing the top rates of both 
taxes down to 35 percent, the as- 
sociation said. 

The NAM report explained that 
a $2 billion surplus in the first 
year would permit a uniform 16 
percent cut in progressive part of 
the individual tax, bringing the top 
rate down from 91 to 80 percent, 
and a 5-percentage-point reduction 
in the normal corporate tax (as 
now scheduled in law), bringing 
the combined top rate down from 
52 percent to 47 percent. 


Current Prices on New Cars 


$3,426.50; 2-dr. Sportsman hardtop, $3,- 


341.50; conv., $3,539.50; Pace Car conv., 
$3,610.50. (Power¥Flite standard on Fire- 
flite.) 


DODGE — Coronet 6 — 4-dr. sed.. 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— 


$2,- 


4-dr. sed., §2. 371. 25; 2-dr. sed., $2,298; 
2-dr. 500’ sed., $2, 529. 90; 4-dr. hardtop, 
$2,547.50; 2-dr. hardtop, $2, 433.50; conv., 

$2,773.50. Reyal — 4-dr. sed., $2,508.75: 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
$2,578.75. -dr. sed., $2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
hardtop, $2,688.50; conv., $2,908. Station 


Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. Custom Sub- 
urban V-8, $2,724; 4-dr. 6-pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 
$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 


$2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2,969.50. 

FORD—(Prices for 6-cyl. models; for 
V-8s, add $99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed.. $1,846.30; business 
2-dr., $1,744.22. © — 4-dr. sed., 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 


top, $2,098.93. Fairlane—4-dr. sed., §2,- 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
dan, $2,424.05; 4-dr. 3-seat Country Squire, 
$2,528.60 Thunderbird—Hardtop cpe. (V-8 
only), $3,147.60. 


HUDSON — Wasp Super 6—4-dr. sed., 
$2,416. Hornet Special V-8—4-dr. sed., 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2,770. Hornet Custom 6— 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136. 
sed., $3,286; 


2-dr. hardtop, $3,429. 


IMPERIAL—Imperial — 4-dr. 
827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 
top, $5,089.25. Crown Imperial—4-dr. 8- 
pass. sed., $7,597.50; 8-pass. lim., §$7,- 
731.50. (PowerFlite and power steering 
standard.) 


LINCOLN —4-dr. sed., $4,207; 
2-dr. hardtop, $4,114.50. Premiere—4-dr. 


sed., $4,- 


MERCURY—Medalist—4-dr. sed., $2,309; 


8-pass. stat. wag., $2,973. Montciair—4-dr. 
hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; 
conv., $2,895.50. 


METROPOLITAN—2-dr. hardtop, $1,527; 
conv., $1,551. 


NASH—Statesman Super 6—4-dr. sed., 
$2,381. Ambassador Special V-8 — Super 





Towmotor Offers 


Power Steering 

CLEVELAND.—Every model in 
its line of fork-lift trucks of 6,009 
pounds capacity and over can now 
be equipped with improved power 
steering, Towmotor Corp. saig 
last week. 

The improved unit has a bigger 
pump and a smaller cylinder to 
increase steering speed, Towmotor 
said. The control valve is built in. 


tegrally into the steering gear. The 
system is separate from the truck's 
main hydraulic system. 





4-dr. sed., $2,591; Custom 4-dr. sed., 
816; 2- ar. hardtop, $2,681. Am 
Super 6—4-dr. sed., $2,685. Ambassader 
Super V-8—4-dr. sed., $2,997. Ambassador 
Custom V-8—4-dr. sed., $3,236; 2-dr. harg. 
top, $3,379. 


OLDSMOBILE — Series 88 — 4-dr. sed,, 


$2,- 


$2,483; 2-dr. sed., $2,418; 4-dr. 

$2,667; 2-dr. nardean, $2,595. Super 
4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr, 
hardtop, $2,876; " 2-dr. hardtop, $2,803; 
conv., $3,026. Series 98—4-dr. sed, $3,- 
293; 4-dr. hardtop, $3,546; 2-dr. hardtop, 
$3,475; conv., $3,735. (Jetaway Hydra- 
Matie and power steering standard on 
Series 98.) 


PACKARD — Executive—4-dr. sed., $3,. 
465; 2-dr. hardtop, $3,560. 

4-dr. sed., $4,160. 400—2-ar. 
$4,190. Caribbean—2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard.) 


PLYMOUTH—Pilaza 6—4-dr. sed., & 
922.50; 2-dr. sed., $1,879.50; bus. cpe,, 
$1,780.50. Plaza V-8—4-dr. sed., $2,025.75; 
2-dr. sed., $1,982.75; bus. cpe.. $1,883.75, 
Savoy 6—4-dr. sed., $2,021.50; '2-ar. sed., 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 
081.75; 2-dr. hardtop, P wero Belvedere 


6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. 
=" $2,209.75. Belvedere V-8 — 4-dr, 


$2,208.75; 2-dr. sed., $2,165.75; ous: 
radeon, $2, ; _2-dr. hardtop, $2,313 


conv., $2,473.50. Fury—2-dr hardtop, 
862. Suburban 6 — 2-dr. 3-seat Deluxe 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50: 4-dr. 2-seat Custom 
stat. wag., $2,309.75; 4-dr. a Sport 
stat. wag., $2,479.75. Suburban V-8—2-dr, 
2-seat Deluxe stat. wag., $2,296; 2-dr. 
2-seat Custom stat. wag., $2,367; 4-dF. 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 


PONTIAC—Chieftain 860—4-dr. sed., $2,- 
294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
439: 2-dr. hardtop, $2,366; 2-dr. — 
stat. wag., $2,564; 4-dr. 3-seat stat. 
$2,647. Chieftain 870—4-ar. sed., 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476: 
4-dr. 2-seat stat. wag., $2,744. Star Ohief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv. $2,853; 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr. sed., $1,826. 
Super—4-dr. sed., $1,936; 4-dr. 2-seat stat. 
wag., $2,230. Custom—4-dr. sed., 52.008: 
4-dr. hardtop, $2,221; 4-dr. 2-seat stat. 
wag., $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 
sedan, $1,943. 
pass. cpe. §$ 
sedan, $2,121; 2-dr. sedanet, $1,970; 
sedan, $2,072. President V-8—4-dr. 
$2,231; 2-dr. sedan, $2,184. President Cias- 
sie—4-dr. sedan, fat, Hawk V-8—Power 
Hawk 5-pass. $2,097; Sky Hawk 
2-dr. hardtop, 2.473: Golden Hawk 2-dr. 
hardtop, $3,05' Station Wagons—Pelham 
6-cyl. 2-dr., Parkview V-8 2-dr., 
$2,350; Pinehu “v8 2-dr., toeea (Over- 
drive standard on Golden Ha 


New Passenger Car Registrations, 41 States for ee 1956-1955 
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Hearings End Today... 


Day-in-Court Vote 
Pushed in House 
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Dearborn -meeting, which Tuttle 
attended, had voted to oppose the 
bill, the dealer said. 


15, and that he knew of only one 
who changed his mind in Dearborn 
on June 20. 

Tuttle said that after returning 
from Dearborn, he and “five or six 


(Continued from Page 1) 
“brainwashing” dealers invited to a| ferences to work out these basic 


special meeting in, Dearborn on 
June 20. The Ford retailers at that 
meeting voted to bend every effort 
to defeat the O’Mahoney and Mon- 


roney bills. 


But Hayse Tucker, who was ap- 
pointed by Ford Chairman Ernest 
Breech to head the anti-legislation 
committee, called the O’Mahoney 
measure “the bootleggers’ holiday- 


in-court bill.” 
+ + > 


LTHOUGH the bill’s drafters 
were motivated by high pur- 
, he declared, the measure 


simply will not get results. 


“Passage would prevent factory 
efforts to clear up bootlegging and 
unethical advertising,” Tucker said, 
adding that auto makers would be 
unable to take curative action for 


fear of being sued for bad faith. 
“I don’t want to see bad retail- 
ing practices frozen into the busi- 
ness,” he testified. 


Tucker also warned that the bill 
would open the doors to more Fed- 
eral regulations of business. Fur- 
thermore, he said, the day-in-court 
measure is the worst kind of class 
legislation, for it imposes Federal 
law and regulation on a single in- 


dustry. 


“Car dealers are Americans first 
and businessmen second,” Tucker 


shouted, “They don’t want any spe- 
cial legislation for themselves.” 

The witness, a dealer in Tusca- 
loosa, Ala., charged that “dealers 


have given no thought to the con- 


sequences of the bill.” Retailers 


. were told, he said, that the measure 
. simply calls for fair play. 
“All dealers are for fair play,” he 


asserted, “and they are against sin, 
too.” But, Tucker said, the O’Ma- 


honey bill attempts to solve the 


problems of the market place. He 
said he didn’t believe legislation 
could be written to do that. 

“The law of supply and demand 
exacts its own penalties and pre- 
miums,” he declared. 

Calling factory-dealer relations “a 
family affair,’ Tucker said a new 
five-year contract promised by Ford 
Motor Co., as well as a promise to 
eliminate bootlegging by every law- 
ful means, proves the industry can 
solve its problems without laws. 

He admitted the Senate hearings 
had been “beneficial” to dealers, for 
they had brought an admission by 
factories of trouble within the in- 
dustry and encouraged reforms. 

7 * © 
Co. questioned Tucker 
carefully about the Dearborn 
meeting and the authorship of his 
address. 

Tucker said he and his fellow re- 
tailers attended the Michigan ses- 
sion as “free agents and substantial 
businessmen.” He added that he 
“assumed” Ford would pay his ex- 
penses, but explained he would pay 
his own many times over to attend 
such a meeting. 

“I am the author of my state- 
ment here,” he declared, but he ex- 
plained that he had received “pro- 
fessional help” from Ford execu- 
tives “to make it a little smoother.” 

He said he was assisted by Walker 
Williams, vice-chairman of the 
Ford Dealer Policy Board, and 
Wright Tisdale, assistant general 
counsel. 


Tucker, who has spoken at NADA 
conventions in the past, said he is 
still a member of the dealer associa- 
tion and has a “high regard” for it. 
He praised NADA for getting hear- 
ings underway in Congress, but 
added that he thought enough had 
been done for now. 

+ * » 


Factories Assail 


qurren told congressmen that “it 
has been made indisputably 
clear to us that the automobile 
manufacturers had and have no in- 
tentions of giving up the advantage 
they have enjoyed through the sell- 
ing agreement.” 













problems ... ‘inside the family.’” 

Sutter said that “it is not only 
necessary, but imperative, that this 
bill be enacted into law.” 

“We consider this bill sound be- 
cause it does not inject Government 
into business,” he testified, “but 
says in effect there shall be no busi- 
ness dictatorships in America that 
cannot have their acts reviewed by 
the courts. No one but a dictator 
can quarrel with that.” 

Frederick J. Bell, NADA execu- 
tive vice-president, told the House 
that some of the dealers testifying 
against the day-in-court bill “may 
well be the victims of a carefully 
planned and well coordinated cam- 
paign of distortion.” 

His reference was to more than 
a dozen Ford retailers who spoke 
up against the measure earlier in 
the hearings. 

“Thousands and thousands of au- 
tomobile dealers across the country 
would like to appear in support of 
this bill,” Bell declared. “In the in- 
terest of time, and out of considera- 
tion for this committee, we have 
asked them not to request permis- 
sion to appear.” 

* * > 
Bell Challenged 

HALLENGING Bell, a Los Ange- 

les Ford dealer named Holmes 
Tuttle charged that “the majority 
of dealers have had no voice in this 
bill.” 

“It has never been presented to 
dealers,” he said. “In Southern Cali- 
fornia, I can tell you the dealers 
aren’t behind it.” 

Bell jumped to his feet and told 
the subcommittee that the bill 
had been presented to dealers 
many times through NADA mail- 
ings. 

“They got it,” he said. “I don’t 
know if they read it.” 

Bell then explained that NADA’s 
54-man board of directors had 
unanimously approved the O’Ma- 
honey bill at a recent meeting in 
Washington. 

Tuttle sprang from his chair and 
told Bell he had evidence “to refute 
that.” Three NADA directors at the 


Angered Dealer 
Lambastes Ford 
In Open Letter 


WASHINGTON.—In an open let- 
ter to Henry Ford I, president of 
Ford Motor Co., a “Disgusted Ford 
Dealer” predicted that the “legisla- 
tive emergency” meeting’ of the 125 
Ford dealers will turn out to be the 
greatest mistake since Ford be- 
came president. 

The letter is as follows: 

“Whatever may have been your 
intentions in holding a secret meet- 
ing of 125 Ford dealers in which you 
attempted to threaten, coerce, in- 
timidate and brainwash those deal- 
ers, then get them to go home to 
organize meetings and oppose all 
legislation which you didn’t like, 
I am sure the reverse occurred. 

“I predict this will turn out to be 
the greatest mistake ever made 
since you were president of the 
company. Most all the dealers I 
know are fighting mad. Other make 
dealers hold your company in con- 
tempt and the general public is 
losing respect for your company, I 
also predict your company will get 
a going over by the United States 
Congress like which no other com- 
pany has ever had. 

“You are the only company offer- 
ing any major objections to these 
dealer bills; other companies have 
offered only a token resistance. 
Could it be that your company is 
the biggest sinner or is this the 
result of the Harry Bennett indoc- 
trination. 

“If you continue with these poli- 
cies I predict you will wind up with 
the worst dealer relations in the 
industry and in the history of your 
company. 

“So far as I am concerned, I 
would no more oppose this legisla- 
tion than I would fly to the moon 
and that is putting it mildly.” 















other Ford dealers” called a meet- 
ing of about 100 retailers from Los 
Angeles and Orange counties. He 
then read a telegram to Celler in 
which the dealers announced their 
opposition to the day-in-court bill. 

The California dealer said Ford 
retailers would not need legislation 
when the new Ford contract was 
adopted. 

“Why are our benefactors so 
eager to get this bill through right 
away?” he asked. 

a * * 
ON THE second day of hearings, 

Bell offered a number of mag- 
azines, newsletters, bulletins and 
brochures as evidence that NADA 
had kept members posted on the 
bills before Congress. 

However, a subsequent witness 
charged that NADA had failed to 
make the implications of the bill 
clear to him. 

Roy E. O’Brien, a Ford dealer 
in St. Clair Shores, Mich., said 
he had read the literature from 
NADA, but did not understand 
the effects of the O’Mahoney bill 
until he consulted his personal 
attorney. 

He testified that his attorney had 
told him that passage of the bill 
would mean a factory could not 
cancel a dealer for failure to give 
proper representation. 

Subcommittee Counsel Herbert 
Maletz told O’Brien that nothing in 
the bill would prevent a manu- 
facturer from cancelling a dealer 
with a poor sales performance. 
“Why have the bill then?” asked 
O’Brien. 

Celler explained that there might 
be some manufacturers who can- 
celled dealers for unfair or arbi- 
trary reasons. He added that he 
had received many telegrams from 
Ford retailers who charged they 
were subjected to coercion and 
intimidation. 

O’Brien insisted that he had been 
opposed to the O’Mahoney bill be- 
fore the Dearborn meeting, as well 
as after it. He said he was “hurt” 
by Bell’s accusation that Ford 
dealers at the meeting were 
“puppets.” 

“I resent being called a puppet 
very much,” O’Brien protested, “I 
am not a puppet of Ford Motor 
Co. or anyone else.” 

> * = 
Witness Removed 
NOTHER Ford dealer ran into 
trouble with Celler. B. E. Holt, 
Granite City, Ill, was asked 
several times by the chairman to 
tell how the “day-in-court” bill 
would impose a hardship on 
dealers. 

“Would it be a hardship if man- 
ufacturers were compelled to be 
fair?” Celler asked. 

“It will be if this law is en- 
acted,” said Holt finally. “My 
manufacturer has always been 
fair to me.” 

He added that he “knew” there 
had been unfairness in other lines, 
but could not speak for those 
dealers. 

“The record will show that your 
answers are evasive,” Celler said 
finally. 

“I can only tell the truth,” 
shouted Holt. He said that if he 
sold 400 cars a year at present, 
and dropped his sales to 200 units 
a year after the O’Mahoney bill 
was passed, he thought he would 
have grounds to sue his factory in 
case of cancellation. 

“I have never been coerced or 
intimidated,” he insisted. 

* * - 


Cutm told him that many 
thousands .of dealers have been 
coerced, even though his own 
treatment may have been exem- 


“Dealers have been cancelled, 
not on good grounds, but on coffee 
grounds,” declared the chairman. 
He insisted once more that Holt 
tell the subcommittee how the bill 
would injure dealers. 

“Either I have lost my com- 
mon sense—or you have,” Celler 
said, “And I don’t think [ve lost 


Holt replied that “no manufac- 
turer can make any dealer do what 
he doesn’t want to do.” 

“Wait a minute,” interrupted 
Celler. “They can cancel his con- 
















HAYSE TUCKER 


Accusing the witness of 
failure to respond to questions, he 
dismissed him from the stand. 
Also testifying was Olin Bell, 
Ford dealer from Bowling Green, 


tract.” 


Mo. Bell said he spoke for 25 
retailers from the St. Louis area. 

Blaming “a few over-zealous 
field men” for past troubles in the 
industry, Bell said he thought con- 
tinued negotiations between manu- 
facturers and dealers “can resolve 
all our problems.” 

Bell claimed that “not one dealer 
in 10” is aware of the implica- 
tions of the O’Mahoney bill. 

. * . 


EADOFF witness at the hear- 

ings was Senator Joseph C. 
O’Mahoney, Wyoming Democrat. In 
an exchange with aletz, O’Ma- 
honey agreed to a number of tech- 
nical changes in the wording of 
his original bill. 

The broad intent of the measure, 
which permits a dealer to sue his 
manufacturer for failure to act in 
good faith in complying with terms 
of the franchise, remains un- 
changed. 

@Q’Mahoney said he had received 

a wire from a Ford dealer who 


He then read a resolution of the 
New York State Auto Dealers Assn. 
in support of his bill, and said Ford 
dealers at the New York meeting 
objected to their factory’s opposi- 
tion. 

“They’re beginning to get cour- 
age to stand up against the chain 
of command,” he asserted. 

O’Mahoney said several wires had 
been received by the Monroney sub- 
committee from areas where sons 
of Ernest Breech are dealers. 

“Nepotism in business is worse 
than in Government,” he charged. 

O’Mahoney accused “some giant 
corporations” of trying to set up 
their own judicial system, and re- 
ferred to General Motors’ recent 
appointment of an umpire to ad- 
judicate factory-dealer quarrels as 
“picking a Judge Landis for the 
auto industry.” 
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Bill to Be Altered 
ELLER said he would alter the 
House bill to provide an injured 


N.Y. Ford Dealers Stick 
With O’Mahoney Bill 


* 








dealer with compensatory damages, 
rather than two-fold damages. Thig 
amendment is already part of the 
Senate bill, which passed by a vote 
of 75 to one. 

Maletz asked NADA attorn 
whether they thought the bill woulg 
prevent an auto maker from set 
up a new dealer near an old, estab. 
lished one. 

Attorneys agreed that it would 
not, adie ane 
an act of bad faith if a tory 
set up a “stimulator” without ade. 
quate - facilities as punishment 
for an older dealer. 

William H. McGaughey, vice 
president of American Motors 

Corp., joined Ford dealers in tegtj. 
fying against the bill. 

He said he feared the consumer’s 
interest would suffer from enact. 
ment of the measure, and that his 
company might not be so lenient in 
granting franchises if it thought 
dealer might turn around and gye 
later. 

There is a definite competitive 
advantage, McGaughey testified, for 
AMC “to have better relations with 
its dealers than the bigger com- 
panies.” He denied that his firm 
ever coerced its retailers and said 
dealers already have the right to 
sue. 

“I know,” said Celler, “but do 
they ever win?” 

McGaughey replied that he didn’t 
know. 

Maletz wanted to know if Me- 
Gaughey would favor the bill if he 
were shown positive evidence that 
other auto makers had been guilty 
of dealer coercion. 

McGaughey replied with an em- 
phatie “No.” 

“The bill would hurt us more 
than the big companies,” he said. 

Referring to Monroney’s expres- 
sion about the “hunters and the 
rabbits,” McGaughey said that AMC 
is “a rabbit caught in a cage with 
a couple of dinosaurs.” He said his 
company needed room in which to 
turn around. 

+ 


Code Requested 


Also against the bill was Rep. 
Abraham Multer, New York 
Democrat, who asked Celler to write 
into the law “ a code of fair prac- 
tices” for the industry. 

Celler said he thought spelling 
out a code might be next to impos- 
sible, adding that it would be bet- 
ter, in his opinion, to write a simple 
law to “protect dealers from the 
depredations of that huge, mono- 
— duopoly, General Motors and 

‘oO Pad 


Celler then warned that if the 
Democrats regain control of Con- 
gress next session, the big auto 
makers “had better watch out.” 

“This committee will be extremely 
vigilant,” he said, “and any factory 
representatives in the room can 
take that message back with them.” 

Carl Albert, Oklahoma Democrat 
and House whip, said that “all the 
dealers in my district are for this 
bill.” He recommended passage. 
Steward Holman, a New Jersey 
Ford dealer, criticized NADA for 
alleged failure to “give proper con- 
sideration” to the effects of the day- 
in-court bill. He accused the associ- 
ation of trying to create a legisla- 
tive “Frankenstein.” 

Celler asked Holman if he were 
requested to testify at the Dear- 
born meeting. 

“In principle,” Holman replied, 
“although I wouldn’t word it quite 
that way.” 

He emphasized that dealers had 
met without factory interference, 
and worked out their own program 
after a short introductory meeting 
with Ford’s chief executives. 

Two other Ford dealers were to 
testify last week. They are Walter 
McRae, Jacksonville, Fla., a former 
NADA director, and George M 
Holtsinger, Tampa, Fla. 

Other Ford dealers who filed 
Statements with the committee 
were T. H. Tupman, Los Angeles; 
Richard C. Danner, Fort Worth, 
Tex.; Robert S. Matthews, Athens, 
O.; John Bowen, Forest City, Ark.; 
J. O. Barron, Hattiesburg, Miss.; 
Jack Kultgen, Waco, Tex.; John 

Stamford, Conn.; Cc. 


Beasley, Altoona, Pa. 


Spray Lube Offered oa 
Ah ~d spray lubricant 
open auian ae cable, called Tenac, 
has been marketed by Kryon, 
Norristown, Pa. 
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Denies Being Brainwashed .. . 


Hayse Tucker Replies 


Epitor’s Note: Below is a reply 
Hayse Tucker Tuscaloosa 
(Ala.) Ford dealer, to an open 
letter criticizing Ford’s efforts to 
defeat the O’Mahoney and Mon- 
roney bills: 


* * * 


. I AM greatly surprised that Aurto- 


motive News saw fit to print on 
Page 33 in its issue of July 2 a 
jetter to me from “A Ford Dealer— 
Name Withheld” since very little 
eredence can be given to any state- 
ment from one who hides behind 
anonymity. In most instances I 
would not bother to answer any- 
one who lacks the courage to sign 
his name; however, since this 
“pen letter” has undoubtedly been 
read by thousands of automobile 
dealers through the nation, I feel it 
my duty to reply. 

Let’s get the record straight— 
nobody was “wined, dined and 
brainwashed.” With a group of 
ether Ford dealers, I attended a 
meeting in Dearborn on June 
th at which Ford executives 
gave a detailed analysis of both 
the O'Mahoney and Monroney 
bills. But after this presentation, 
the resolutions opposing legisla- 
tion were drawn up and adopted, 
together with a program of 
action, by the dealers themselves 
— not at the insistence of the 
Company. 

Most of the dealers who attended 
the meeting received, for the first 
time, a detailed analysis of the 
features of this legislation. At no 
time had we been furnished by 
the NADA with an accurate pic- 
ture of what the legislation would 
do to the automobile business. It 
is my belief that NADA has at no 
time given its membership an op- 
portunity to debate this legislation 
on its merits. 

Apparently the anonymous 
writer goes along with a group of 
NADA members who feel that it 
is unethical, if not unpatriotic, for 
automobile dealers to have inde- 
pendent judgment especially 
when that judgment disagrees with 


Contest Shows 
How Radio Ads 
Help Sell Cars 


NEW YORK.—The story of how 
concentrated merchandising can 
move automobiles is well sketched 
by entries in the Radio Advertising 
Bureau’s fourth annual “Radio Gets 
Results” contest. 

Entries in the contest told how 
dealers in 14 localities used radio 
campaigns with exceptional results. 
In one instance, a spot campaign 
Was credited with moving 50 new 
cars in one week-end. 

Winner of first prize in the con- 
test was Standard Pontiac, Inc., 
College Park, Md. Second was 
Howard Chevrolet, Middlesboro, 
Ky, and third was Avalon Motors 
©. (Buick), Wilmington, Calif. 

Nearly all of the dealerships who 
entered the contest used saturation- 
type radio advertising. Price was 
stressed in most instances, although 
some dealers emphasized good serv- 

long-time location and other 
institutional subjects. 

Several of the contestants re- 
ported better results from sponsor- 
ship of news and sports broadcasts 

from spot ads. 





Accident Stops DeSoto 
With Record in Sight 


COLORADO SPRINGS, — An 
accident, which occured only 
miles from the summit, 

y prevented the De- 
Soto Golden Adventurer from 


turn, 
Driver Lloyd Faddis, who 
uninjured. The Adventurer 
believed to be an estimated 
four minutes ahead of last year’s 
mark when the accident occured. 


the legislative program of the 
NADA, 

* * *” 
T= anonymous note is an open 

letter from a closed mind. I 
sincerely believe that if the un- 
identified dealer took the time to 
get the facts about the legislation, 
he would not keep his mind closed 
to its dangers. 

Since I attended the Dearborn 
meeting, and since I went to 
Washington during the past week 
to testify before the Celler sub- 
committee, I have become con- 
vinced that the NADA officials do 
not reflect the actual views of 
many NADA members. 

It is my constitutional right to 
speak up in protest against 
something I think is wrong — 
whether it is an act of an indi- 
vidual, the NADA or the Con- 
gress of the United States. 

I resent — and I am sure that 


Studebaker Sees 
Vast Potential 
For the Hawk 


SOUTH BEND. — With the rapid 
acceleration of public interest in 
sports car performance and styling, 
who are the people buying sports 
cars? 

To find out and get a better 
look at the 


sports-type models. 
The survey shows that the aver- 
age Hawk buyer might qualify as 


“Mr. Average American.” He is 33, | 


lives in the Midwest or West, is 
married and the father of two chil- 
dren. He traded in the old family 
sedan in order to own the Hawk 
and it is the only car in the family. 

William A. Keller, Studebaker 
general sales manager, said this in- 
formation supports forecasts that 
the sports type of automobile will 
find an increasingly profitable place 
in the American market. 

The American-made sports car is 
already assured of its greatest ac- 
ceptance by the public this year 
although industry car sales in gen- 
eral are averaging substantially be- 
low a year ago, Keller said. 

Production of Studebaker’s 
Hawk line totalled 11,900 units in 
the first five months of 1956, The 
line-leading 275-horsepower 
Golden Hawk was the most popu- 
lar, then the Power Hawk in the 
lower price class. 

Concurrently, published industry 
reports put Chevrolet Corvette 
ahead of its 1955 production during 
the first five months and the Ford 
Thunderbird close to its 1955 total. 

The fact that the Hawks are five- 
passenger cars undoubtedly resulted 
in the survey showing a slightly 
higher total of families as purchas- 
ers (three out of four) then would 
be true of sport car makes with 
two-passenger capacity, Keller said. 
Also, this would account for the 
somewhat higher number of non- 
sport car tradeins, he said. 


Ford Overseas 


Back to Dearborn 


NEW YORK.—The long-planned 
move of the general offices of Ford 
International Division from 445 
Park Avenue, here, to Ford Motor 
Co. headquarters in Dearborn, will 
take place over. the weekend of 
July 14-16. 

Although the division’s general 
offices are returning to Dearborn 
after seven years, subsidiary offices 
in this area are not included in the 
move, and more than 500 of the 
700 people engaged in activities re- 
lated to Ford’s overseas interests 
will thus remain at work in the 
New York Metropolitan region, 


Oldsmobile Sales Up 
Oldsmobile dealers delivered 12,322 
new cars in the June 11-20 period, 
according to J. F. Wolfram, general 
manager, for a 6.9 percent increase 


d over the first 10 days of June. 


The June 11-20 total brought re- 
tail sales for the year through June 
20 to 226,183 new cars, Wolfram 
said. 


market potential, | 
Studebaker has surveyed 2,000 of | 
the purchasers of the 1956 Hawk | 


all other dealers who attended the 
Dearborn meeting share my feel- 
ing the implication that my 
judgment can be bought by an 
expense-paid visit to factory head- 
quarters. My actions have been 
prompted by a sincere conviction 
that this legislation would be 
harmful to my business and to 
that of all franchised automobile 
dealers.—Hayse Tucker. 


6 Rubber F irme 
Plead Innocent to 
Price-Fix Charge 


DENVER.-—Six rubber firms have 
pleaded innocent in Denver District 
Court to Government charges of 
price fixing. 

They were given until Sept. 17 in 
which to file motions. U. S. District 
Judge Jean S. Breitenstein said 
hearings would be held in mid- 
October. 


The companies are B. F.. Goodrich 
Co., Akron; United States Rubber 
Co., Philadelphia; Boston Woven 
Hose & Rubber Co., Boston; Dayton 
Rubber Mfg. Co., Dayton, O.; Good- 
year Tire and Rubber Co., Akron, 
and Gates Rubber Co., Denver. 


The Colorado Federal Grand Jury 
charged the firms fixed prices on in- 
| dustrial drive belts. Maximum pen- 


_ |alty on conviction is $50,000. Since 


no officials were named in the in- 


dictment, a one-year prison term | 


|under the law does not apply. 

| The indictment alleged that the 
| firms, in 1954 alone, sold approxi- 
| mately $60 million worth of the rub- 
ber V-belts. 


| 


Mayes Wins at Milner 
SAN ANTONIO. — Andy Mayes, 
| with Dumas Milner Chevrolet Co., 
|has won first prize of $1,000 in a 
sales contest staged by the six 
| Dumas Milner dealerships. 
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Learning How to Help Dealers— 


Buick's first class of zone business managers meet at the General Motors Institute 
in Flint to learn how to help dealers with management problems. From left are 
Ralph Layne, Oklahoma City; Mel Steffes, Denver; Bob Finlay, San Francisco; John 
Latta, Portland; Charles C. Wilcox, standing, Buick budget division; Bill Morey, Dallas; 
Bill Nunn, El Paso (Tex.) assistant zone manager; and Joe Hicks Kansas City. At 
right is Robert A. Mason, manager, Buick budget and business management division, 


who is conducting week-long classes. 


7 
N.C. Broker Peril 
‘Told to Dealers 
7 * 

In Legal Opinion 

RALEIGH, N. C.—Dealers have 
been warned in legal opinion that 
use of an auto “broker” firm here 
| would necessitate licensing the 
| broker as a salesman under the 
| state law. 
| The advice, given by the general 
counsel of the North Carolina Au- 
tomobile Dealers Assn., said: “I 
| believe that the dealers should 


| be advised that it is most probably 
'a violation of the act on their part 











if they pay any compensation to 
the so-called brokers.” 

The firm is said to act as an 
agent for private individuals and 
on each trade it receives a fee for 
its service which is added to the 
price of the car. The broker has 
secured a dealer’s license. 

However, the counsel said that 
if fees were paid to the firm the 
dealer “would be in violation” 
unless the broker was a licensed 
salesman of the dealer. 

“The act,” the ruling pointed out, 
“clearly requires that a salesman 
is any person who has an agree- 
ment to sell or exchange 
vehicles.” 
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. - > For added profits on new car sales 


‘Tumble-Check 


TESTED BY ACCREDITED LABORATORY 


Protects child against sudden stops, open doors 
—allows complete freedom of seat movement 


@ Easily installed by parent @ Adjustable for ages one to six 


@ Crotch strap prevents harness @ Entire harness laboratory 
slipping over head tested 


ENDORSEMENT BY LEADING CITY SAFETY DEPARTMENTS WITH INSTRUCTIONS 
Supplied for 2-Door and 4-Door Car Models. Specify model on orders. 
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Says Action Proves Need of Bill... 
O’Mahoney Reply to Ford 


WASHINGTON. — U. S. Senator|had appeared before the subcom- 


Joseph C, O'Mahoney, Wyoming 
Democrat, told the Senate last week 
that the Ford Motor Co.’s week-old 
whirlwind drive to get his “good 
faith” bill killed in the House of 
Representatives by what he termed 
pressure and misrepresentation on 
| Ford dealers was conclusive proof 
why the bill should be passed. 


In reviewing testimony given to 


——|a House judiciary subcommittee, 


| currently conducting public hear- 
| ings on his bill, Senator O’Mahoney 
pointed out that six Ford dealers 





Mergers 


Permacel-LePage 
The purchase of LePage’s, Inc., 
| Gloucester, Mass., by Permacel 
Tape Corp., New Brunswick, N. J., 
has been announced. Permacel is 


a wholly owned subsidiary of 
| Johnson & Johnson. 
| Permacel has acquired control 


/of LePage stock, in accordance 
with an offer made to LePage 
shareholders. LePage’s, Inc., will 
continue as a separate company 
with its own management. 

a * ” 


Houdaille-W ales-Strippit 


Houdaille Industries, Inc., Buf- 
|falo, has announced it has pur- 
| chased for cash the assets and will 
continue the business of Wales- 
Strippit Corp., North Tonawanda, 
iN. Y. 





| The Wales-Strippit product lines 
| will be expanded, Houdaille said, 
| Wales-Strippit has sales offices in 
the U. S. and Canada. There will be 
| no change in staff or employes, Hou- 
daille said. 
x - * 
Pyroil-Champion 

Pyroil Co., Inc., LaCrosse, Wis., 
has purchased the outstanding 
common stock of Champion Labo- 


| 





|ratories, Inc., Meriden, Conn. 
maker of oil filter replacement 
cartridges. Pyroil produces lubri- 
cant additives. 








NO-SLACK 
5th Wheel 


Sliding 
Adjustment 
up to 

6 feet 


Standard SLIDING 5th Wheel, completely assembled, weighs only 410 
pounds. Shipped from factory ready to install without further assembly 


or further fitting. Made for any truck. 


Fontaine offers the only complete line of 5th Wheels, 
including: Angle Mount; Mounting Plate; Frame Mount; 
Frame Mount, Angle-Jie. Special mountings are available 


on request. 


Sold Only Through Truck Dealers 












Fontaine Truck Equipment Co., Inc. 


Birmingham 1, Alabama 


mittee in opposition to the measure 
at the request of the Ford Motor 
Co. He said none of them displayed 
any knowledge of the bill. 

“They had been fed a melange 
of misinformation at the Ford 
luncheon in Dearborn on June 
20,” he said, “and they knew only 
that they were expected to oppose 
any legislation at all.” 

Senator O’Mahoney said that the 
Ford action shows the power of the 
manufacturer to dictate and to 
force and coerce his dealers. In this 
particular instance, he said, Ford 
dealers were being confused by a 
distortion of the facts. 

He said that nearly 40 bills had 
been introduced in the present 
session of Congress to cure abuses 
and evils in the automobile retail- 
ing industry. He stressed his be- 
lief that opposition created by 
Ford was possible because of- 
ficials of the company had con- 
fused his “good faith” with other 
bills pending. 

Senator O’Mahoney said that 
his bill does not call for government 
controls over the automobile in- 
dustry. He said that his bill could 
not be construed in any way as 
regulating contractual agreements 
between dealers and manufacturers. 

“If you were to ask any automo- 
bile dealer if he believes that “good 
faith” should exist between dealer 
and manufacturer and between 
manufacturer and dealer when a 
contract is signed, he will reply 
‘Yes,’” he continued, 

“If you ask him should a dealer 
have the right to sue the manu- 
facturer if this “good faith” is 
broken and if he should recover ac- 
tual damages brought about by this 
breaking of faith he will reply, 
‘Yes.’” he said. 

“That is all the O'Mahoney bill 
seeks to do.” he added, “and how 
the Ford Motor Company can, in 
clear conscience either to the public 
or to its dealers, state otherwise 
is a mystery to me.” 


Chrysler Begins 
Stock Plan for 
Salaried Aides 


DETROIT. — Some 20,000 Chrys- 
ler Corp. salaried employes have 
been offered an opportunity to pur- 
chase corporation stock and U. S. 
Savings Bonds under the company’s 
Thrift-Stock Ownership program. 

Payroll deductions and company 
contributions begin Aug. 1. Em- 
ployes may invest 10 percent of 
their salaries or $2,500 a year in the 
program, whichever is less. Elected 
officers and directors are not eligi- 
ble. 

The company contribution will be 
based on annual earnings as a per- 
centage of net sales. It will match 
40 percent of employe savings if 
earnings are 5 percent or less, 50 
percent if earnings are 5 to 7 per- 
cent and 60 percent if earnings ex- 
ceed 7 percent. 

The entire company contribution 
plus the same percentage of the 
employe’s investment will be used 
to purchase Chrysler common stock. 
The rest of the employe’s annual 
contribution will be put into Sav- 
ings Bonds. 

Two plans are available—a sav- 
ings thrift plan which is a five-year 
program, and a retirement thrift 
plan which is intended to supple- 
ment other retirement income. 


Chrysler Reports 
Sales Share Hike 


DETROIT. — C. L. Jacobson, 
sales vice-president of Chrysler 
Corp., reported Thursday that new- 
car retail sales for Chrysler Corp. 
makes: claimed 16.4 percent of the 
industry total in the first half. 

This, he added, compared to 16 
percent in the second half of 1955 
and 18.2 percent in the first half 
of last year. 

Jacobson predicted that new-car 
stocks of Chrysler Corp. dealers 
would move out in an “orderly 
fashion” through the 1956 model 
year. He noted that Chrysler’s 
share of model-year output — 16.5 
percent — was paralleling the 
sales rate. 
























“One thing, 
said that our sales force ruined 
the auto business by ‘forcing the 
market.” ; 


it can never be 





Rochester County, 
‘Outside’ Dealers 
Settle Tax Issue 


ROCHESTER, N. Y.—A tax issue 
between out-of-county dealers and 
Monroe County officials here hag 
been resolved with the county 
agreeing to allow the dealers to col- 
lect ‘its 3 percent sales tax from 
Monroe County buyers. 

However, to gain this advantage, 
the dealers must register with the 
county’s special tax bureau. The 
ruckus began when the county 
raised its sales-use tax from 2 to 8 
percent. 

At that time, the county an- 
nounced that residents who bought 
cars outside the county would be 
assessed a 3 percent use tax on the 
full amount of the purchase price. 

Monroe County dealers were al- 
lowed to charge a sales tax on the 
difference between the tradein value 
and gross price. The out-of-county 
dealers pledged a “fight to the fin- 
ish” and said the ruling threatened 
their business existence. 

After a dealer-official conference, 
it was announced that the com- 
promise had been reached. A private 
source in Albany cooperates with 
the county in disclosing who buys 
cars elsewhere in the state. It takes 
about three to four months after 
the sale to bill these buyers for the 
use tax, it was said. 


Lease 2nd Car, 
S Tells 
‘Harried Hubby’ 


MIAMI.—Annual car leasing has 
provided an answer for “harried 
husbands whose wives keep asking 
them about that second car for the 
family,” according to H. Earl 
Smalley, president, Couture Na- 
tional Car Rental System, Inc. 

Under the leasing program, 
Smalley said, a person pays a flat 
fee for everything except gas and 
mileage in excess of 18,000 miles a 
year. 

The fee includes insurance, oil 
changes, lubrications, tires and 
maintenance. Insurance coverage is 
$100,000-$300,000 public liability, $5,- 
000 property damage, and $100 de- 
ductible collision. ‘ on ee 

The charges range from 
month for an English Ford Consul 
and $85 for Ford Fairlanes and 
Chevrolet Bel-Airs to $215 for Cad- 
illac convertibles. 








Gore Seeks Commission 


To Run Highway Plan 
WASHINGTON.—Senator Albert 

Gore, Tennessee, Democrat, 

week introduced a bill to create & 

separate Federal Highway 

sion to run the new roadbuilding 


rogram. 
. He told the Senate that the Bu- 
reau of Roads was “utterly inade- 
quate” to meet the “challenge 
this immense unprecedented pro- 
gram.” Senator Gore said the pro- 
gram should be administered by a2 
independent agency as a “sure way 
to avoid partisan politics.” 


The bill proposed a three manaet 


commission, with no more than. 

from the same party, appointed by 
the President and confirmed by the 
Senate. Terms of office would be 
nine years. 
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jecurity, Dealer Attitudes Stressed ... 


Why Do Salesmen Join Unions? 


Epitor’s Note: No series on in- 
gentives for salesmen would be 
complete without the other side 
of the coin — what causes re- 
sentment among salesmen. In 
the following article on why 
salesmen join unions, dealers 
may find clues to use in improv- 
ing their om eparenens. 


NEw YORK. — A desire for se- 
curity and a lack of human 
relations on the part of dealership 
gecutives are two basic reasons 
why salesmen join unions, accord- 
ing to unionized salesmen in this 


They aren’t the only reasons. The 

salesmen also menticned revisions 
in compensation 
plans as the mar- 
ket changes, fa- 
voritism and 
nepotism. 

In the matter of 
security, many salesmen said they 
were alarmed at the number of 
men added to dealership staffs 
during the booming sales days of 


Veteran salesmen became fright- 

ged. They reasoned that the deal- 

ip was capable only of a cer- 

tain volume despite the year’s sell- 

ing surge. They saw the newcomers 

as a threat to their ability to share 
in the increased profits of 1955. 

* * * 


ND they saw an even greater 
threat to their own positions 
should the volume trend fall off— 
as it did at the end of 1955. 
The salesmen feel the dealership 
chiefs missed a chance to exercise 


Obituaries 
Maurice A. Van Brunt 


ELMIRA, N Y.—Maurice A. Van Brunt, | 


ident of Van Brunt Motors, Inc. (Cad- 
Mae}, died June 28. He had been in semi- 
miirement since suffering the first of sev- 
@al heart attacks in 1941. Since then the 
business has been conducted by his son, 
H. Theodore Van Brunt. 
* * 


Charles C. Tracey 
WAYNESBORO, Pa.—Charies C. Tracey, 
%, retired auto dealer of Blue Ridge Sum- 
mit, Md., died June 30 after a long period 
of failing health. He had retired in 1946 
from the auto dealership he set up at Blue 
Ridge Summit 40 years ago. 
. + » 


Mrs. O. L. Borton 
MINNEAPOLIS.—Mrs. O. I. Borton, 55, 
former secretary-treasurer, O. I. Borton 
Motors, Inc. -(DeSoto-Plymouth), operated 
by her husband until recently, is dead. Mrs. 
had been a member of the board of 
education since 1951. 





bs 


human relations. The newcomers 
were added without a word of ex- 
planation to the older men on the 
staff, they said. 

No indication was given as to 
the eventual extent of the addi- 
tions, they continued, and they 
never were told that the new men 
did not represent a threat to 
their jobs. 

In short, the older men said, they 
were frightened. And they sought 
what they felt was a guarantee of 
security—the union. 

Fear of loss of a job creates a 
“natural bridge” between younger 
and older men, the salesmen said. 

+ + * 
- MANY cases, they said, younger 
men also joined the union after 
hearing the veterans talk of the 
danger of arbitrary dismissal. 

Then, too, they said, there is the 
malcontent, the salesman who is 
dubious of his own ability and who 
feels the union is a free ride to 
security. 

The salesmen stressed, how- 
ever, that such a man is as much 


British Workers 
End Strike Over 
Layoff of 6,000 


LONDON.—Three thousand Brit- 
ish Motor Corp. employes, who had 
walked out over dismissal of 6,000 
workers, last week voted to return 





| to their jobs. 


The end of the strike, which also 
had shut down the Nuffield Metal 
Products plant at Birmingham, was 
said to have eliminated the “spear- 
head” of a militant labor upheaval. 

The workers voted to go back 
after the firm agreed to permit shop 
stewards to try to find ways in 
which some of the 6,000 could be 
reemployed. 

The layoff was attributed to a 
“shrinking market” for British 


| autos. Meanwhile, Standard Motor 
|Co., Coventry, 


which had started 
dismissals‘ of 2,500 and announced 
a four-day week, has cut back to 


| three days. 


British Motor manufactures Aus- 
tin, Morris and Riley cars. A “credit 
squeeze” and higher taxes in Brit- 
ain, import restrictions in Australia, 
New Zealand and other overseas 
markets were blamed for the ebb- 
ing market. 


Fer an Old, White Chair... 


NADA Off Its Rocker 





WASHINGTON. — Members of 
the NADA staff were a bit sur- 
prised the other day when an 
association executive ordered them 
to find a second-hand, white rock- 
ing chair—pronto. 


Setting their jaws deter- 
minedly, NADA staffers fanned 
out over Washington’s second- 
i district and three hours 
later produced a sturdy but 
Somewhat dilapidated rocker. 
Returning triumphantly to the 
home office, they were told 
abruptly that the rocker needed a 
Coat of white paint. 
it back within an hour,” 
their boss snapped. 

The staffers hustled the chair 
Over to a Chevrolet dealer with a 
Paint shop. The dealer obligingly 

it sprayed and ran it through 
infrared oven. 

An hour later it was back at 

A, a gleaming white. 
‘the Fah it to the airport,” ordered 
“Get it right off to the 
Reed Corp.” The employes were 

, but obedient. 
years, whenever Chrysler’s 
VvanderZee called on his old 
NADA President Carl Frib- 

he settled into. an old- 
white rocker in the sit- 


eve of vanderZee’s re- 


Fribley suddenly recalled, 


-friend’s plans for the future. 
in an NADA meeting in 
m, he turned desperately 


|to the association staff and 


asked, 
| “Could you possibly get re 





a white chair 
morning?” 
“Nothing to it,” replied an NADA | 
exec. “Our staff is very flexible.” 
VanderZee got his rocker — and | 


may be in it this very moment. 


rocking 


Road Law Taxes Dealer Inventories 


WASHINGTON.—Dealers, manu- 
facturers and consumers of motor 
vehicles last week started to pay the 
tab for better highways. 

Under terms of the Federal 
highway bill, the tax increases 
went into effect July 1. The $33.4 
billion program is designed to pro- 
vide adequate interstate high- 
ways over a 13-year construction 
period. 

Revenue for the program will be 
derived from two basic sources: In- 
creased taxes on gasoline, tires and 
vehicles and floor-stock taxes on 
certain inventories in the hands of 
dealers on July 1. 

A dealer, for purposes of floor- 
stocks taxation, is any. wholesaler, 
jobber, distributor or retailer. 

The floor-stocks tax, payable 
without assessment or notice from 
the district director of internal 
revenue, is due on or before Oct. 15, 
according to the Internal Revenue 
Service. 

Return forms, Form 2265, 
should be available in the district 
directors’ offices by July 18, the 
U. S. Treasury Department said. 

The floor-stock taxes directly im- 


of a hindrance to a good union 
as he is to the dealer who em- 
ploys him. 

Changes in compensation plans 
were another prime complaint of 
the salesmen. They prefer a stable 
program, one they can rely on. 

They expect it to be tied to their 
ability to produce, but they want to 
be able to plan for the future with 
a fair degree of certainty and— 
that word again—security. 

= 


* * 


Digest see changing of compen- 
sation plans, they said, often 
leads a salesman to believe that 
the dealer is making his profit at 
the salesman’s expense. And such 
an employe turris a ready ear to 
the union organizer. 

The salesmen also assailed 
dealers who encourage them to 
split their commission with the 
customer or to pay for the small 
extras the customer wants. 

Favoritism and nepotism also 
rank high on the complaint list. 
Resentment builds up, they said, | 
when one or two salesmen seem to 
get all the special leads or house 
deals which are turned over to the| 
staff. 

Where a member of the family is| 
employed, they said, the situation | 
is particularly sensitive and often) 
is termed nepotism unless carefully | 
administered. | 


* > 


MPLOYER-EMPLOYE relations 
are especially. important in the 
auto-selling field, the salesmen con- 


tended and they insisted it is in| 





Hutchins, standing, third from right, 


course in the latest techniques of their business. 
Dodge national used-vehicle manager. 
on the agenda included sessions on vehicle conditioning, appraisals, lot arrange- 
ments and maintenance, financing, wholesaling, merchandising and advertising. 


Dodge Used-Vehicle Managers Meet— 


Used-vehicle managers from 20 Dodge regions meet in Detroit for an advanced 


Meetings were conducted by S. P. 
Items 





WASHINGTON. NADA is 


| gratified by the results of its 1956 | 
| “Spring Automobile Fashion Fes-| 


tival,” according to William C. 
Hamilton, NADA director of pub- 
lications. 

At least 150 associaticns pro- 





this field that the dealers fail most 
glaringly. 

Often the dealer’s attitude sends | 
his men scampering to the union) 
for help, the salesmen said. The | 
labor organization promises a “re-| 
dress of grievances” and gains a 
member. 

The union grievance commit- 
tees, according to the salesmen, 
open a channel to management 
that otherwise often is nonexist- 
ent, they say. The dealers, they 
insist, have lost contact with their 
men almost completely. 

It was suggested that salesmen’s 
laments often become repetitious, 
but that a dealer who knows human 
nature will be able to uncover the 
basic cause of the discord before 
it erupts into a situation where 
outside intervention is sought. 

7. * - 


ONIZED salesmen admit that 
some of their problems remain 
unsolved, and in some cases new 
problems have been added to com- 
plicate the situation. 
In many cases, they acknowledge, 
the labor agreement is written to 
| protect the poor worker at the ex- 
pense of the ambitious salesmen. 
This is a situation the above-aver- 
age salesman soon begins to resent. 
But by and large, where sales 
forces have been unionized, the 
|salesmen queried appear to agree 
that the union was necessary in 
| the original instance, is helpful in 
the aggregate and is worth the few 
| dollars a month in dues. 





posed on dealers are on the follow- 
ing types of inventories: 

1. Trucks, buses and trailers held 
by a dealer. The tax is imposed at 
the rate of 2 percent of the price for 
which the article is purchased by 
the dealer. 

2. Tires of the type used on high- 
way vehicles held by a dealer for 
sale or held for sale in connection 
with other articles or used in the 
manufacture of other articles. The 
tax rate is 3 cents a pound. 

3. Tread rubber held by a 
dealer. The tax is 3 cents a 
pound. The tax does not apply if 
all the tread rubber held by a 
dealer wiil be used for a purpose 


4. Gasoline held by a dealer. The 
added tax is one cent a gallon, but 
does not apply to line held in 
retail stocks as of July 1. 

Following are the new tax rates 
on gasoline, tires and vehicles: 

1. A cent-a-gallon increase in 
gasoline, diesel fuel and special 


moted the program and half of 
these were county groups which 
involved several communities. 
A number of the participating 
| organizations reported outstanding 


‘Bell to Address 
Dealer Convention 


In Va. Oct. 14-16 


RICHMOND, Va. — Frederick J. 
Bell, NADA executive vice-presi- 
dent, will be the principal speaker 
at the 1956 convention of the Auto- 
motive Trade Assn. of Virginia, to 
be held Oct. 14-16 at the Hotel John 
Marshall in Richmond. 

Arrangements for the convention 
are being worked by co-chairmen 
Paul R. Lauritzen (Nash) and J. R. 
Chapman (Cadillac-Oldsmobile), 
both of Richmond. 

Other committee members are 
Carl Appich, F. A. Muse, Robert 
Mason, W. D. Dunnington, H. Car- 
ter Meyers jr., Harold Erwin, James 
A. Meador, Irvin B. Kline, John P. 
Hughes, W. S. Kiser and W. O. 
Riley. 

The ladies convention committee 
consists of the mesdames: John C. 
Swanson, Robert Mason, Paul Lau- 
ritzen, J. R. Chapman, Landon Wy- 
att, Tom Frost, Rosser Massey, 
Nick Wright, W. G. Thompson, 
Hayne Dominick, Bunny Keiser, 
Tom Crowell, Clarence Harville, Lee 
may be in it this very moment. | dollarsamonthindues. | _—_—si| Turpin and W. D. Dunnington. _ and W. D. Dunnington. 


@ pound in the tax on tires as well 
as a new tax of 3 cents a pound 
on camelback used for retreading 
tires. This applies only to highway 
tires. 

3. An increase from 8 to 10 per- 
cent in the excise tax on trucks, 
buses and trailers. 

4. A new annual tax of $1.50 per 
1,000 pounds for trucks and buses 
having a “taxable gross weight” of 
over 26,000 pounds if the vehicles 
are registered, or required to be 
registered, for highway use. 

In the meantime, Sinclair Weeks, 
secretary of commerce, announced 
that he has signed the apportion- 
ments to the states under the new 
highway bill. 


Andrew J. Sordoni, 


American Automobile n., 


praised the new law as one of the 


“greatest forward steps ever taken 


for the nation’s economy, the na- 


tional defense and 63 million owners 


motor fuel, raising these taxes to 3 
cents. 
2. An increase from 5 to 8 cents 


of motor vehicles.” 


jview the... 





















president, 
has 


56 Spring Fashion Festival 
Wins Praise from Dealers 


results. One midwestern town re- 
ported: “Our community is 8,000 
and estimates are that 10,000 


people were in town May 11-12 to 
show and fashion 
carnival.” 

A dealer wrote: “We are a small 
community but our dealership sold 
five new cars and several used 
cars during the promotion.” 

A Southern dealer wrote: “We 
had the greatest harmony among 
our authorized dealers on this 
joint promotion of anything we 
ever have undertaken before . .« - 


which should be by 
dealers before the end of the 
month.” 

A New York State dealer com- 
mented: “This is the second year 
we have promoted this program 
and have found it was very help- 
ful and profitable. . . . We feel it 
is a great way to bring out the im- 
portance of the dealer in his com- 
munity.” 


Production Cuts, 
Sales Hike Slash 
Boston Inventory 


BOSTON.—The retail automobile 
business in the Boston market is 
getting into better shape progres- 
sively as curtailed production and 
increasing sales make inroads into 
new-car inventories. 

It was the view of competent 
finance people here that stocks of 
new cars in dealers hands by the 
end of June reached a figure some- 
what lower than they were on July 
1, 1955—the first time in a long 
while the trend has been downward 
rather than upward. 

Used cars have been moving well, 
particularly those of 1951 vintage 
and later. A very high percentage 
of new-car inventories still are 
“floor planned,” however, with 
dealer money largely invested in 
used-car stocks. 

Anticipated factory closedowns in 
July and August are expected to 
straighten the situation out so that 
dealers can make reasonable gross 
profits on sales during the balance 
of the 1956 model year. 


New GM Chiefs 
Elected Officers 


NEW YORK.—Edward N. Cole, 
Semon E. Knudsen and Herman 
F. Lehman were elected vice- 
presidents of General Motors by the 
board of directors last week. Cole 
and Knudsen also were elected 
members of GM’s administration 
committee. 

The elections followed appoint- 
ments of Cole as general manager 
of Chevrolet, Knudsen as general 
manager of Pontiac and Lehman 
| as general manager of Frigidaire. 








Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 








Week Week Jan. 1 
Ended Same Ended Total To 

July 7, Week, June 30, Output, July9, July 7, 

1956 1955**  1956* June* = 1955** 1956 
AMERICAN MOTORS.. 1,225 2,032 1,544 3,807 107,951 61,586 
275 500 343 959 34,696 18,062 
950 1,532 1,201 2,848 713,255 43,524 
13,900 17,729 17,060 63,304 817,252 487,800 
2,200 2,752 2,611 9,158 115,217 66,953 
1,500 1,678 1,893 1,899 82,166 58,570 
3,200 3,391 4,286 17,721 183,233 111,745 
Plymouth. ...................... 7,000 9,908 8,270 28,526 436,636 250,541 
32,657 128,630 1,197,205 891,704 
15 SO: yesiiomn 1,035 
EE itdsemiadicicchssatceaitiabeins 19,000 29,825 26,231. 104,613 931,331 720,501 
PIN © ccadecsosssscevscsi catuce WOO |. “Ceicichaptes 912 3,274 21,676 28,187 
PENIS > ihsianscesestqetccdeics 3,100 5,839 5,499 20,684 244,198 141,981 
GENERAL MOTORS.... 28,297 76,299 51,724 229,180 2,180,164 1,757,659 
SEUNIEL * diltclassodecetecdsocetebinted 3,942 15,081 7,272 37,852 444,688 326,213 
ID sicicascenuviecegecssonions 1,280 2,585 2,597 12,783 85,406 85,656 
SNEED scedpotsnintesverponie 17,000 35,424 29,961 124,248 981,786 895,892 
Oldsmobile .................... 3,825 13,062 6,757 31,368. 344,264 256,066 
SPUR * docpunisibissedisvuctitoes 2,250 10,147 5,137 22,929 324,020 193,832 
og CR 1,020 eee “eames 5,220 118,887 60,246 
SPUNEIIGR” Gicbidisibdppecsktbesscc. tkcdantang Re Vaceials 1,637 44,706 12,875 
Studebaker .................. 1,020 ee ~- comin 3,583 74,181 47,371 
Total Cars, U. S........... 67,298 134,101 102,985 430,141 4,428,120 3,259,004 





Revised 
**Totais for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 

daly 7, Week, June 30, Output, duly 9, duly 7, 

1956 1955* 1956* dune* 1955* 1956 
CHEVROLET ................ 2,300 8,054 5,483 27,569 207,260 198,603 
DIAMOND T .................. 88 101 96 422 2,758 2,630 
II -\ctatssenbhieincscceieniinge . wisyesihen 80 80 330 1,924 2,179 
IEEE chinactsSccctastnncnssitcte 1,600 1,341 1,667 7Al7 =—56,A67 = «47,299 
IN Sckcldecsstnctekondenseseensll 4,000 5,893 6,269 24,828 201,352 164,305 
SINE scianiahiisinen<msspioscesesipeaiabes 1,300 1,696 1,662 7,080 52,479 52,253 
INTERNATIONAL. ...... 1,720 2,238 2,365 9,717 73,756 75,021 
SRS exsidssesetevnbcectewteenrehens 300 255 528 1,534 4,237 10,054 
Re 35 92 738 351 2,792 1,982 
STUDEBAKER. .............. 192 219 96 1,103 11,105 6,537 
IEE caithictiisachscissececrsiages 280 267 373 1,551 8,154 9,924 
SIE TE senckdhiieeseessnscctnesceis 1,008 1,236 1,454 4,342 41,639 32,711 
MISCELLANEOUS*** 30 80 47 213 1,937 1,250 
Total Trucks, U. S...... 12,853 21,552 20,198 86,957 668,860 605,248 





Total Cars, Trucks, 

ROS 80,151 155,653 123,183 517,098 5,096,980 3,864,252 
Total Cars, Trucks, 

Canada 
Grand Total, 


Cars and Trucks, 
U. S. and Canada.... 89,363 167,228 135,045 569,400 5,390,170 4,148,837 


*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 
Drive, Federal, ete. 

N.B.: All U. 8S, totals include cars and trucks for military orders. 

***Autocar, Freightliner and Sterling are included in White Totals. 


A Winter-Car Salesman 
Goes to the Firing Line 


(Continued from Page 2) 


majority by a ratio of about five, day, in a return call by the “sales- 
to three. |man,” a woman answered the 


9212 11,575 11,862 52,302 293,190 284,585 





Two parking lot attendants were | Phone. 
approached. One of them thought; “Is Mr. D. R. There?” 
he might be able to send some “Mr. who?” 
business, for a consideration, of ‘Mr. D. R. Doesn’t he live 
course. there?” 

The other thought not and was “Why, yes, I guess he does.” 
blunt about it. “Is he in?” 


“Man,” he said, “I don’t know 
none of these people. They don’t 
talk to me. They just drive in, 
leave it and run. When they 
come back, they want their car 
quick so’s they can beat the 
others home.” 

A classified ad was tried in an 
effort to lure the mountain to 
Mohammed. After quite a bit of 
thought over several samples, it 
was decided to run this message: 

“T’d like to help you get the car 
you want.Call VE 5-0216.” 

~~ * * 
— reasoning. behind this was 
that it was pitched on a high- 
level “service to others” appeal 
and that it might possibly arouse 
the curiosity of prospective car 
buyers scanning the want. ads. 

However, only one person called. 
He was a Mr. D. R. and he wanted 
a 1949 or 1950 Mercury.. The next 


do you want?” 
* 

LL, he called me in answer 
to an ad about a car.” 
“Oh, that boy (he was 15, it 
seemed), he’s been pestering me 
to sign for a driver’s license and 
he’s just car crazy. I won’t sign 
for him. There’s too many people 
getting killed in cars and he’s just 

too young.” 

And the only other prospect found 
so far had decided to go fishing. 

It was, it seems, one of those days. 


Aid to Great Falls 


GREAT FALLS, Mont. — Great 
Falls automobile dealers employ 402 
persons and their monthly payroll 
totals $162,000, a survey shows. 
Their payrolls and purchases put 
$290,923 into circulation -in' Great 
Falls monthly, the survey shows. 


“No, but what 
x * 
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Output Sinks to 67,000... 





Month’s Steel Supply 


~:|A€ Auto Factories 


(Continued from Page 1) 


ceased operations on Tuesday and 
Wednesday. 
* * * 
M’s output for the week was 
estimated at 28,297 units, or 
45.3 percent off the previous week’s 
output of 51,724 units. 


Buick dropped from 7,272 to 
3,942; Cadillac slipped from 2,- 
597 to 1,280; Chevrolet was off 
from 29,961 to 17,000; Oldsmobile 
dipped from 6,757 to 3,825, and 
Pontiac declined from 5,137 to 
2,250. 

Ford Motor dropped from 32,657 
units a week earlier to 22,856 
units last week as its Mercury di- 
vision worked its Metuchen (N. J.) 
plant only Monday and Tuesday 
and its other plants four days; 
Lincoln worked only four days at 
its Wayne (Mich.) plant; Conti- 
nental was down Wednesday 
through Friday at Dearborn, and 
Ford division scheduled four-day 
operations at its 16 assembly 
plants, 

* * a 
BREAKDOWN of Ford. Motor 
production showed Ford divi- 

sion dropping from 26,231 units a 
week earlier to 19,000 last week; 





Potter Announces 
$13 Million Army 


Truck Contracts 


WASHINGTON. — What was 
described as “a $13 million shot in 
the arm for Michigan’s sagging au- 
tomobile employment picture” was 
announced last week by Senator 
Charles E. Potter, Michigan 
Republican. 

New contract for medium and 
heavy special-body trucks have 
been approved by the Army and 
for General Motors Corp., Chrys- 
ler Corp., International Harvester 
Co., and Willys Motors, Inc. 


It was understood that produc- 
tion could begin at once. The 
amounts allocated were: GM, $8,- 
200,000; Chrysler, $3,700,000; Inter- 
national, $163,000 (divided between 


South Bend and Detroit), and 
Willys, $3,500,000 (a “substantial 
part” of which is allocated to 
Detroit). 


Klem Acquitted 


| In Dealership Case 


PORTSMOUTH, O. Leo J. 
Klem, Detroit auto dealership 
broker, was found not guilty last 
week of a $10,000 embezzlement 
charge in a directed verdict in 
Common Pleas Court here. 

Klem was accused of failing to 
pay $10,000 given him by Garland 
Williams, formerly of Royal Oak, 
Mich., for the downpayment on a 
Lincoln-Mercury dealership in 
Portsmouth. 

Directing the jury’s verdict, 
Judge Harley Meyer held that the 
state failed to establish a “trustee 
or agency relationship” between 
Klem and Williams. 

In February, 1955, Williams won 
a consent judgment against Klem 
for $5,100 in a local action in the 
same case. Williams’ attorney said 
that this judgment was still unpaid 
last week, 


Michigan VFW Elects 


McCarn as Commander 
MASON, Mich. — Max C. Mc- 
Carn _ (Oldsmo- ft eran 





bile) has been 
elected Com- 
mander of the 
Michigan Vet- 
erans of Foreign 
Wars at its 27th 
annual encamp- 
ment. 

McCarn was 
unopposed, The 
VFW has about 
50,000 over- fy 
seas veteran Max. McCarm 
members in Michigan. He succeeds 
Don M. Dreher, Royal Oak. 











Mercury off from 5,499 to 3,100; 
Lincoln down from 912 to 750, and 
Continental declining from 15 to 
six units, 

Chrysler Corp., which sched- 
uled four-day operations at all 
its plants, was off from 17,060 
units the previous week to 13,- 
900 last week. 

Chrysler division was down from 
2,611 to 2,200 units; DeSoto slipped 
from 1,893 to 1,500; Dodge declined 
from 4,286 to 3,200, and Plymouth 
dropped from 8,270 to 7,000. 

* * * 


MERICAN, which also sched- 

uled four-day operations last 
week, was down from 1,544 units a 
week earlier to 1,225. Nash declined 
from 1,201 a week earlier to 950 
cars last week, and Hudson 
dropped from 243 to 275 units. 

Studebaker turned out an esti- 
mated 1,020 cars last week after 
having been out of production 
the previous week. 

A breakdown of June totals 
showed GM with 229,180 units; 
Ford with 128,630; Chrysler with 
63,304; AMC with 3,807, and S-P 
with 5,220. 

* 7 * 
Serer production last week 

totalled 12,853 units, or a 36.4 
percent drop from the previous 
week’s output of 20,198 trucks. 
June’s output of 86,957 trucks was 
8.8 percent below May’s 95,399 as- 
semblies and 27.1 percent below the 
119,297 made during June a year 
ago. 

Truck output for the first half 
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HELP WANTED 
OUTSTANDING OPPORTUNITY. For a 


man who seeks the opportunity to insure |: 


his future financial success and to live in 
desirable southern California city. Indi- 
vidual must know every phase dealership 
operation with strongest emphasis on 
new and used car sales and have excep- 
tional ability to produce top results under 
sound ethical policies. Must possess A-1 
character, background that will stand 
most rigid investigation, be genuinely 
ambitious and have a willingness to work 
hard and long hours to insure success for 
dealership and himself. To this man of 
executive ability there is opening as gen- 
eral manager with opportunity for owner- 
ship after few years. General Motors 
dealer with 1,800 new and used sales last 
year. Write fully, enclosing photo. Replies 
held confidential. Box 6263, c/o Automo- 
tive News, Detroit 26. 


WANTED—OFFICE MANAGER and ac- 
countant for Buick dealership. Must be 
capable of taking full charge of office. 





Two 











totalled 592,395 units, or 7.1 pep. 
cent under the 642,191 trucks 
turned out during the first six 
months of 1955. 

Hampered by the closing of aij 
lines during Dominion Day lag 
Monday, Canadian car-truck  oyt. 
put fell to 9,212 units last 
The nations’ manufacturers turned 
out en vehicles the pervious 
week, 


Canadian vehicle production dyr. 
ing June totalled 52,302 units, of 
a 9.1 percent cut from May’s oyt. 
put of 57, 542 units. It also wag 
5.3 percent below the 55,296 cars 
and trucks turned out during Jung 
@ year ago. 

First-half production in Canada 
hit 275,373 units, or a 1.9 percent 
decline from the 280,586 cars ang 
trucks assembled during the firgt 
half of 1955. 

















Adams to Direct 
AMC Advertising 


DETROIT. — Fred W. Adams hag 
been appointed to the new position 
of director of automotive advertig. 
ing and merchandising of American 
Motors Corp. 

In his new posi- 
tion, Adams will 
direct all automo. 
tives adve 
sales promotion 
and merchandis- 
ing activities of 
American Motors, 
coordinating the 
separate Rambler, 
Nash and Hudson 

: advertising fune- 
F. W. Adams tions. 

Adams joined Nash in January, 
1955, as director of advertising and 
merchandising, and a year later was 
promoted to assistant sales mana- 
ger in charge of advertising and 
merchandising. 


eae 
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TRUCK SALES MANAGER, wholesale or 
retail. 45 years of age, 20 years’ experi- 
ence all phases of truck selling. Write 
_ 6250, c/o Automotive News, Detroit 
6. 





GENERAL MANAGER, Thirty years’ ex- 
perience—shop, parts and sales. Past 10 
years complete management for absent 
owner—approximately two million dollar 
@ year gross business (sold out due to 
health), References—bank presidents, top 


/| HELP WANTED 


g0od record of results as a department you need general or sales 
manager back of you. Box 6265, c/o| ices of a 40-year-old working eee 
Automotive News, Detroit 26. with 10 years of top wholesale and rae 
—— und. Will train, anne ee 
WANTED — SALES MANAGER who has direct sales organization. You can vlanned, 
connecting svrolet desier on ‘| orgasized and directed by an, Be es 

with a vrolet dealer on a 

in metro-| stand rigid “investigation and offer out 


factory executives, top finance 
Extensive fleet experience and can move 
used cars. If you need management with 
experience, know how and ability to put 
forward thinking into practice, I would 
like to talk to you. Would work with son 
or son-in-law to make him a real top 
executive. Box 6266, c/o Automotive 
News, Detroit 26. 


RETIRE EASILY AND profitably. 40 year 


manager with over 20 years 

experience in both large and small dealer- 
ships seeking buy-in buy-out arrange- 
ment. Chevrolet only—east 
proximately 200 car deal. Family mas 
well regarded in community and real 
worker. Can take over, Write Box 6267, 
c/o Automotive News, Detroit 26. 


ENERGETIC GENERAL MANAGER de/ 
sires to locate with a ‘‘Big 3’’ 
dealer on a buy-in arrangement ( 
proving my capabilities). 19 years in auto 
industry as used car manager, general 
manager and general sales 
also successfully operated my 
car business. Hull-Dobbs experience. _ 
ently employed in executive capacity 
large volume dealer. Capital @ 
and factory approval assured. Box 


c/o Automotive News, Detroit 26: 
RN dealer. 
EASTERN OR MIDWESTE Do 






















700 to 900 car deal. Write giving full 
details regarding experience. DeRoque 
eae” 1036 ‘‘E’’ St., San Bernardino, 
alif. 


TREASURER AND ACCOUNTING man- 
ager. Large GM dealer in Chicago is 
seeking high calibre man between ages 
35-45 years, preferably with Motors Hold- 
ing experience. Applicant must be ana- 
lytically minded and thoroughly familiar 
with all phases of operations associated 
with position such as finance, operating 
control, insurance, taxes and auditing. 
If you are interested in security and re- 
muneration commensurate with efforts, 
please submit photograph and resume of 
experience. All replies confidential. Box 
6257, c/o Automotive News, Detroit 26. 


PARTS MANAGER — Dealership handling 
Nash. Good salary and commission. Ref- 
erences, Landay Motors, 812-36 8S, Paca 
St., Baltimore 30, Md. 










FOR NEW dealership. 
Need sales manager, office manager, 
service manager, truck manager and used 
ear manager. Deal will be one of several 
owned with opportunities to go into part- 
nership with me on your own dealership 
later—if you prove out. Must have a 






c/o Auto 





references. Box 6278, 


buy out arrangement. Located 
Detroi 
‘ews, Detroit 26. 


politan it. Box 6276, c/o Automo- 


tive News, Detroit 26. motive 
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POSITION WANTED 


OTIVE ‘CUTIVE. College, ex- 

cellent background, Sales, accounting and 

administration. Take complete 

charge any size deal. Present dealership 

g hands—will be owner managed. 

If you earnestly need a top flight man 

immediately, write Box 6277, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER, I am 30 years old 
and have 10 years’ retail experience. The 
jast six as general manager. Have not 
had a red month this year and hold one 
of the zone’s highest volume new and 
low day stock used. Service customer 
jabor far above zone average. I am not 
jooking for a job but will change for a 
buyout situation with a GM dealer only. 
Approval assured, Box 6279, c/o Automo- 
motive News, Detroit 26. 


a 
DEALERSHIPS AVAILABLE 


YOU WANT A DEALERSHIP? Then get 
on record with us. Just write in for form 
to be completed and filed with us. We 
offer our nationwide confidential assist- 
ance without charge or obligation. Auto- 
motive Enterprises, 10600 Puritan, De- 
troit 38. 


EXCELLENT DEALERSHIP handling 
Chrysier-Plymouth. Established 1917. Lo- 
cated in prosperous northeastern New 
York State city with huge trading area. 
Excellent building for sale or lease. Buy 

, fixtures, shop equipment. No used 
ears or receivables. Opportunity to get 
in easy. Box 6272, c/o Automotive News, 
Detroit 26. 

AGENCY HANDLING Lincoln - Mercury. 
gales over $1,000,000 year; $40,000 profit; 
modern showroom, complete service de- 

mt; employs 19; northwest Ohio; 
price $70,000; car inventory extra. Apple 
Company, Brokers, Cleveland 15, Ohio. 


DEALERSHIP AVAILABLE handling Chev- 


rolet in North Carolina. Well located. Sold 
over 500 units in 1955. Modern building, 
large lot. Fully equipped garage. Owner 
gelling because of other business inter- 
ests. Box 6283, 

Detroit 26. 

WANDLING DeSOTO and Plymouth in Cin- 
donati, Ohio. Large showroom and shop. 
Can handle 300 new cars yearly. $25,000 
for tools, parts, equipment, etc. Will 
jease building and used car lot. Box 6284, 
¢/o Automotive News, Detroit 26. 


for SALE—DEALERSHIP handling GM 
dual (Chevrolet-Oldsmobile). 400 new 
units sold in 1955 for net profit exceeding 
$35,000. Excellent rentals on agency 
building and adjacent used car iot. 
Skilled, stable help will stay. 70 miles 
from Oklahoma City on Highway 66. 
$36,000 will buy it. Reason for selling— 
another dealership in California. Box 
$285, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet. Lo- 
@ted on major U. 8. highway in east 
Texas. New building (leased). Modern 
facilities. New shop equipment. Modern 
grvice station in connection. Sell equip- 
4 and stock. Box 6287, c/o Automo- 
€ News, Detroit 26. 


A 


c/o Automotive News, 










DEALERSHIPS AVAILABLE 


PROFITABLE COMPACT dealership han- 
dling four, fast moving automobiles in- 
cluding Jeep. 200 car potential. Owner 
established since 1948, Excc!tient reputa- 
tion. No blue sky. No used cars. No re- 
ceivables. This wonderful opportunity will 
stand a most rigid examination, Reason 
for selling—owner taking larger deal. Lo- 
cated on Florida’s fabulous east coast. 
- 6286, c/o Automotive News, Detroit 


DEALERSHIP NOW HANDLING USED CARS 
—'5é BUICKS and Chevrolets. in business 


for 15 years. Located on main street. 
Beautiful six-car showroom with private 
offices, large body shop, parts room and 


service department equip; with four 
Weaver lifts. Used car display, 200 cars. 
Sales potential in growing territory in South 
Jersey. for auto auction and new 
car dealership. Total value $135,000—will 
sell for $85,000 (will arrange financing.) Box 
6288, c/o Automotive News, Detroit 26. 





FOR SALE 
LARGE DEALERSHIP 
HANDLING PONTIAC 


Centrally located in Chicago with excellent 
organization and high fixed coverage. Won- 
derful opportunity for right party. 

Box 6262, c/o Automotive News, Detroit 26. 





DEALERSHIPS WANTED 


IF YOU WANT TO SELL OUT, then get 
on file with us. No obligation unless you 
make a deal with a Certified Buyer, rec- 
ommended by us. You are not tied up 
with exclusive: agreements. Sell to your 
own or factory buyer without obligation 
to us. Turn our buyer over to your fac- 
tory for handling if you like, or every- 
thing in very strict confidence from em- 
ployes, customers, and factory if you pre- 
fer. Write for complete information stat- 
ing whether or not confidential handling 
is desired. Automotive Enterprises, 10600 
Puritan, Detroit 38. 


DESIRE 500 to 1,000 UNITS—GM, Ford, 
Chrysler dealership. Lease real estate. 
Have factory approval. Replies confiden- 
tial. Box 6259, c/o Automotive News, 
Detroit 26. 


FORD OR CHEVROLET—300 car poten- 


tial. Can invest $10,000. Pay balance out 
of profits. 25 years’ experience as factory 
man and dealer. Finest of references. 
Factory approval assured. Box 6280, c/o 
Automotive News, Detroit 26. 


WANT 100-150 UNIT Dodge truck, Plym- 


outh or Chrysler-Plymouth dealership on 
cash plus buyout basis. Prefer Michigan 
or western New York. Factory approval 
assured. Box 6281, c/o Automotive News, 
Detroit 26. 


GM-FORD DEAL, below 200 cars, in Tenn., 


Georgia, Florida. Cash ready. Box 6282, 
c/o Automotive News, Detroit 26. 


= BUSINESSES WANTED 
————————_—_—COooeeeeEE——— 

















ARE INTERESTED IN PURCHASING LONG TERM 
AUTOMOBILE LEASING COMPANIES FOR CASH 
T REASONABLE PRICES. 


Large or small ¢ East of the Mississippi 

























our immediate attention. 


require complete information of your company's operations 
th will be treated in a strictly confidential manner and will re- 
















Box 6289, c/o Automotive News, Detroit 26 























@ $75 Monthly Payments 





6 3 Months Use 


© Best of Care Provided 





| PHONE 
By WIRE 
WRITE 


* WE WANT 
* 25 CARS 
* IN A HURRY! 


“OR IN LOTS OF TEN" 


LATE MODELS OF ANY 
OF THE BIG THREE PREFERRED 
FOR A RENTAL OPERATION 


. Prefer dealer or operator near Boston or New York 
or somewhere on the East Coast. 


-.. and option to buy if prices are right. 


- » . In addition to taking care of pickup and return, we 
will fully insure them and provide reliable maintenance. 


MR. ALBRIGHT 


ALBRIGHT AUTO RENTAL CO. 


119 SNOW ST., . 
PROVIDENCE, R. I. 






















GAspee 1-4848 
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DEALER SERVICES 


MO SAL M 
salvation for your dealership. Money 
spent in sensational advertising is wasted. 
Why? (1)/It costs too much; (2) it 
forces the gross profit margain down, and 
(3) the buying public no longer believes 
it anyway. What now, then? Meet cur- 
rent sales problems with up-to-date sales 
methods. We can furnish you with an 
excellent article on this subject, just writ- 
ten by an authority on analysis and cor- 
rection of selling trends of the retail 
automobile business. Clip this ad and en- 
close together with $5 and your business 
letterhead. It will be sent to you post- 
paid, It will be the best investment you've 
made in a long, long time, Automotive 
— 10600 Puritan, Detroit 38, 

ich. 





INVENTORY SERVICE 


@ inventory investment 

@ Analysis of Methods and Procedures 

Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive inventory Service Co. 

10040 Freeland Detroit. 27, Mich. WE 3-6445 

Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





DECAL TRANSFERS 


TRUCK DECALS, No charge for sketch. 
More brilliant; unusually durable; easily 
applied. Samples on request. Write Allied 
Decals, Inc., 8456 Hough Ave.;, Cleveland 
3, Ohio. 


CARS FOR SALE 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron 

Detroit, Flint, Chicago, ‘Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
coin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. Chicago 4, Ill. 
|. E. Spatig, Used Car Mgr. Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





CARS WANTED 


CADILLAC — SHARP 1952’s-1956’s. All 


body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 


Inc. 


(formerly Gerdon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S$. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 





FOR SOUTH 
Ford models—i94? upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must 
be of standard sizes. ines already recon- 


ditioned are not required. For further infor- 


mation reply to 
MIKE APPEL MOTOR CO., LTD. 
P. ©. Box 3648 Johannesburg, S. Africa 





TRUCKS FOR SALE 


THREE AUTO TRANSPORT trailers with 


1954 Chevrolet.cab over trucks in good 
condition. Sell for $2,000 each or trade 
for clean low time Cessna 170 or 180 
plane. Plunkett Pontiac Sales, 97 South 
Broad 8t., Albertville, Ala. 





TRUCKS FOR SALE 
ODS are the only | WRECKER — 1948 —7%-ton Tamden axle 


Diamond T. Excellent 1100x20 rubber all 
around, Twin 45-ton Tulsa winches. 650’ 
%"*' cable working and emergency lights. 
Unlimited capacity. '54 engine and com- 
pletely rebuilt chassis. Road ready. Ill- 
ness forces sales—$5,600. Lew's Garage 
& Body Shop, Dayton, Ohio. 

~~ *RUCKS WANTED — 


K A 1D — Holmes > 
Chevrolet chassis. State condition, model 
number. Martin Chevrolet. Co., Carmi, Ill. 


BUSES FOR SALE 


CONN., MASS., R.I, dealers. Biue Bird 
bodies—supreme in quality. Quickest de- 
livery, Penn Yan, N. Y. assembly. Pete 
Cousins, Hartford, Conn, Jackson 9-3100. 


SCHOOL BUSES 


WARNING! STEEL MAY BE IN SHORT 
SUPPLY THIS SUMMER 
ORDER NOW 
IMMEDIATE DELIVERY 


6 Ford 60 passenger 

15 Chevrolet 54 passenger 

5 Internationals 60 passenger 
3 Ford 54 passenger 


TRANSIT SALES & SERVICE, INC. 


23 South St. Danbury, Conn. 
Call Frank T. Mee, Jr. 








BUSES WANTED 
WILL BUY USED school buses- -36 to 66 
passengers. One or twenty. also airpor- 
ters. Dealer, Box 6275, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 
WE NEED AUTO turntable, electric. Car 
umbrella with motor. Decker Motors, Inc., 
Rt. 46, E. Paterson, N. J. 
SHOP EQUIPMENT FOR 


AUTOMOTIVE SHOP equipment. Going out 
of business. Will sell equipment for frac- 
tion of value. Everything necessary to 
run big shop. Will sell complete or in 
separate units. Contact Lamar Gibson, 
Phone 1554, Box 73, Waycross, Ga. 


MISCELLANEOUS 


Cleveland, | 3-PLY CONVERTIBLE tops, $18.75. Head- 


linings, $12.50. Civilian jeep tops, $72.20. 
%-ton truck canvas with bow assembly, 
$70.06. 12 gauge clear vinyl plastic for 
making seat covers, 85c per yard. 6 
sheets AS-6 clear vinyl plastic 20x50— 
40 gauge for convertible full vues, $2.15 
per sheet. Big Buck, 307 Cambridge St., 
Boston 14, Mass. 


Automatic Braking 


THE ORIGINAL YELLOW BAR 
ONLY . . $4900 2. 
WITH oiia iia 


ONLY ..$5 945 sts 


GUIDE 
Meets 1.C.C. Strength Requirements 


CABLES 
rt A 5 
BRAKE HOOK-UP.......:.. 
Meets ALL 1.C.C. Requirements! 
TOW BAR SALES CO. 
Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 215 iovios orders 
40 So. Clinton St., Chicage 6, Ill 











AUTO FRANCHISE 
LIQUIDATORS 


Want to convert r 
holdings to cash??7?777 


We'll pay cash for 
Realty, Parts, Equipment 
and rolling stock 
Write - Phone - Wire 


KAYE - KARS, INC. 
1000 Central Avenue Albany, N. Y. 
2-4413 








The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 


2 Large adapter clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$5235 ae TAR, 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW « GUIDE 
Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$ A4* FED. TAX 





















INCLUDED 
Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 

599 Yonge St. 

TORONTO 10, ONTARIO 


















New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
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~ Milwaukee 


the market where new car sales are UP 


New car sales in Milwaukee county in April and May, 1956, were at all-time 
high marks for both months, compared to sharp declines in sales nationwide. 
Wisconsin sales also hit an all-time high mark for May. Here’s a market where 
your sales efforts should be in high gear. In THE MILWAUKEE JOURNAL alone you 
can reach 90% of all families in this busy, top-spending* metropolitan area, 


plus the better income families throughout Wisconsin. 


THE MILWAUKEE JOURNAL 


National Representatives—O'Mara & Ormsbee, Inc. 
New York Chicago Detroit 


Los Angeles San Francisco 


*The Federal Reserve Bank of Chicago in its 
June issue of “Business Conditions” reported 
that “Milwaukee stands out as the seventh 
district’s most improved city businesswise 

. over last year (district includes most of Wis- 
consin, Michigan, Illinois and Indiana). 
Milwaukee bank debits in April registered 
the largest year-to-year gain of any large 
midwest center—25% over 1955.” 





